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“The Hardware Dealers’ Magazine 
PUBLISHED EVERY OTHER THURSDAY 














PARADES 


always draw the crowd 
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Q)NLY Stanley can present a 
Parade of Screw Drivers 
offering such a “solid front” 


of quality. 

From 10¢ to 75¢ — there is a 
Stanley Screw Driver to fit the 
needs of every kind of tool 
user — those who earn their 


living with tools, those who 
do their own repair work and 
those who use tools merely for 
the fun of it. 


Parades always draw the crowd 
— join the Stanley Parade for 
greater screw driver sales to 
every class of trade. 
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STANLEY TOOLS 


NEW BRITAIN, CONN. 


DRUM MAJOR 
“HURWOOD” No. 25 
50¢ 
Entirely new design — powerful — elec- 
tricians. Blade tempered itsentire length. 
New step-up bolster, integral with blade, 
makes it impossible to turn blade in the 
handle. Pyralin washer insulates handle 
against any ordinary electric current. 





HARDWARE AGE 


ener’ ARE AGE, —— +" every other week by the JRON AGE PUBLISHING © C0., Division of United Business Publishers, Ine., 239 V West 39th Street. New York, N. Y., 
Esta she d 3 ntered as second class matter May 22, 1913, at the Post Office at New York, unde r the Act of March 3, 1879 (Printed in U. 8. A.) $1, 00 
Single copies l5c. each Vol. 129, No 








per year. 





i a Oe = 
TSE rhe ct) 

















et’s Make Mpte Business/ 


EW rifle clubs are springing up all 

over the country. Skeet shooting 
becomes more popular every day. Trap- 
shooting is solidly established and ex- 
hibits a healthy growth year after year. 
Is there a shooting club in your com- 
munity? More clubs and more shooting 
at existing clubs will create more busi- 
ness.. Why shouldn’t those who sell arms 
and ammunition cooperate to create more 
clubs and more shooting? This is a sound 
sales promotion plan and it will appeal 
to the kind of dealers who go after busi- 
ness rather than wait for it to come to 
them. 
Of course you will want to know how 
shooting clubs are organized, the sort 
of equipment necessary, the type of guns 
required, and the kind of ammunition 
that is used. We have this information for you—whether you 
wish to know about rifle, trap or skeet shooting. Let us send 
you a nicely illustrated booklet with complete information. 
If you are interested in cooperating to increase your sales 
and ours in this way, please write us for suggestions. 


Remington, 


SHOOTING PROMOTION DIVISION 


REMINGTON ARMS COMPANY, Inc. 


BRIDGEPORT, CONNECTICUT 


ORIGINATORS OF KLE AN BO RE AMMUNITION 


© 1932 R. A. Co. 
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Our first job is to make quality 
files. To do it we spare no effort 
or expense. ; 


Each Nicholson File is the best 
file that the world’s largest file 
manufacturer can produce. 


Faster cutting, longer life, lower 
filing costs, greater satisfaction 
from file users are the results of 
making quality files. 


A FILE 
FOR 
EVERY PURPOSE 
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Prove the Quality 
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Nicholson Files are advertised more 
completely and effectively than any 
other single tool. 


They are advertised in newspapers for 
industrial and home maintenance use. 
The news magazine Time carries the 
story of Nicholson quality to execu- , 
tives; The Country Gentleman (the 
national farm paper), Popular Science 
Monthly, Mill & Factory Illustrated, 
and a group of lumber papers all ad- 
vertise the quality of Nicholson Files. 


Let quality plus advertising build 
sales for you. Carry a complete stock 


of Nicholson Files. 
At Your Jobber’s 


NICHOLSON FILE COMPANY 
Providence, R.1., U.S. A. 


Rots, 
U.S.A. 


(TRADE MARK) 





UNAFFECTED BY 


NEW 
BOILING OIL 
TEST 


Poured directly on Super 
Valspar, boiling oil at 403° 
Fahrenheit had no effect 
whatever. Proves Super 
Valspar twice as 
durable. 


HARDWARE AGE 











BOILING OIL 
AT 403 DEGREES 


Amazing new test proves Super 
Valspar twice as durable as 
ordinary varnishes and enamels 


WENTY-FIVE years ago Valspar startled the world 

with “the Varnish that Won't Turn White.“ Now 
Valspar strides ahead another quarter of a century with 
SUPER VALSPAR. 

Possessing all the outstanding qualities which make 
Valspar. the standard of quality of an entire industry, 
SUPER VALSPAR embodies an entirely new degree of 
resistance to weather and wear. The Boiling Oil Test 
gives some idea of its stamina. 

The Valspar salesman will give you full facts about 
this new Valspar product. He will tell you about Valspar’s 


new Dealer Proposition. Valentine & Company . . . Divi- 
sion of The Valspar Corporation, 386 Fourth ‘Avenue, 
New York. 


Super 


\/ALSPAR 


CLEAR andinCOLORS 


Made by the Valenite Process ... Adds years of expense-free service 
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Florence Florence Florence 


Table Top Gas Range Table Top Gas Range Console Gas Range 
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| You have what they want 


in the FLORENCE Line 


When you have the stove or heater the customer needs, at a price she is willing to pay, 
you’ve made a sale. . . . And one sale leads to another. It’s a growing business . . . 
and dovetails into your outside selling . . . 
. an oil stove for the summer place. 


profitable .. . a new gas range to go with 


that new refrigerator . . 


You have what they want in the Florence Line: in Fuel, whether kerosene, range oil, gas 
or electricity; in oil stoves and heaters of both Wickless and Wick Types: in Models of 
all kinds, sizes, and color combinations; and in standard lines that provide you with 
definite Price levels, each offering the best value for the money. 


With Florence you have a line of dependable quality, famous for 60 years; nationally 
advertised; sold only by reliable dealers. With Florence you can build for the future 
with a line that is known, is always up-to-date, easy to sell, and everywhere the best value 


for the money. 
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Range 
Burners 


burn 


Range Oil 


You can make more money in Stoves and 
Heaters with Florence. Write today for your 





r Cé é [ of that 


interesting, helpful 
folder “The Big 3 
and Profits for Me’’. 
It contains an idea 





Florence Range Burner 
For Kitchen Stoves 





—and a profit-mak- 





ing message for 











wide-awake dealers 
everywhere. 
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NOW is the time 


to sell Stanley Garden Tools 


Gardening Time is here! 
& Two 












We hope you are “all set” with a good assort- 99 
ment of Stanley Garden Tools because every- New Tools 


one interested in gardening will want them. 
*°PLEASURE TRIM” 


GRASS SHEARS 
Easy to operate. Nothing 


to get out of order. Makes 
grass trimming a pleasure. 


The line is a “knockout”—and to make it all 
the better for you we have added two new tools: 


“Pleasure Trim” Grass Shears — to take the Price $2.00 

back breaking work out of trimming grass 

in close quarters—around flower beds, shrubs, wAND 

trees—along walks and driveways. They are WEED CUTTER 

easy to operate and make it possible to trim Digs out weeds in a jify 
sers say it is the fastest 


weed cutter made. Tem- 
red steel blade. Com- 
fortable handle. 


Price $.25 


the grass neatly without bending over or 
crawling on the knees. Better order a few 
right away—they’ll sell themselves. 


Hand Weed Cutter—makes it a cinch to 
pull out weeds, roots and all, in a jiffy. 
Anyone who wants a good looking lawn 
will buy one of these weed cutters on sight. 


Ask your jobber about Stanley Garden Tools and have him 
show you the Special Combination “B” with display rack. 


THE STANLEY WORKS 
‘ NEW BRITAIN, CONN. 





STANLEY GARDEN TOOLS 


in Brilliant Colors 
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The Merchant Is Entitled to a Fair Break 


BY 


E. B. GALLAHER 
Editor, Clover Business Service 
Treasurer, Clover Mfg. Co. 


N BUYING merchandise to resell, there is something more than just 
placing an order—the merchant has a right to know the policy of the manufacturer. 

Is the manufacturer competing with his merchants by direct selling? Is he forcing 
them to buy complete lines, some of which are slow sellers? Is he supporting chains 


and catalog houses by allowing them to buy his best sellers in volume at low prices, then 
requiring the service stores to bear the burden 


of his slow-selling numbers ? 

In short, is the manufacturer giving the 
legitimate jobber and dealer a fair break? 
These are the important questions. 

Of course, the goods must be right—that 
goes without saying. But the policy of the man- 
ufacturer will be the determining factor as to 
whether or not the merchant will find the goods 


You should buy merchandise only where you are protected. 


profitable to handle. 

Clover Abrasive Papers and Cloths and Clover Grinding Compounds are sold 
exclusively through jobber-dealer channels. Our policy is against line selling. We 
want you to buy only what you have a market for, and only in quantities that will 


assure rapid turnover. 


Clover prices are right—quality is there 
merchant, and for him—not against him. Think it over! 


and we have always worked with the 





E. B. GALLAHER: 
| Clover Mfg. Co., Norwalk, Conn. 


CLOVER MANUFACTURING COMPANY | You may send me, without obligation, samples of : 


| | Green-Stripe Sandpaper. : 
NORWALK, CONN,., U.S. A. 
ting hard metals. The universal shop abrasive. 


SANDPAPERS | | Clover Grease-Mixed Grinding Compound. 


| Clover Water-Mixed Valve-Grinding Compound. 


METAL-CUTTING: PAPERS AND CLOTHS 


_Name _ 


CLOVER GRINDING AND LAPPING COMPOUNDS Address 


| Character of business 


| 
H | Red-Stripe Turkish Emery Cloth—for polishing. 
1 | Yellow-Stripe Aluminous Oxide Cloth—for cut- 
| ape: 
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A 
was an off 


... BUT THIS STORE FINISHED 





year 





ON THE PROFIT SIDE 


Many hardware men look back 
upon red ink figures for 1931. But 
in that same year many others not 
only stayed out of the red but 
made a satisfactory profit. 


For instance, the Zimmer Hard- 
ware Store in Covington, Ky., 
earned a profit that compared 
favorably with the year before. 


This store had the facts which 
showed where to cut expenses, 
where inventories could be bal- 
anced and turnover increased, how 
much each clerk was selling, where 
sales could be pushed with the 
greatest profit. With these facts 
the store made money even though 
volume for the year declined. 


Another organization, operating 
several stores actually showed a 
profit increase in some of its stores. 
Concentrating effort on profitable 
lines, giving clerks a dollar and 
cents reason for extra effort, 
accurately judging neighborhood 
needs was responsible here. 


Still another store kept its 1931 
volume up to the level of 1930. 
One line of merchandise, pushed 
to the limit, made up for shrink- 
ing sales in other departments. 


Each of these stores had at least 
one thing in common. Their owners 
knew the facts about their busi- 
ness ... by departments, by sales- 
people and by transactions. 


THE NATIONAL CASH REGISTER COMPANY, DAYTON, OHIO 


« National 





CASH REGISTERS AND ACCOUNTING MACHINES 


12 


Would you like to know how you 
can get the same facts about your 
business that these stores have 
about theirs? Would you like to 
know about new methods and new 
systems that will help you increase 
your profits now? If you would 
. . . call in the nearest National 
Cash Register Representative or 
write direct to Dayton. These 
stores did and found it profitable. 
It can mean just as much to you. 
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GIVES YOU THE-EDGE 






It’s the kdge 


that Counts 


WT you sell a customer 
a Kelly Axe you can be 
sure that he will not have to 
wear a path to the grindstone 
to keep an edge on it. The 


edge on a Kelly Axe is made from a Kelly special ~ 
analysis Edge Steel, and is tempered by a Kelly A lso 






by 





special electric process. 
HAMMERS 
The Kelly cuts easily, rapidly, deep. It holds its HATCHETS 
keen edge. SsCrrves 
BROAD AXES 
Kelly Axes are made in patterns and sizes to ADZES 


meet every demand. GRASS HOOKS 


KELLY AXE AND TOOL WORKS 
of 

THE AMERICAN FORK & HOE COMPANY 

Factories: CHARLESTON, W.VA. ¢ Offices: CLEVELAND, OHIO 


TRUE TEMPER PRooucl 


INDUSTRIAL, AGRICULTURAL AND GARDEN TOOLS 
SHOVELS + SPORTING GOODS «+ RAILWAY APPLIANCES 
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ROLLING MILL. Through its own rolling mill, the Buffalo 
Bolt Company gives the user absolute assurance of a strong, uni- 
form steel in every unit. 





PRECISION THREADS. Buffalo Bolts are threaded, Buffalo 
Nuts punched and tapped with remarkable precision . . . Nuts 
catch quickly, fit snugly, ride smoothly. 





RIGID INSPECTION. Experts, long schooled in “Buffalo” 
routine, insure all Bolts and Nuts are made to high standards. 


(>4 Baba ™ 
‘> 5gd4 aE 


PACKING. Buffalo Bolts and Nuts are packed in sturdy, wire- 
stitched packages with easy-to-read labels. “Buffalo” packages 
dress-up your shelves. 


14 








5 Vital 


()PERATIONS 


ASSURE YOU AND YOUR CUSTOMER 


UTMOST QUALITY IN 
EVERY BUFFALO BOLT AND NUT... 


N THE CREATION of any product, there exist certain steps 
I in the process — certain vital operations — upon which 
the quality of the finished unit largely depends. 

This is true of Buffalo Bolts and Buffalo Nuts. So true, in 
fact, that we deem it necessary to safeguard all important 
operations with skilled operators — experts who have de- 
voted years to the work. 

On this page appear a few examples of “Buffalo” super- 
vision of vital steps — all the way from the rolling mill to 
the shipping room. Yet in each example you see another 
guarantee of “Buffalo” Service, Quality and Accuracy . 
these mean more dependable profits for you. Upon request, 
we will gladly send you a complete set of easy-to-read 


Buffalo Labels to mark your shelves or bins. 


BUFFALO BOLTS 


Made by NORTH TONAWANDA, 
BUFFALO BOLT CO. N. Y. 




















CHECKED SHIPPING. To avoid delays every order must go FINISHED UNIT. 
out on rigid schedules. The buyer is notified when the shipment Best made Nut and 


is made. Bolt money can buy. 
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DOUBLE-EDGED 


SWORD 


TO HELP YOU 


SELL 


aR puts a double- 
edged sword in the hands of every 
hardware dealer who handles Libbey. 
Owens:-Ford Glass. 


One edge of this proven weapon is the 
superior quality of the glass itself—a 
quality immediately recognizable to 
builders, contractors and all others who 
have any knowledge of the product; the 
other is the consistent national ad- 
vertising which has awakened in the 
public a keen appreciation of this recog- 
nized quality and a definite desire and 


demand for it. 


The trade has known for years that the 
exclusive L-O-F process produces a 


glass that is brighter, flatter and clearer; 


that the fine finish given all L-O-F Qual- 
ity Glass gives it a lasting, sparkling 
brilliance that is in itself a most effective 
sales weapon. The public has become in- 


creasingly conscious of this superiority. 


Whether you sell in quantity to builders 
and contractors for original glazing or a 
light at a time to the public for replace- 
ment, the double-edged sword of adver- 
tised quality will boost your sales if you 
concentrate’ on Libbey -Owens- Ford 
Quality Glass. 
e 


LIBBEY - OWENS: FORD GLASS COMPANY, TOLEDO, OHIO 
Manufacturers of Highest Quality Flat Drawn Window Glass, 
Polished Plate Glass and Safety Glass; also distributors of 
Figured and Wire Glass manufactured by the Blue Ridge Glass 


Corporation of Kingsport, Tennessee. 


LIBBEY: OwENS-:FORD 


[ QUALITY GLASS 
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Standard Merchandise 





When you buy a staple item, Mr. Dealer, are you pretty particular about 
WHO MAKES IT? 


You OUGHT to be. 


In nearly every line you will find the goods of certain manufacturers are regarded as 
“standard”. When you buy their product you buy their guarantee of satisfaction 
and service. 


Suppose your order calls for some 241 Butts, D8 or 53 Saws, 034B Hay Forks, 75312 
Electric Toasters, or any number of equally well-known, nationally recognized products 
we could mention. You expect this order to be filled with the brands you asked for. 
When it arrives you find instead of the Saws or Hay Forks you ordered, a name on the 
label which means nothing to you—or perhaps no name at all. Are these goods worth 
as much to you as the “standard” brands you called for? We hardly need answer. 


Perhaps you think you must pay a premium for this “standard merchandise” so you 
let your jobber send you something else. You will find, however, that in nearly every 
case you pay just as much for the “unknown”. 


Consider the situation. These well-established old line companies have spent years 
in research and experimentation; in perfecting their product and building up a repu- 
tation. They have spent millions of dollars in advertising. Can they afford to 
repudiate all this? Most certainly no. The quality which you take as a matter of 
course must be maintained. To do this in times like these means utmost economy in 
operation and distribution. It means that both manufacturer and jobber must be con- 
tent with a narrow margin of profit. 


Our policy, then, is to distribute only standard merchandise made by reputable manu- 
facturers. This applies both to factory and private brands. Even our “Specials” or 
“Leaders” which are brought out with the sole purpose of helping our dealers meet 
price competition are made by these same manufacturers. It is only necessary to ex- 
amine them to see that the makers have turned them out without any sacrifice of utility 
or appearance. . 


Do not be misled, then, into buying any item of staple merchandise which cannot be 


classed as STANDARD. 


Quality is a much overworked and much abused word but, nevertheless, the hardware 
dealer who is to succeed must build his success on that rock which is QUALITY; not 
on the shifting sands of “Just as Good.” 


The Buying Public grows tired of shoddy. They look to you, The Hardware Dealer, 
to give them honest value again. 


Why not co-operate, then, with those distributors who are eager for the chance to help 
you do it? 


1829 THE GEO. WORTHINGTON CO. 1932 
CLEVELAND 
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More people are mail- 
ing coupons from West- 
inghouse advertising 
thanever before. These 
inquiries are promptly 
delivered to Westing- 
house dealers for quick 
follow-up and sales! 
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BRINGS THOUSANDS TO SEE 


Westinghouse 





EWS! NEWS! NEWS! First the famous Dual- 
automatic Refrigerator. And now four amazing new 
improvements . . . and new low prices! 

Westinghouse advertising is the news of the day. News 
that’s bringing thousands of unsolicited prospects to 
showrooms everywhere. Salesmen are doing more selling 
... less canvassing. Orders, deliveries, profits are zooming. 

Alert merchandisers are cashing in on this advertising. 
They are demonstrating the Westinghouse Dual-auto- 
matic Refrigerator to the prospects it is bringing in. And a 
demonstration is convincing! For only the Westinghouse 

is dual-automatic. It offers dual-advantages 
in every detail. And to merchandisers this 


means dual-profit opportunities. 














Not only that... Westinghouse is back- 
ing its dealers with the most resultful sales 
promotion. Merchandising Plans . . . Direct 
Mail .. . Window Displays. . . all kinds of 
material is coming from the factory. 

There are still more Westinghouse fran- 
chise opportunities open. Why not get 
complete details? Write, wire, or telephone! 
WESTINGHOUSE ELECTRIC & MFG. CO. 


Refrigeration Division Mansfield, Ohio 








THIS COUPON BRINGS FACTS THAT YOU SHOULD KNOW 
Westinghouse Electric & Manufacturing Co., 
Mansfield, Ohio. (HLA. 5-12-32) 

Please give me full particulars about new low prices 
and extra profit from Westinghouse Refrigerators. 
MF 8 5 565.2 asada cacy Hats hoc hs Ne Viel mares 











READY? 


This youthful . fisherman is ‘ 








ready for anything that comes 4 
his way. Are you ready to : 
supply fishermen with the ' | 





right tackle? 


Dealers who handle UNION 
Hardware Fishing Tackle find 
it priced easy to sell and the 






La 
La 


La 


dependable quality brings cus- 


tomers back for more of the 


rN 





ALUMINUM ROD CAGE 
La 


same good kind. That is why 
UNION Hardware | 
Fishing Tackle — xs 


is so profitable. The new line includes: Steel Bait, Fly and 











Casting Reds for every kind of fishing, also Split Bamboo Rods 
with single or double cork grips and Fly and Casting Rods for both 
fresh and salt water use. You will also find a splendid assortment 
of popular selling Reels and Sundries. 4 


‘Keep well stocked all through the fishing season. Your Jobber will «4 
supply you. Send for Catalog which describes complete line. 














ag ste A ~—< Reg. U. S. Pat. Off. 
9% feet long TORRINGTON, CONN. No. 4421 


Established 1854 Steel Casting Rod 
New York Office 151 Chambers St. Z 





A new type level winding reel quad- No. 7225 
No. 150 Fly Reel ruple multiplying with oval shaped A level winding reel of quality. 
A high grade Trout reel, single action bakelite end plates. Adjustable jewel Nickel plated, satin finish. Quadruple 
with click, light weight frame and bearings with improved concealed oil multiplying with click. A well bal- 
spool, strongly made, 2 sizes: 60 and caps. Adjustable click. All exposed anced double handle. Free running 
80 yard capacity. Nickel plated or metal parts chromium plated. Capaci- and durable. Capacity 80 yards. 
Gun Metal finish. Packed one in box. ty 60-80 yards. Packed one in box. 
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BUILDING QUALITY 
INTO RIVETS -:--- 


IT’S THE little things in life that count... 
the little better material that goes into our 
Tubular and Split Rivets ... the little better 
workmanship. And it’s the little higher price 
that gives you the quality product, that satis- 
fies your customers, and that builds the 
good will that must underlie your business 


if it is to be permanently successful. 


TUBULAR RIVET 
& STUD COMPANY 


Boston- 










The largest factory in 
! uae =a the world devoted to 
a ce ar ? ma 6s tthe:~ manufacture of 
re ::. Ch ‘s op t J a Tubular and Split 


‘te nees ED Rivets. 
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+ Los Angeles 


Hint 


CLEVELAND, OHIO 
HARDWARE ACE 


SALES BRANCHES: 


isplay them on 


your counter where your customers 


a 


Prof; 


VERY ONE of your customers has 
+ San Francisco 


berless opportun 
’s a steady business 


INCORPORATED 


5401 HAMILTON AVENUE 


And 
because every Osborn Brush is 
+ Chicago 


+ Detroit 


numerous uses for Osborn Wire 
ilt to hold customer satisfaction. 


The OS80RN MANUFACTURING COMPANY 


The complete line of Osborn Brushes 
gives you num 


can see them. They sell themselves. 


Scratch Brushes. D 


for profit. 


New York 
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POPULAR PR E 


of the NEW 


STEWART 
WARNER 


MOVIE CAMERA 


and Equipment . . . . 


OPENS UP NEW PROFIT 
FIELD FOR DEALERS.... 






Any live merchant — even without camera experi- 
ence — can sell this Movie Equipment Line which 
has taken the mystery out of movie taking. 


He can now profit from the mass market, in addi- 
tion to the class market—for the popular price and 
simplicity features have removed the sales resistance 
ee ond tateeent $ that has held back the growth of this great industry. 


carrying case of sporty new design. , ; 
DE LUXE HOLLYWOOD MODEL Get all the facts about the amazing camera designed 


by Hollywood cameramen; built by Stewart- Warner; 
used and endorsed by leading movie stars — the 
camera that has a combination of astounding fea- 
tures not found in any other camera at any price: 
even has 4 speeds —including Slow Motion and 
Talking Picture. Profit first from the camera sale; 
next from Projector and Screen;-then from films, 
lenses and other equipment. 












Remember national advertising, newspaper adver- 
tising, and every selling effort furnished by the 
factory is created to bring customers and prospects 
into your store. Send for the facts. Get in—to cash in. 





NEW STEWART-WARNER NEW — 
PROJECTOR 2 EEN 
Variable speed—can be _Roll-up, uation type— 


stopped or reversed paieenty onnches to 
A case which acts as a Dase. 
at will. Has the most Aj yminumcoated surface 





powerful light—500 roviding life-like color Movie Equipment Division, Stewart-Warner Corporation 
watts—ever offered ina Ae a ‘in all pictures. 1826 Diversey Parkway, Chicago, IIl. 
home movie projector. Size 32" x 40". Gentlemen: Please send me all the facts on the Stewart-Warner Movie 


Equipment Line. 
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ROBERTO HAW 


%, % 


"Nutomativook” ° 





The ROBERTSHAW 


is Your Best Range Salesman. .. 


This year, you are able to offer 
your trade the greatest range values 


in history. 


But don’t forget that value is a word 


that means much more than price. 


And value ... ina gas range... isa 
matter of performance just as much 


as appearance .. . which means, 


above all else, correct oven control. 


That is why the Robertshaw is 
such a good salesman for you... 
your customer knows that it assures 
her receiving the last word in 
accurate, dependable, trouble- 
free performance. And that’s a 
BIG point to remember, when- 
ever you order ranges this year. 


ROBERTSHAW THERMOSTAT CO. 


YOUNGWOOD, PA. 
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MODEL “K” 


FOR CONSOLE 
RANGES 








MODEL “F” 


FOR TABLE TOP AND 
CONSOLE RANGES 
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HIGHEST QUALITY 


IMPORTANT FACTS ABOUT 
**“RED TAG”? SCREEN CLOTH 


+ a = 
Remember that *‘Red Tag’’ : 
Screen Clothis m) 
1—All manufactured with a two-wire A 



















































































selvage. A 
2—Woven on looms of the most modern ~ oe 
type insuring uniform weave. peat 
vanized or coated by the most 4 sass 3 % 
advanced equipment. . ‘ Hie s [ 
4—Easy to handle—lies flat. si asst a" s oy A a 
5—Sold only through the regular hard- > # S| Bas ra if ~— 
ware trade. as ai eae ~ Ha \ 
6—Sold under this name only—‘Red Het HEH Hats = | / 7 
Tag.” Hi H HHH tar 1 oe ; ; 
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GREATEST CONVENIENCE 


NVENIENCE and quality pay you an extra profit 


on Cyclone Wire Screen Cloth. First, flawless for You 


quality that a distinctly superior—that holds old cus- NEW WINDOW-DISPLAY PIECES sent free to you! 
tomers and wins new ones. Second—the new improve- ‘ : 
Write for useful screen cloth. price calculator chart 


ment in packaging introduced by Cyclone—that keeps sent free. Address Dept. A, Waukegan, It 


“Red Tag” quality undamaged in shipment and pro- 











tects it in your store. ° 5 : 
It’s Easier to Sell “ Red Tag” Quality 
ee ae Cyclone “45” Chain Link Cyclone Gates 
Try Cyclone Screen Cloth and see how superior it is. atee Coohene inaeate Bisbee 
Samples gladly sent—of painted, galvanized, copper Cyclone Lawn Fence — = —_ Cyclone Catch-All Baskets 
: : Cyclone Wire Screen Cloth 
and bronze finishes. Ask your jobber to supply you. 





CYCLONE FENCE COMPANY 


General Offices: Waukegan, III. 
BRANCH OFFICES IN ALL PRINCIPAL CITIES 






SUBSIDIARY OF UNITED, STATES STEEL CORPORATION 


Pacific Coast Division: 
STANDARD FENCE COMPANY 
OAKLAND, CALIE. 


‘Redfaq” 


<2 Wire Screen Cloth 
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TO THE TRADE a 


Apart from its caliber, the Iver Johnson 22 Caliber Bolt Action Safety Rif j 

in comparison with any other 22 on the market. It is totally different in + agen 
action. Its greater degree of safety makes it by all odds the safest 22 ever designed. Alwa 
the best, now even better because the new 1932 model includes a number of amievenents. 
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i SEALED EIGHT 


IVER JOHNSON MEANS SUPER- SAFETY 








fmm . 


22 Caliber - Single Shot - Bolt Action 


SAFETY RIFLE “os 





Model Super X 
Parents and camp directors have approved this rifle because of its greater safety—and that 


means sales. 
The patented safety mechanism is the big outstanding feature of this new and safer 22. 
Firing or even aiming is impossible until the automatic safety knob is snapped down. 


A Brand New 1932 Rifle with Super Safety Action 
Thumb Screw, Take-Down. Barrel round tapered 24 in. long, Sights Patridge 
type, adjustable rear. Stock turned from genuine Walnut, with Full Pistol 

Grip. Formed Steel Butt Plate. 

Both the rifle, and the revolver shown below are tested and targeted with 
proof loads developing 10% greater breech pressure than any .22 
long rifle factory loaded cartridge. 


ED EIGH 







SUPER SHOT 


A safer and sportier model for Hunters, Campers 
and Vacationists and the ideal revolver for Target 
Practice and Home Protection. 
Counterbored chambers and extractor steel seal the 
cartridges thus safeguarding against burst cartridge 
heads, the discharge of adjacent cartridges or the dan- 
ger of burning trigger finger. 

The cylinder is of High Carbon Alloy Steel, heat treated, De-Flex Rib, Scored Trigger, Piano 
Wire Springs, and many other outstanding points, including “Hammer the Hammer” Safety. 


Your Jobber Will Fill Your Order 


Write for full particulars, cuts and advertising matter 
covering our entire line of quick selling firearms. 


IVER JOHNSON’S ARMS & CYCLE WORKS 


Fitchburg, Mass. 


NEW YORK CHICAGO SAN FRANCISCO MONTREAL 
151 Chambers St. 108 W. Lake St. 731 Market St. 511 Coristine Bldg. 
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Now that we have taken 
ndles out of the nail class ~ 


presented a real way to 





T CONVENIENT STOCKING 
" AND EASY HANDLIN 
‘FOR THE JOBBER 





If you’re a Jobber you know the difficulty of stocking 
and handling loose or crated handles. Note the con- 
venient compact stocking and easy handling of 
American King Handles. What a Saving! 


If you’re a Retailer you know how hard it is to sell 
dusty, dirty, unattractive hard-to-display handles. 
Note the attention value, the SALES appeal in our 
attractive carton for counter or table display. What 
a REMINDER to every man who needs a new tool 
handle. 


American King Axe Handles come packed individual- 


make a handle department 


WHAT 
ARE YOU ===. 
AB OUT IT Rese 











ly, each in a neat box, 12 in a colored carton, a good 
economical unit to order. The short handles are in- 
dividually wrapped in an air-tight, dust-proof glass- 
ine envelope, 12 in a printed display carton. The 
special wrapping keeps the handles clean and pre- 
vents warping. 

These fine handles will add to your sales and profits 
because of their superior quality and unusual at- 
tractiveness. : 


Write for the Catalog and see what a splendid line 
of handles we have to offer. 


American Handle Co. 


Jonesboro, 
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“How many styles of 
paint brushes do you 


¥ if carry?” i 
P 














“Only 10” 





his 








“But how can you meet the demands of your trade with only 10 lines?” 


““Simple—we concentrate on the Wooster Sampler Brushes.” 
“But isn’t the Wooster Sampler just a Brush Display?” 


“That is what we thought but there’s a lot more to it. The brushes 
on the Sampler Panel are selected model stock of best sellers, no 
dead numbers or duplicate lines—only the exact sizes and kinds you 
need to satisfy the requirements of 95% of your customers. With 
only 10 lines (26 items) brush investment shrinks 1/3 to 1/2, turn- 
overs are quicker, profits greater.” 


“Sounds good!” 


“You bet! And it is surprising how it simplifies your brush buying. 
The handy Sampler Stock Control Guide makes it easy to keep a 
small balanced stock for replacement to the Display Panel as the 
numbers are sold.” 


The dealer talking is one of thousands who have installed the 
Wooster Sampler System. Why not try it in your store? There is 
no risk.or extra expense. Here’s what you do: 


Order the Special Sampler Deal at $12.75 


You get your money’s worth in the 26 best selling, nationally adver- 
tised WOOSTER Foss-Set BRUSHES—the swinging metal display 
panel, simplified stock control system and special advertising. Ask 
your jobber or mail the coupon today. 


The Wooster Brush Co., Wooster, Ohio 


Sampler metal display panel, simplified stock control system and special advertising 


= 
Z 
3 
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You may ship the 26 Wooster Sampler Brushes at $1275, providing you send us the 
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Simplified Stock Control 


Sampler System enables you to eliminate du- 
plicating brush lines and slow sellers. Brush 
investment actually shrinks 1/3 to 1/2. The 26 
Sampler Brushes meet the brush requirements 
of 95% of your customers. (Do not confuse 
the Wooster Sampler Brush Selling System 
with brush assortments. ) 





















Wooster SAMPLER Dealers: 


Does your Sampler Display Panel ever look like 
this? Keep it filled with genuine WOOSTER 
Foss-Set BRUSHES. Get the ful! profit-making 
benefit of the only swinging brush display 
that makes customers stop, look, and buy 








 YAMPLER 


A Simplified Brush Selling System for $12.75 
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QUALITY } 


IS THE MOST IMPORTANT 
SALES ARGUMENT 


THIS YEAR 


‘Roaae as never before, your customers are “feel- 

‘Bie the cloth” to find the wool. They are “Quality 
Minded” and if you are one of those progressive mer- 
chants who are showing profits during these tough 
times you are featuring “Quality at a Price.” 





Old standards won’t go. New merchandising practices 
must be adopted which are abreast of the times. 


The New Irwin’s Shop Set 


is built for today’s market. Genuine Irwin solid center 
Auger Bits shown on the board below offer the dealer 
small salable stocks, frequent fill-ins, rapid turnover 
and excellent display. This board can also be fitted in 
the back of the carpenter’s tool chest and is especially 
equipped with metal clips to keep the bits in place. 


Ha i eta Re, 


Your carpenter customers know value and they know 
the quality of Irwin Bits. Prop- 
erly displayed, this New Irwin 
4 Shop Set will show profits. 


IRWIN 


WOOD BORING TOOLS 


See ab el Seer oy eee 











THE IRWIN AUGER BIT COMPANY 


See Se acumen, pumen. Bme) 
Sole Manufacturers of the Genuine Irwin Bit Since 1885 
OFFICES ey | PRINCIPAL CArTrTres THROUGHOUT THE WORLD 
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‘You have farm prosperity in stock 





ES—we mean ‘0m that. If you will look at your store 
in the light of these facts—you will find farm prosperity 
“For Sale.” 
And—in finding it—you will also discover a way to in- 
crease the sale of every item you have in stock. 


The first fact is this: The best method of “farm relief” can 
be accomplished through farm improvement and con- 
sequent increased earning power. 


Here's the explanation: To make farming 
more profitable, the farmer must improve 
his farm. He must turn idle acres into pro- 
ductive ones—market corn and surplus grain 
crops ‘‘on the hoof’’at better prices—increase 
soil fertility through systematic crop andstock 


. me ican Steel 
rotation — reduce general operating costs. 





Because of their known quality, Amer- 
ire Company Zinc 
Insulated Fencing, Steel Fence Posts, 
Poultry Netting, Steel Gates, Bar 


The second fact is this: To accomplish these results, the 
farmer must take advantage of good steel fencing, steel 
fence posts, barbed wire, poultry netting and other kin- 
dred necessities. And—he must also be sold on the oppor- 
tunity for added income their use assures. 


It is your ability to sell him that constitutes the farm pros- 

perity you have ‘‘For Sale.” It is your willingness to spread 
' the advantages of diversified farming at this time—that will 
assure the future prosperity of your own 
business. 


Good logic, you say, but—good logic isn't 
enough. It's action that's needed—the kind 
of honest-to-goodness hard work on your 
part—that will turn logic into facts. 


Putting it another way— it's your fight—and 
prosperity is the prize for victory. 


Wire, Nails and Wire of all kinds 
are more easily sold—more profitably 
merchandised. 


AMERICAN STEEL & WIRE COMPANY 


SUBSIDIARY OF UNITED 


208 South La Salle Street, Chicago 


Us STATES STEEL CORPORATION 
And All Principal Cities 


Pacific Coast Distributors: Columbia Steel Company, Russ Bldg., San Francisco 
Export Distributors: United States Steel Products Company, New York 
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Model 417 “Ideal”? Target 
Rifle 


Barrel: 28", heavy, round, tested for accuracy. 
Frame : Hardened and blued. Action : Original 
Stevens “Ideal” breech block. Positive extractor. 
Lever action. Short fast hammer fall. Stock: 
American walnut 131”. Oil finish. High comb. 
Full pistol grip target model stock and forearm, 
fitted with 114” military style sling strap. Shot- 
gun butt with steel butt plate. Sights: Lyman 
No. 17 front Telescope blocks. Lyman No. 48L 
receiver sight. Weight: about 1014 lbs. Ammuni- 
tion: .22 long rifle, (.22 short, to order) high 
speed or regular. 

Retail Price: $37.50 


Model 41714 “Ideal”’ Sporting 
Rifle 


Same specifications as Model 417, with tapered 
round barrel, sporting forearm, fitted with 114” 
sling strap. Lyman 3/32” gold bead front, single 
folding leaf middle and Lyman No. 1A tang 
peep sights. Barrel tapped for telescope blocks. 
Weightabout8lbs. Ammunition:.22longrifle,.22 
W.R.F., .25StevensR.F., high speed or regular. 

Retail Price: 830.00 


— 









Model 417 “Ideal”, 
Target Rifle 


@ 


Note: These rifles are 


not shown to scale. 


Model wore 
418 “Ideal” Junior Target Rifle 
MAY 12, 1932 


STEVENS 


J.STEVENS ARMS COMPANY 
Owned and operated by SAVAGE ARMS CORPORATION, UTICA, N.Y- 


. . Accurate ds government time 
- Compl. fte in equipment as the 
modern motor car 


SE newest of Stevens “Ideal” Senior and Junior .22 caliber 
rifles leave nothing to be desired, either in 
flity of essentials —sights, stocks and slings,— 
or in accuracy, balance, smooth quick-working actions, or lowness of 
price! @] They will help you tap fertile markets of target and small 
game iffé customers— with profit! @ Four great values! Four typi- 
Stevens values! Four powerful price inducements. @ Study the 
brief specifications; ask yourself, where can they be matched at any- 
where near the prices? Then, order from your jobber. 


418 “Ideal” Junior 


Target Rifle 


Barrel: 26" heavy tapered round, tested for ac- 
curacy. Frame : New heavy Junior “Ideal”, case 
hardened. Action: Original Stevens “Ideal” 
breech block. Positive extractor. Lever action. 
Fast hammer fall. Stock: American Walnut 13”. 
Oil finish. Full pistol grip target model stock and 
forearm, fitted with 74” military type sling strap. 
Shotgun butt with steel butt plate. Sights: Lyman 
1416” gold bead front, slot blank middle and 
Lyman No. 2A tang peep. Weight: about 644 
Ibs. Ammunition: .22 long rifle, (.22 short, to 
order) high speed or regular. 

Retail Price: $15.00 


Model 


Model 418% “Ideal’’ Junior 
Sporting Rifle 

Same specifications as Model 418. Full pistol 

gtip sporting model stock and forearm and Ly- 

man 1A tang peep sight. Ammunition : .22 long 

rifle, .22 W.R.F., .25 Stevens R.F., high speed 

orregular. Retail Price: $815.00 


Complete descriptive literature 
now ready! 





Chicopee Falls, Mass. 
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Keepinc Double X “front 
and center” is only good 
sales-sense. For it reminds 
the folks who read Double X 
advertising that your store 
is the place to buy it. In fact, 
that’s the big idea back of 


IS A GREAT 


SALES SET-UP 


this tricky little counter dis- 
play. Done in fullcolor... 
holds three cans of Double 
X which you keep filling in 
from shelf stock ...takes up 
little top o’ counter room 
and makes that little pay big. 


Three little cans 
All in a row, 

You'll be surprised 

How fast they go! 


It’s yours for the asking— 
so are other new-idea display 
helps that sing out and sell! 
Write today to Schalk Chem- 
ical Co., 357 E. Second St., 
Los Angeles. Eastern Branch: 
3932 S. Lincoln St., Chicago. 
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This dealer sold 
3500 gallons of WALLHIDE 


The “Vitolized Oil” Wall Paint 


in 29 winter weeks 
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OILS PAINTS VARNISHES. PAINTERS’ SUPPLIES 


NEVIUS PAINTS, Nc. 
10 WARBURTON AVE. Bring 


results like this 
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into your 


march 19, 1932 


store! 


The Pittsburgh Plate Glass C0. 


ut. Vernon, N.Y. 
Attn. Mr. J- fl. Louv 





Gentlemen: 





Qur success with your Wallhide products has been So 
remarkable and satisfactory poth from ours and our customer's 
viewpoint that we feel your company &S manufacturers of these 
products certainly merit at least & word or two of appreciation. 


SME ele 


In all our experience and that covers 4 period of over 
forty-five years, we have never before offered for sale & product 
that has been received so enthusiastically as Wallhide and the 
Wallhide Products absolutely fulfill every 
and a goodly part of our own enthusiasm has 


come from our customers success in proving your claims. 


Qur sales volume on these items has peen steadily increas— 

ing and as you will know from your records, beginning with last 

September up to this writing, ¥e have purchased from you over 3500 

gallons of Wallhide. A 

we are in 4 field of intense competition 

1 the leading brands of paint, but by of- 

tinctly different product, something S° 

y remarkable, § as to be in 4 class by itself, 

if that a trial convinces even thi tical, we have been able 

2 to maintain Wallhide on & quality basis, entirely removed from the 
price competition of other interior well finishes. 

ciation of the co- 

the sale and dis- 


As you know, 
here with practicelly al 





Also may we add our very sincere appre 
operation we have received from your company in 
tribution of these products. 




















we 
e 
| With best wishes for your continued success, We are 
| Sincerely yours, ¢-------- 
eee einige ‘ 
: : I 3H Pirate Grass C 
' NEVIUS BAGNTS IN 1 PITTSBURGH P Gtass Co., : 
: ; Les and Varnish Division, 
raat i cade. pA ve Milwaukee, Wisconsin. ' 
; Jentlemen: Without obligati ; ‘ 
: complete details and plac tt ne 
Wallhide, the Vitolized Oil Wall Paint. a 
MAIL COUPON fies ns tj ; NGI0E saccsseserencssnsesescssersososesacscssescesesancsssoescarscneeesanses 
ation which MA nasi ioscan 
TELLS YOU HOW eR GBF isc snsasactmvnneessone State 
eveesel ¢ Sunudadeeciséosunuaaceeentaes i 
ee gnencoenenenenasen enn eee nanan 
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(SREATER PROTECTION and MORE 
INFORMATION ¢han I ever thought possible 
at so LOW a price” 


It is only natural that hardware dealers should 


be enthusiastic about the information Burroughs 
Cash Machine furnishes . . . the protection 
it provides ... and the saving it represents. 


For here is a fast, compact, low-priced cash 
registering machine that gives a complete pic- 
ture of each day’s business. It safeguards every 


B U ~ R {> U | H ° transaction ... takes up little store or counter 


space... enables clerks to serve customers with 


CASH MACHINES exceptional speed and efficiency .. . and adds 


PRICED AS LOW AS 
$135 


to the modern appearance of the store. 


If you would like to see a Burroughs Cash 
Machine that meets your own individual 
requirements ... to have it demonstrated on 
A Burroughs Cash Machine designed especially your own work, in your own store... telephone 


or LL eee ae tee ae en ee : 
for bandwere the local Burroughs office or mail the coupon. 
Provides maximum protection of all cash. 


Records all cash and charge sales; paid-outs; money 

received on account, and similar information, on a per- 

manent, detailed, locked-in tape accessible only to the 

oneee. Z P y Burroughs Adding Machine Company, 6575 Second Boulevard, Detroit, Michigan. 
“ : Please send me special illustrated literature describing Burroughs Cash Machine. 

Designates each transaction by clerk or by department. 

Accumulates locked-in sales totals. 


Handles all figure work around the store, as it can be 
used at any time as a fast, practical adding machine. 











Name 


Address 
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ITS BOLTS % 


Because of the severe service encountered 
by every type of farm implement, agricul- 
ture years ago demanded a better bolt—a 
stronger, tougher bolt for use in plows, in 
harrows, in cultivators. 

Upson met this demand with a special 
steel, higher in carbon, heat treated to com- 
bine toughness with high tensile strength. 
Upson bolts, so treated, have stood the test 


of time so well that it has not been necessary 


Bolts and nuts in all standard and special 
shapes, sizes, alloys and finishes. Standard and 
special rivets of all kinds. Wire rope clips. Turn- 
buckles. Belt fasteners. Automotive and railroad 
special items. Headed and threaded products 
Sor every use. Your specialties are our specialty. 


1932 








to resort to the use of any of the special 
alloy steels now widely used in many in- 
dustries. 

Because there are years of experience 
back of every Upson Plow Bolt—there are 
years of service in every bolt. When users 
demand the most for their money, play safe 
and sell Upson. Even the name is a selling 
asset. It means longer life and lower plow- 


sing, harrowing and cultivating costs. 


N UT Ot ¥-E:3°4- ON 


u PS ON 


REPUBLIC STEEL 


CORPORATION 


CLEVELAND, OHIO 


RS 
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Four years ago this clapboard surface was painted with Dutch Boy White- 
Lead. Notice the excellent condition of the paint which still completely 
protects the surface. No cracking. No scaling. No burning and scraping 
required here at repaint time. What other paint will give such service? 


This 4-year test proves 


that Dutch Boy stands up! 


@ Notice the excellent condition of the paint in the 
photograph shown above. This clapboard surface was 
painted with Dutch Boy White-Lead four years ago. 
Observe that although the paint shows expected signs 
of weathering, there is no evidence of cracking...no 
evidence of scaling. The film, still in excellent condi- 
tion, completely protects the surface. Here’s proof... 
irrefutable...that paint made with Dutch Boy stands up! 

This four-year-old paint job is typical of Dutch Boy’s 
performance. Generations of property owners and ’ 
painters have known that Dutch Boy wears and wears... 
affords long-time protection. Their experience tells 
them that Dutch Boy does not crack or scale... that 
it wears down smoothly by gradual chalking and 
leaves a good surface for repainting...that a Dutch Boy - 
job doesn’t require expensive burning and scraping. 

If you’ve ever wondered why property owners prefer 
pure white-lead paint or why 8 out of 10 painters use 
Dutch Boy—you get your answer in this typical 
four-year record. 

Dutch Boy is sold in both heavy and soft paste 
forms. 12%, 25, 50 Ib. pails and 100 Ib. kegs. 


NATIONAL LEAD COMPANY 


100408 ws 111 Broadway, New York; 116 Oak St., Buffalo; 900 W. 18th 

CARTER St., Chicago; 659 Freeman Ave., Cincinnati; 820 West Superior 

The Carter brand of pure white-lead is also sold by Sor i Ave., Cleveland; 722 Chestnut St., St. Louis; 2240 24th St., 
National Lead Company. Whether your customers pur- WHITE LEAD San Francisco; National-Boston Lead Co., 800 Albany St.., 
chase Carter or Dutch Boy White-Lead, they are as- WiETLy pur Boston; National Lead & Oil Co. of Pa., 316 4th Ave., Pitts- 
sured of obtaining white-lead of the highest quality. burgh; John T. Lewis & Bros. Co., Widener Bldg., Philadelphia. 
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No. OH 301—22 x 11, 
orange color. Retail 
prices, 10¢ to $1.00. 


Put these 
Sales Stimulators 


to work in your store j 


COHERE are two reasons why these new Yale 
selling devices are particularly effective as sales 


and profit stimulators— 





—first, because their colorful 
attractiveness and eye-compelling 
character focus attention on these 


Yale locks. 


—second, because they render your 














customers a genuine service by 
facilitating the selection of the 


proper type of lock. 

























Brighten up your store and speed up your 


sales by using these splendid new display 





boards. In the sizes and types of the pad- 








locks and auxiliary locks which they 


contain, they enable you to meet many re- 








quirements and cover a wide range of prices. 





And they are among the most effective mer- 


Te / 
chandising helps we have ever developed., 





No. OG 62—30x 8, orange color. Retail 
prices, 60¢ to $3.00. Also No. OG 61, 
containing Nos. 197, 10, 44, 042, 36 and 
26. Retail prices, 50¢ to $5.50. 




















No. OG 71—18 x 6%, orange color. 





No. OG 62 Retail prices, 60¢ to $1.50. 


ea, 


Write for details, quotations, etc. — 


THE YALE & TOWNE MFG. CO. pose 
STAMFORD, CONN., U.S.A. 
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YOUR CUSTOMER KNOWS 
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“In Tune 


with the | PMNS” 


GAID a nationally prom- 
inent sales executive 
when he learned that Hardware 
Age, beginning with the May 12th 
issue, would become a fortnightly. 
Similar expressions from all .parts 
of the country confirm the wisdom 
of this latest step in keeping Hard- 
ware Age on a plane where it can 
render maximum service to the 
readers who pay for it, and the 
manufacturers who find its readers 
their key customers and prospects. 


Fortnightly issue will make possible 
a larger, more interesting and more 
valuable publication. Advertisers, 
too, praise the change. Continuity 
and repetition, issue after issue with 
increased attention value is now 
possible with twenty-six time sched- 
ules—a welcome economy in these 
days when every cent must count. 


Watch Hardware Age! In good 
times or bad you will find it the 
leader in news, editorial content 
(the kind major retailers want 
enough to pay for), and as an 
advertising medium. 











Hardware Age is in tune with the times 








HARDWARE AGE 


UNITED BUSINESS PUBLISHERS, Inc. 239 W. 39th Street, New York City 


Publishers of 
JEWELRY AND OPTICAL AUTOMOTIVE 


METAL TRADES TEXTILE 
The Iron Age Dry Goods Economist The Jewelers’ Circular A = Fees 

Economist Buyers Directory The Optical Journal se iat ances 
HARDWARE TRADE Nugents’ Directory The Jewelers’ Circular Buyers’ Automobile Trade Journal 
Hardware Age Chicago Where-to-Buy Book Directory Motor World Wholesale 
Hard Hart Retail Publications 

ardware Age Catalog : Economist Retail Services TOYS The Commercial Car Journal 
Hardware Age Verified List INSURANCE Toy World Automotive Industrial Red Book 
SHOES The Spectator WAREHOUSING Chilton Automotive Multi-Guide 
Boot and Shoe Recorder Spectator Insurance Books Distribution and Warehousing Chilton Aero Directory and Catalog 
$7 
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No. 401—Extra High Grade; straight back, ship point pat- 
No. 15 Featherweight Trowel—SILVER STEEL tern. Also made in regular pattern, SILVER STEEL 
Blade, Taper Ground, 23 x 25 gauge, smooth taper ground, mirror polish, rosewood handle of Perfection 
polish. Aluminum mounting makes it light, pattern which prevents wrist strain. For skew back saws, 
easy to handle; yet sturdy. Curved sanded this quality, order No. 400. The elite of all saws. 
handle fits working position of hand prevent- 
ing strain. For straight handle order No. 16. 





No. 65—High Quality Saw; straight back, also made 
regular pattern, taper ground SILVER STEEL Blade, 
exclusive Damaskeen polish, applewood handle of Perfec- 
tion pattern style. For skew back saws, this quality, 
order No. 53. Thousands of carpenters prefer these saws. 


No. 10—Hard fibre rubber handle, pistol grip, 
hung low, directing force of stroke on cutting 
edge of blade. Heavy nickeled frame adjust- 
able for 8 to 12 inch blades. No finer com- 
bination than the No. 10 Frame and Atkins 
SILVER STEEL Blue End Blades. 





No. 3 Nest—SILVER STEEL Nail Blade, Com- 

pass Blade and Keyhole Blade, filed and set 

ready for use. Nicely finished handle permits 3 

angle blade adjustments. Every carpenter 
Id have one. 


SAWS — TROWELS — FILES — SAW TOOLS 


No. 59—The Original Medium-Priced, High-Grade Saw. 
Sheffield quality steel, narrow point pattern, skew back, 


beautifully polished and etched. 


Beech handle, with easy 
grip. An all around good saw. 3 











THERE’S A BIG PLACE IN BUSINESS 
FOR QUALITY PRODUCTS 


Into the life of every hardware man, sooner 
or later, comes the temptation to throw all 
policy to the “four winds” and cut the qual- 
ity of the goods he buys to meet competition. 
Those who can’t resist the subtle lure and 
fall, fail to recognize the grim reaper of 
business. 


Quality products, backed by National adver- 
tising, is a guarantee as it stands. The con- 
sumer knows that after years of constant 
publicity by the manufacturer that the prod- 
uct must be good. Atkins products have 
been known the world over for 75 years as 


the “FINEST ON EARTH.” 


Atkins SILVER STEEL Saws are also 
backed by the money-back guarantee if they 
fail to give perfect satisfaction. Install a 
full line of Atkins products and secure your 
share of the profits—without any need of 
cutting quality or price to meet competition. 
The above illustrates a few of the leading 
Atkins SILVER STEEL Saws and Tools that 
are helping leading hardware merchants 
everywhere to realize a good profit and re- 
peat business. 


Remember—dquality products stand first 
chance of being sold above cheap goods. 


Demand Atkins SILVER STEEL Saws from your jobber, accept no substi- 
tutes. If you cannot get the Atkins products which you want, write direct 
to us and we will see that you are supplied promptly. 


£ 2 ATKINS AND ComPANyY 


402 So. Illinois Street hae a 
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aint is 25 per cent 


of Traylor’s Sales 


= ALK with us_ about 
paint.” C. A. Traylor & 


Co., Longmont, Colo., ex- 
tend this invitation on a large 
sign, white letters against black, 
on the highway south of the city. 
Longmont people accept the in- 
vitation, judging from the fact 
that 25 per cent of store sales are 
paint. And 1931 paint sales 
were equal to those of 1930, in 
spite of a general drop in local 
business. 
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Elmer Traylor is the paint ex- 
pert. Fully two-thirds of the 
paint sales are made by him. 
When a customer begins, “What 
do you think I ought to do?” 
Elmer is immediately called into 
conference. 

He is the member of the or- 
ganization who, receiving a ship- 
ment of a new item, immediately 
gets busy with a brush and tries 
it out. He figures to be ready 
to answer just about any ques- 


















The Traylor windows and its paint de- 
partment, Longmont, Colo. 


tion or problem when put to him. 

Paint service explains the 
flourishing paint department of 
this store. 


Expert Aid for the Home Painter 


A handful of recent sales il- 
lustrate the principle. Suppose 
we start with the young man who 
came in to buy paint for a ce- 
ment floor. He knew what he 
wanted—“the cheapest paint I 
can get.” Mr. Traylor ex- 
plained to him that such paint 
would be a total failure on ce- 
ment. The customer walked 
away with floor enamel. 

Another customer came in to 
buy shingle stain. “An ordinary 
shingle stain won’t be satisfac- 
tory to you,” Mr. Traylor ex- 
plained. “Creosote stain is O. 
K. in other climates, but not in 
Colorado, where there is so little 
moisture and so much sunshine. 
The stain quickly fades in our 
climate and the shingles curl. 

“Now an oil stain is what you 
should use. Mix one gallon of 
rich-brown house paint and two 
gallons of oil, and you'll get 
complete satisfaction.” 

A housewife telephoned. She 
had some furniture she was 
painting, and she had two colors 
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to match. One was the green on 


the legs of her electric range. 
The other was the red of certain 
chairs. 

Mr. Traylor drove out to the 
home, and spent an hour match- 
ing colors. Longmont had 
learned that at the Traylor store 
expert service in matching colors 
can be obtained. On the single 
order, the time required may be 
so great that profit is little or 
nothing. As a service which 
builds paint patronage, color- 
matching is very much worth- 
while. 

“T want to do something about 
our kitchen. It was varnished 
twenty years ago when the house 
was first built, and has been var- 
nished half a dozen times since; 
the woodwork is scarred and dis- 
colored. What do you advise?” 

Quickly, Mr. Traylor told the 
woman that she could use a flat 
coat and enamel or semi-gloss, 
washable, without an undercoat. 

Service goes beyond advice on 
diverse problems. When the 
correspondent called, there was 
a bulk window display of house 
paint, offered at a notable price 
reduction. This represented 
line which the store was clear- 
ing. It found that it was not the 
kind of merchandise which, 
use, would build good-will. 

As each can was sold, steps 
were taken to prevent any pos- 
sible dissatisfaction. “We want 
you to know all the facts about 


.this,” the customer was told. 


“You are getting this at a big 
bargain, an excellent value; but 
we want you to know all about 
the paint. It will stand up— 
you need not worry about that. 
However, it will not spread as 
well, nor will it hide as well, as 
some other paints we handle.” 
Some Use of Price Appeal 
The Traylor store believes 
thoroughly in quality paint, and 
features a nationally known and 
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quality line. The customer’s 
satisfaction is of first impor- 
tance, and quality products as- 
sure it, when sold with trained 
advice. During the past two 
years, the public demand for 
price has been met in some de- 
gree with the addition of a num- 
ber of items in large demand ob- 
tainable on the right basis to 
permit price appeal. 

The store, for example, offers 


a 50-cent kalsomine. This com- 
petes with mail order offerings 
and holds sales which otherwise 
would be lost. Lower by fifteen 
cents than most kalsomines sold 
in the country, it is bought on a 
basis to yield an excellent profit. 
A number of other similar price- 
appeal items could be mentioned. 
all with the same story. 

While home-owners contribute 


(Continued on page 84) 
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HARDWARE CHAIN STORES 

















"CUT YOURSELF 
APIECE OF CAKE’ 





ARLISLE HARDWARE 
CO., Springfield, Mass., 
writes: “We thought you 
might be interested to 
know we are using your 
suggestions to good ad- 
vantage. This certain win- 
dow did sell quite a bit of 
cutlery. This display will 
take in a whole chain and 
there are more in_ the 

works.” 

C. S. Donoghue, 

Display Mer. 
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AYMOND N. GREGG, 
builds goodwill and creates 


sales for the firm of Gregg 
Bros., Inc., hardware dealers, 
Port Richmond, Staten Island, 
N. Y., through his model yacht 
building and _ racing hobby. 
With the cooperation of the 
Staten Island Model Yacht Club, 
of which Mr. Gregg and Mason 
Merseles, of the store’s staff, are 
members, the window display 
shown in this page was exhibited 
for two weeks. One hundred and 
fifty men and boys, during the 
first four days, bought plans for 
making models. Most of them 
also bought tools, paint, lawn 
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and garden supplies and house- 


furnishings. 


The display 


Gregg Cup, a 
silver trophy, 
for annual 
award to the 
club member, 
with an 800 
sail area class 
model, win- 
ning the 
greatest num- 
ber of points 
during the 
season (the 
boats shall be 
50 inches long 


featured the 


A Gregg Bros. yacht display. 


Model Yachts Help Gregg’s Tool Sales 


on deck, no more, no less and 


can carry a maximum of‘ 800 


A Staten Island model yacht race. 





square inches of sail area). A 


placard in the 
window an- 
nounced _ the 
terms. There 
were also 
several com- 
pleted models, 
boats in proc- 
ess of con- 
struction, 
plans fur- 
nished by a 
tool manufac- 
turer, tools, 
(Con. on page 84) 
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‘Tomorrow's hardenee Men 


by J. A. WARREN 
Associate Editor, Hardware Age 


who are beginning their careers in the hard- 

ware business will be owners of establish- 
ments of greater or less importance in the indus- 
try. Whether they will be successful or not will 
depend largely upon the men who are hiring 
them today. The hardware industry will be in 
a strong position or a precarious one, a dozen 
or so years hence, according to the caliber of 
the men engaged in it. 

Among the recruits will be those of good 
home background, schooling and a constructive 
outlook. These boys will have been convinced 
before they start to work that the hardware busi- 
ness is one of just as much promise and impor- 
tance to the community as the professions of the 
doctor, dentist, lawyer or druggist. All things 
equal, these 
young men will 
outstrip, in the 
years to come, 
those who have 
been denied or 
who have __ig- 
nored the re- 
quirements. 

As the wise 
physician goes 
straight to the 
cause of the ill- 
ness, so does the 
wise employer. 
The surest way 
to build a keen- 
ly alert, re- 
sourceful hard- 
ware trade, ca- 
pable of mer- 
chandising on a 


ik a surprisingly short span of years, boys 
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wider, more profitable scale, is to constantly im- 
prove the type of merchant engaged therein. 
Since it is but a short time until today’s boys will 
be men, let us begin with them. Too many boys 
have been hired more for their ability to juggle 
cases of goods than for their potential worth as 
salesmen and merchants. 

Keen minds, honest thinking should be sought 
in the boys coming to the trade. When found 
they should be encouraged and directed: in the 
proper channels. Point out the advantages of 
intelligent and constructive thinking habits. 
Teach them to think for themselves—make self 
starters of them. Above all point out to them 
that constantly changing conditions of business 
everywhere make it impossible to know all there 
is to know about the hardware business. 

Outside 
forces are mak- 
ing it necessary 
to have the best 
available __mer- 
chandising abil- 
ity in the hard- 
ware trade. The 
future demands 
the best we can 
give it. Let us 
begin now to 
build a bulwark 
of brains against 
the inroads of 
other retail out- 
lets. 

Look to the 
boys of today 
for the hard- 
ware men of to- 
morrow! 


i= 
JA. WARREN 
>. = 





Things Worth Knowing 


about 


Glass 


by CORNELIUS DE WITT 


ANY dealers stock win- 

dow glass in their base- 

ments, which, in many 
instances, are damp during the 
rainy seasons. If possible, al- 
ways store glass in a dry loca- 
tion. If the glass must be stored 
in the basement, and is kept in 
its original boxes, remove all 
straw and leave paper between 
the lights. Then place several 
2x4’s under the glass boxes to 
prevent them from absorbing the 
moisture from the floor. If 
straw is not removed, it will ab- 
sorb dampness and stain the 
glass. Straw is also a fire hazard, 
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View at left (No. 1) ill 
trates the approved 
View No. 2, below, shows 


correct position of the hands ; 


making break after cut has b 
completed. 








in addition to afford- 
ing nesting places 
for mice and accumulating dirt. 

If a Lufkin cutting board is 
used, be sure that the glass is al- 
ways flush with the edge of the 























Figure A 


A Required Circle 
B Circle Removed 
C Scrap for Scraper 
D Cash Hole 


O 


Dritted Holes 


ts 


Figure B 


table. Often boards of 
this type have worn 
spots caused by mis- 
placing of the lights, 
or caused by the cutter 
wheel bearing on the 
surface of the table, 
resulting in deep grooves. In 
such cases, the needed repairs 
can be made with plastic wood 
or a similar product. The wood- 
en leveling measure on the left 
of the Lufkin table is also fre- 
quently worn away a fraction of 
an inch from lights continually 
being placed against it before 
cutting to size. This wear can 
be prevented by lining the wood- 
en level with a strip of zinc which 
is quite soft, and therefore better 
for glasswork than harder metal. 
If zinc is not available, use gal- 
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vanized iron or tin. The straight 
edges or rules are also sometimes 
scraped or worn by the sharp 
edged shoulders near the wheel 
of the cutter. This can be cor- 
rected by rounding these shoul- 
ders or edges on the cutter with 
a file. Regardless of what type 
cutting board is used, the surface 
should be perfectly flat. Other- 
wise, it will cause the glass to 
run or break irregularly. It is 
also imperative that the glass 
should be absolutely clean. 


Correct Cutting Method 
The single wheel steel cutter 


should be held between the thumb 
and forefinger with the hilt (or 
end opposite the wheel) between 
the index finger knuckle and 
middle finger knuckle for a five- 
finger-five-knuckle support. In 
cutting ordinary window, plate 
or building glass, the lighter and 
finer the cut the better the break 
and the longer the life of the cut- 
ter. The approved “hold” is 
shown by illustration No. 1. 


Breaking After Cut 


Break immediately after cut- 
ting to prevent the cut from get- 
ting “cold.” When breaking 
window’ glass, break with 
knuckles together, under, and 
thumbs on top of glass, with left 
hand on the left of the finish of 
the cut and right hand on the 
right side of the cut, and hands 
held close together. Break with 
a snap-up and away! Correct 
positions of the hands when mak- 
ing break are shown by illustra- 
tion No. 2. In breaking narrow 
widths of one-quarter inch or less 
of window glass, use the small 
jaw near the wheel. Always 
place 16-ounce picture glass in 
the smallest ‘“chewer,” and 
double strength in the larger 
“chewer.” Do not attempt to 
throw off edges by twisting cutter 
upside down slowly, as this gen- 
erally results in breaking off 
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small pieces at a time, and not 
the entire strip. Instead, the 
moment you have completed a 
small cut, turn the wrist holding 
the cutter in the same manner as 
you cut the glass, placing the 
“groove-chewer” on the end of 
the glass nearer yourself, and 
throw it off with a quick twist of 
the wrist to the side, making the 
“chewer”’ catch the glass firmly, 
similar to applying a pipe wrench 
to a pipe. 
Care of Cutting Tools 


Steel wheels should always be 
dipped in kerosene oil before 
cutting for best results. Do not 
use turpentine as a lubricant, as 
it contains rosin which gums or 
sticks and slows the wheel, cre- 
ating a skip. When using kero- 
sene, use a 
clean, 1/32- 
gallon paint 
can, with a rag 










more skilled than others. 


in the bottom as a pad for the 
wheel to land on softly. Use one 
ounce of kerosene in the can, 
which is just enough to cover the 
wheel. 

If a diamond cutter is used, it 
should be used by only one per- 
son and should not be used in 
freehand cutting. 


Cutting Circles 


To cut circles free hand, first 
draw a pattern on a piece of 
paper taken from between the 
lights in the rack, placing pattern 
on the corner of the table. Then 
place the glass on top of the pat- 
tern and walk completely around 
the corner of the table, thereby 
making the cut in one single 
operation. To remove the circle, 
cut two half tangents from circle, 
one on the left of the circle, and 
the other on the right. Break 
these tangents till the cuts meet. 
then remove the circle. Often a 
cash hole can be performed at 
the same time, thus eliminating 

(Continued on page 86) 





The author gleaned the. pointers in this 
article from more than five thousand dealers 


| ae visits to the stores of more than five thousand 


glass dealers, many of whom are hardwate merchants, 

the author of this article gathered the information 
presented. While it is conceded that all glass dealers 
know how to cut that material, it is also true that some are 
In the following paragraphs 
the correct cutting methods are illustrated and described 
in detail, the care of the glass stock cutting board and 
tools are explained, and the glass cutting “tricks-of-the 
trade” as used by expert glaziers are revealed. 
hardware man who is called upon to work with glass will 
find worthwhile information here. 
cutting, it is full of valuable knowledge. 


Every 


For beginners in glass 














In Topeka, Kan., 
they 


Swat the 
Fly-by- 
Night 


$500 fee dis- 
courages “here- 
today - gone - to- 
morrow’ stores 


By J. M. WITTEN 
Associate Editor Hardware Age 


SOLUTION to the trouble- 
A some problem offered by 
fly-by-night merchants 
has been found in an ordinance 
recently adopted in Topeka, Kan. 
Itinerant merchants, who come 
to a town or city, rent a store, 
put in a stock and carry on a 
short but sensational selling cam- 
paign, and then leave without 
contributing, by the payment of 
taxes, to the upkeep of the com- 
munity, are assessed $500. 
Many legitimate hardware 
stores who have suffered from 
competition of the type described 
will be glad to know that a way 
has at last been found to remedy 
the situation. Sometimes the 
stores operated by itinerant mer- 
chants feature some of the larger 
specialties which are now part 
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and parcel of almost every hard- 
ware store. Often, at the Christ- 
mas season, such stores special- 
ize in toys or other holiday mer- 
chandise. Frequently the stores 
are opened under the guise of 
disposing of purported “auction” 
stocks brought from another city 
or location. 

In any case, they tap the life 
stream of legitimate business 
enterprises. As a rule, such 
merchants rent an empty store 
building for an abnormally low 
figure on a temporary basis, and 
since they do not pay taxes, or 
contribute to the welfare of the 
community in any material fash- 
ion, their expenses are practical- 
ly nil. This permits the cut 
prices which are usually fea- 
tured and which has a demoral- 
izing effect on local trade as long 
as the temporary store remains. 

The Topeka ordinance stipu- 
lates that newcomers who have 


a 
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not lived in that city for at least 
a year before entering business, 
and who are opening a business 
establishment in the city, must 
pay a $500 license fee. After 
being in business a year, the en- 
tire fee is refunded to the mer- 
chant, but if he discontinues 
business before the expiration of 
a year the $500 license fee is 
retained by the city. 

As a guide to hardware mer- 
chants in other cities, the exact 
text of the Topeka ordinance 
No. 6187, is as follows: 

“AN ORDINANCE relating 
to and providing for the levy and 
collection of a license tax upon 
itinerant merchants in the City 
of Topeka, prescribing penal- 
ties for the violation of the same; 
repealing Ordinance No. 6185. 


approved November 6, 1931, 
and all other ordinances and 
parts of ordinances in conflict 
herewith. 

“Section 1. That it shall be 
unlawful for any itinerant mer- 
chant to conduct, pursue, carry 
on, or operate a retail mercan- 
tile business in the City of To- 
peka without first paying to the 
license collector of said city the 
license tax hereinafter pre- 
scribed and procuring a license 
from the City Clerk of said city. 

“Section 2. Itinerant Mer- 
chant Defined. The term ‘Itiner- 
ant Merchant’ as used herein, 
shall be construed to mean any 
person or persons, firm or corpo- 
ration engaged in selling any 
commodity whatsoever from a 
room or store building within the 
corporate limits of the City of 
Topeka, who maintains a stock 
of merchandise therein, but who 
does not conduct said business 
for a period of more than one 
year: Provided, however, that any 
person, firm or _ corporation 
which shall have maintained a 
residence or conducted, pursued, 
carried on or operated a similar 
mercantile business or purchased 
a mercantile business which has 
been so conducted, pursued, car- 
ried on or operated in Topeka 
for 365 days immediately pre- 
ceding the opening of said busi- 
ness, shall not be construed to be 
an itinerant merchant within the 
meaning of this ordinance. 

“Section 3. The license tax 
hereby levied under this ordi- 
nance shall be Five Hundred 
Dollars, ($500.00). 

“Section 4. The City Treas- 
urer shall, upon receipt of pay- 
ment of said amount for the li- 
cense, set aside said amount in 
an account to be known as ‘Un- 
distributed Licenses’ and hold 
the same in trust for one year 
from date of receipt, whereupon, 
if said merchant shall still be 
(Continued on page 88) 
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Just Among Ourselves 


by CHARLES J. HEALE 
Managing Editor, Hardware Age 


APT. FRANK  MAR- 
C SHALL is Southern Rail- 

way’s conductor on the 
Crescent Limited. Met him for 
the third time on the way to the 
southern convention. He’s great. 
Has carried presidents, gover- 
nors and mayors for nearly 
forty years. Knows them too. 
Tells a great bunch of stories 
and tells them well. Many of 
them actually happened, so he 
says. There were eight of us 
hardware men in the party. We 
hated to let him leave the club 
car. His enthusiasm for his 
own railroad, his unending rea- 
sons why it should be traveled, 
make one think there isn’t any 
other transportation available 
anywhere. That’s salesmanship, 
and yet it’s doubtful if a stock- 
holders’ meeting ever realizes 
how much selling Capt. Frank 
really does for the company. So 
it goes. Maybe you have a vet- 
eran in your employ who just 
loves everything you do or ever 
did. If so, you are lucky, be- 
cause he is the kind of a sales- 
man whose efforts penetrate 
much further than the eye can 
see or the ear can hear. I’ve 
seen such fellows in retail stores, 
with wholesale houses and fac- 
tories and I don’t think they are 
appreciated. In fact I know 
they are not. Let’s find out. 


— 


Hardware men in the East, 
know that I handle each Febru- 
ary, a special car of delegates 
on the Lehigh Valley to the Ro- 
chester (N. Y.) convention. 
Now, the Lehigh hasn’t the trains 
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nor the service offered by the 
New York Central. But some 
years ago Cy Kaemmerlain of 
Lehigh was salesman enough to 
come after the business, and he 
has it. The Hardware Boosters 
(all salesmen) make up the bulk 
of this party. They quickly 
warmed up to the idea of a sales- 
man looking for business, in- 
stead of making analysis about 
why it isn’t or couldn’t. Cy has 
our business, yet he never as- 
sumes that he has. Instead he 
comes just as hot after it each 
year as though he never had it. 
He’ll keep on getting it. That’s 
selling, 99 per cent hard work 
and | per cent—breaks, style, etc. 


a 


Louis Gonzales is the same 
kind of a fellow. As assistant 
manager of the Monteleone Ho- 
tel, New Orleans, he came to the 
Edgewater convention looking 
for business. He saw every man, 
woman and child there and 
pulled in about 80 per cent of 
those who were going to New 
Orleans. Met us at the station 
with his personal car. Had all 
reservations made. Spent his 
“afternoon off,” taking me to 
hardware stores and on Satur- 
day made up a baseball game 
party. It would take a week to 
tell all the things he did for us 
hardware men. And what a 
style he has for doing things for 
people—all that you have heard 
about southern hospitality plus 
a latin background. It’s a fine 
combination, a fine hotel and 
Louis is a real salesman. When 
you go to New Orleans go to the 





Monteleone and ask for Louis. 
You'll never regret it. 
—— 

Talked for some time with 
Rube Marquard, for 19 years 
the pitching ace of the N. Y. 
Giants. Now he’s doing just the 
same kind of a fine job for the 
Atlanta, Ga., team. In his very 
early forties, Rube looks fit. He 
loves baseball, yet considers it a 
business. Told me how he kept 
good hours, ate and drank 
thoughtfully and just generally 
tried to give “his public” a run 
for their money. That’s the 
spirit that keeps this man a fac- 
tor.in the sport, where he has 
such skill and success, and at a 
profit. A sense of obligation to 
those who pay the way is another 
important adjunct for salesmen 
whether it be in a retail store or 
in some other part of the hard- 
ware industry. The public pays 
and expects to. Let’s do like 
Rube did—keep on getting them 
to pay, but on an equitable basis. 


Well, you ask, what has this 
all got to do with selling more 
hardware at a profit. Every- 
thing—because hard work, cour- 
teous treatment, giving full 
values, looking for business, go- 
ing out and getting the business, 
having ideas and a sense of ob- 
ligation to those who buy will al- 
ways bring profitable success 
whether it’s hardware, hotels, 
railroads, or baseball. 


" 















A freshly sanded 
area on the store 
floor is a powerful 
attention getter. 
s, polishes, 
and mops, all bene- 
fit. (Store of E. O. 
Winegar, Buffalo, 
N. Y.) 


Profit in the Refinishing of Old 


Renting Floor Sanding 
Machines Opens Way 
for Extra Profits 


ITHIN 
recent 
months 


many hardware 

merchants through renting floor 
sanding machines to home own- 
ers, contractors and _ painters, 
have developed a new and pro- 
ductive source of additional re- 
venue. While hardware dealers 
have added to their profits in the 
past by renting such articles as 
electric floor waxing machines, 
wire stretchers, lawn rollers, 
pump jacks, firearms and fer- 
tilizer spreaders, the rental fees, 
being nominal, have not usually 
aggregated any large sum. As 
the daily rental charge for a 
modern floor sanding machine 
averages $5, there is an excel- 
lent opportunity for a substan- 
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tial income from this source. 
Dealers in both ‘small and large 
cities have not found it difficult 
to build up a very profitable 
sander rental business. 

In recent years, flooring ma- 
terial manufacturers and allied 
interests have made the Ameri- 
can housewife appreciate better 
floors. She is no longer content 
with an uneven, scratched and 
marred floor. Only a beautiful, 
properly finished floor now meets 
with her approval. Home mod- 
ernization and remodeling oper- 
ations have lent further impetus 
to the trend toward better finished 
floors. It is also evident. that 





I loors 


many men, now employed on a 
part-time basis, are spending 
their spare time making home 
improvements. All of these 
things combine to create the need 
for floor sanders and to explain 
the widespread public interest in 
them. 

The actual experiences of 
hardware dealers in _ renting 
sanders, as shown by reports 
HarpwaRE AGE has received 
from 42 stores, indicate that the 
plan has proven unusually suc- 
cessful. Almost without excep- 
tion, dealers reported themselves 
as well pleased with sander ren- 
tal results and profits. Only six 
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had encountered mechanical 
trouble, and in these few in- 
stances, repairs were easily and 
quickly made; 36 of the 42 deal- 
ers had experienced no mechan- 
ical trouble whatever. Some re- 
ports indicated that the sanders 
now being introduced for rental 
use are giving better service and 
require less attention than was 
the case with earlier types. 


Some Profit Examples 


P. C. Kerns Sons, Buffalo, 
N. Y., have had a rental sander 
for a year, and it has been rented 
100 days of that period. The 
Geo. H. Gleber & Son Hardware 
Co., also of Buffalo, have had 
several sanders for rent for the 
past three years and during that 
time they have been rented for a 
total of 300 days. In Middle 
Village, L. I., N. Y., the Sam I. 
Grodinick Hardware 
Co. have had a rental 
sander available for 
15 months and it has 
been rented on an av- 
erage of four days out 
of every week. The 
Pawtucket Paint & 
Hardware Co., Provi- 
dence, R. I., have had a 
sander for 814 months 
and it has been rented 
for 56 days of that pe- 
riod. The Carlisle Hardware Co., 
which operates several hardware 
stores in Springfield, Mass., have 
had five sanders for rent for the 
past two years. During the last 
18 months accurate records were 
maintained of rentals and these 
show a total of 500 transactions. 
As an example of rental revenue 
in a smaller city, the B. Ebling 
Co., Inc., Kenmore, N. Y., popu- 
lation 17,000, have had a rental 
sander for a year and it has been 
rented for 50 days during that 
period. In Flint, Mich., the Geo. 
W. Hubbard Hardware Co. have 


had their sander only a month, 
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but it has 
brought in $90 
in rental fees. 

The $5 per 
day rental fee i 
was found the 
most popular, 
as 31 of the 42 
dealers who 
were ques- 
tioned on that 
point charge 





Advertising the 
sander: Right, a 
section of a news- 
paper advertise- 
ment given to the 
machine. Below, 
an outdoor sign 
on E. O. Wine- 
gar’s store in 


Buffalo. 


rental charge, 





Restore Your Old Floors 
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It Costs So Little This New Way 


Why not renew your old floors? You'll save real money—and 
it is so easy, fast and economical, that you'll wonder why you hadn't 
done it sooner, The Dreadnaught Six, portable dustless sander we 
have for rent, weighs only 48 pounds—lIs entirely dustless in operation 
—Plugs into any light socket, and does the finest, fastest job of per- 
fect floor sanding you ever saw. If you want-to beautify your home 
and save money, let this machine do. the work for you for a small daily 


RENT ONE TODAY 
$50 All Day $3. a Day 





— 



































this sum. Some who charge $5 per 
single day make a rate of $4 per 
day for a period of several days. 
One merchant charges $7.50 per 
day and another $6. Others 
charge $5 per day for the first 
day and $3 per day thereafter; 
$5 per full day and $3 per half 
day; $5 per day to homeowners 
and $3 per day to painters, and 
some charge a straight 75c. per 
hour. One merchant charges $6 
per day, but if the renter pur- 
chases floor varnishes at the same 
time a lower $5 rate prevails. 
In addition to the profits de- 
rived from: sander rentals, there 


are additional profits 
in the sale of the re- 
quired sandpaper, and 
in the needed crack 
filler, shellac and var- 
nish that was necessary 
to complete the refin- 
ishing job. Most of 
the estimates as to the 
amount of such mate- 
rials sold in conjunc- 
_ tion with renting a 
sander range from $2.50 to $6, 
although some dealers declare 
the average sale involves even 
larger sums. 


Selecting the Sander 


Care should be exercised in 
selecting the sander best adapted 
to rental use. Sanders made by 
manufacturers who have had ex- 
tensive experience in making 
commercial sanding machines 
should be favored. The weight 
should be such that it is strong 
and sturdy, but not too heavy and 
cumbersome for the average 

(Continued on page 78) 
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E are at the bottom of a long 

drawn out major depression. 

This depression has many 
causes. It has-been world-wide in 
its effect. No doubt it is an after- 
math of the tremendous destruction 
of property by the World War. Another cause has been 
the unparalleled era of speculation and extravagance in this 
country up to the latter part of 1929. The minds of the 
people were led astray by theories that we were living in a 
new era and that the old principles such as the law of 
supply and demand, the necessity of a surplus in business 
and of economy in our personal affairs, were out of date. 
The new theory was that prosperity was to be continued 
by the unlimited spending of money. 

Reviewing past panics and depressions, my memory goes 
back to the year of 1890. The failure of Baring Brothers 
in London and the collapse of the “Argentine Bubble.” At 
that time we were fortunate in the fact that there was a 
failure in the European wheat crop that year. So instead 
of drawing our gold, as was usual in those days when we 
were a debtor nation, Europe drew our wheat, and left with 
us our gold and a large credit besides. This condition 
was a “shock absorber” for that panic. 

Then along came the panic of 1893. This panic was 
mixed up with the silver purchase act and the attempt to 
force this country on a silver basis instead of the world 
standard which was gold. However, the country voted for 
gold, and gradually we recovered from this panic. 

From 1890 to 1897 times were hard. During that period 
business was quiet and manufacturing profits were very 
thin. It must be remembered that when there is only suf- 
ficient working capital to do daily business there can be no 
expansion. Expansion of business comes from the accumu- 
lation of capital, and the natural way to accumulate capital 
in any business is from profits. Therefore, it follows if 
there are no profits, there is no accumulation of capital, 
and if there is no accumulation of capital, there can be no 
expansion or any new developments in the business. 

After the crack of 1896, 1897 was characterized by a 
return of prosperity. That was a period of consolidation 
of industries. In 1898, you will remember, we had the 
greatest consolidation up to that time, the formation of the 
United States Steel Corporation. 

In October, 1907, :we had the “rich man’s panic.” That 
was the bankers’ panic. You will remember that many 
banks in all parts of the country stopped issuing currency 
and we paid our bills with “John Doe” checks. However, 
we recovered from that panic quickly, and entered a period 
of prosperity which lasted until 1912. 

Between 1912 and 1914, just preceding the World War, 
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Watchman, What of the Night? 


Extracts from an address to the Dixie Convention at 
Memphis, Tenn., April 27, 1932, by Saunders Norvell 
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was a period of falling prices, dull business, unemploy- 
ment and general anxiety. 

The World War period with this country was divided 
into two parts. The first, up to and through 1915, was a 
pretty bad period. Then after that orders began to float 
into this country from Europe, and, in fact, from all parts 
of the world, not only for war supplies, but for all kinds 
of merchandise. This immediately started an advance in 
prices and a business boom in this country. We enjoyed 
the benefits of war prosperity. 

At the time of the Armistice business men were very 
uncertain what to do. However, what developed was the 
fact that the world had been depleted of goods while their 
workers were in the army. This depletion had to be made 
up. We had a large foreign trade. A shortage of goods 
developed, prices advanced and we had the boom of 1919. 
Merchants overbought, credits were over-extended, and the 
foreign demand fel] off as foreign countries started their 
own manufacturing. 

In the fall of 1920 started the panic of 1920 and 1921. 
This might be called the “inventory panic.” Business fell 
off and prices rapidly declined. Merchants were caught 
with heavy inventories, and there was general depreciation, 
financial failures, discharging of employees and all the 
other results of a slump in business. 

Following this period, great quantities of government 
owned goods, purchased in ridiculous quantities during 
the war, were dumped on the market. However, we gradu- 
ally recovered from these conditions, and then started the 
period of inflation, the dumping of foreign securities on 
the investors of this country, and the advance in stocks and 
bonds. 


Panic of 1929, 1930, 1931, 193 (7?) 


I would call this recent panic the bursting of the “New 
Era Bubble.” So here we are today, after more than two 
years of it, down in the depths suffering from our “new 
era” ideas. A curious development in the recent situation 
was the fact that at the close of the war a large new group 
of young business men took charge of affairs in the United 
States. They were aggressive and optimistic. They be- 
lieved sincerely in the “new era” idea. The older men in 
the country were looked upon as “has-beens, “mossbacks” 
and “old fogies.” They were too conservative. Their 
warnings were unheeded. When these older men referred 
to the history of the past, they were laughed at. Then, 
when the bubble burst, thousands of these young business 
men were forced to call on some of the old “mossbacks” 
and conservatives, to pull them out of the hole. 

My conclusion, after reviewing these “ups and downs,” 
these periods of prosperity and depression, is that we are 
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now at the bottom of this period. We are cleaning up. 
The drones are being thrown out of the hive. Manufac- 
turing and merchandising have gotten down to hard tack. 
A lot of foolish extravagance in management and in do- 
mestic affairs has been eliminated. So now again we 
start, fully chastened, on the slow climb upward. Thou- 
sands and thousands of business men have learned their 
lesson. The young business men have learned their lesson. 
Slowly we will expand, and after a while this panic, this 
depression, will only be a memory, just as the others are. 


International Borrowing 


Prior to 1929 only a small percentage of the people in 
this country realized the effect conditions in foreign coun- 
tries had on prosperity here. Our export trade was to 
most a mysterious business that just happened. Now our 
newspapers are full of what is going on to the East, West 
and South of us. The countries of the world who formerly 
looked at us with envy are not waiting for a real upturn 
in our business, knowing very well it will reflect on their 
industrial picture. Truly, all countries are interdependent. 

Following the war, our relation to the rest of the world 
changed. We became a creditor instead of a debtor nation. 
When we relied on Europe for capital to finance our 
growing country, they, with their centuries of experience, 
knew how to lend us money so they would get back their 
principal as well as interest on it. Even then they made 
some mistakes. Railroads became railways after receiver- 
ships. The same thing happened with industries, with 
the result that foreign money loaned us never went back. 
Why there are some States of our country which it is 
claimed by Britishers never repaid money loaned them 
years ago. Visit England or some of the British Colonies 
and read their newspapers tabulating some of these unpaid 
debts. They make a big play of this, and we can assume 
most of it is propaganda for the cancellation of the war 
debts. 

When the war ended we had most of the gold of the 
world. No satisfactory substitute had yet been found for 
gold as a medium of exchange. We had replaced England 
as the banker of the world, but subsequent events have 
proved we didn’t have their experience. Now our foreign 
loans total about fifteen billion dollars. Lending this 
money brought us trade. People were able to buy our 
products. This helped not only directly but stimulated 
the cross currents of the trade of the world and was to the 
advantage of everyone. In looking back over the figures 
of our foreign loans we find that in 1929 they dropped to 
one-quarter of what they were the previous year. This 
was a sure sign the end of our prosperous cycle was near, 
unless some substitute stimulus was found. What a lot of 
money all: of us could have saved had we recognized this 
important element. The trouble was the banks of this 
country loaned the money and then the public bought the 
bonds of these loans; when the bond buying market be- 
came saturated the banks naturally stopped their loans. 

There was a laudable object in lending this money. 
Naturally one of the ideas was to raise the standard of 
living of the peoples of the world. Unfortunately because 
the loans were not properly controlled, much of the money 
went into unproductive channels. If they couldn’t make 
money on the money they borrowed, how could we expect 
to get interest or repayment of the principal? 

Then, to make matters worse, the whole world seemed to 
go tariff mad and we weren’t an exception. Trade has to 
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flow both ways if it is to continue. Behind these tariff 
walls various countries set up industries in which they had 
never been engaged before and many times the products 
of these industries, due to the tariff walls, resulted in a 
poor quality product being supplied the people. 

One of the big problems of the present is to break down 
the ridiculous tariff walls which exist, and do it on a sound 
economic basis. For a time it may mean the balance of 
trade is going to be against us. That is, our total importswill 
exceed our exports. Wouldn’t it be preferable to have 
an export trade of nine billions and an import trade of 
ten billions of dollars rather than to have an export trade 
of three billions and an import trade of very nearly the 
same sum? People would be working, trade would be 
stimulated, and money interchanged. 

When our exports exceed our imports, the balance has 
to be settled either by our debtors paying us in gold or 
borrowing money from us to balance the account. The 
latter is what happened from 1920 to 1929, but it could 
not longer continue. This brings up the question of our 
gold standard. Not all people believe we are 
doing the wise thing in maintaining the gold stand- 
ard. If we departed from it export trade would 
be stimulated immediately, but of course there are many 
other problems to be considered. For one thing we would 
like to have our foreign debts repaid us one hundred 
cents on the dollar, but we might just as well forget that 
is ever going to happen. See what has occurred in Eng- 
land since she went off the gold standard. From reports 
I receive England is, for the first time in a long while, 
headed toward prosperity and the optimism of the people 
is almost startling. England realized her position in world 
trade had changed and she had the courage to change her 
policies accordingly. You will point to the tariffs Eng- 
land has imposed. This is a natural result with a debtor 
nation. When we were a debtor nation industries had to 
be protected. Now we are a creditor nation and a real 
economic study should be made of our tariff. I do not 
mean we should readjust our tariff downward and let the 
other countries remain as they are. The changes should be 
by agreement with other countries so that all trade 
will be helped. There are two schools of thought as to 
how to adjust the ridiculous tariffs of the world. One 
is to try to make the people see the error of their ways 
and the other is to sit still and let the tariffs grow and 
grow, for then the whole scheme will fall of its own weight. 


The Hardware Business 


Let us now turn to a review of the hardware business of 
the United States. The figures I give you below are 
compiled from Dun’s Review. 

Formerly annual retail sales of hardware in the United 
States averaged around $1,500,000,000. These sales were 
made through 37,767 retail stores, whose stocks were 
valued at $467,625,000. About 36 per cent of the total 
number of dealers do 75 to 80 per cent of the total busi- 
ness. Most of this merchandise was purchased from 725 
wholesalers, who maintain a force of 9,500 travelling 
salesmen. Some of the larger jobbers, rated at $500,000 
do a volume of a million dollars a year. In addition to 
their regular lines of hardware, many of the leading job- 
bers sell mill supplies and heavy hardware, consisting of 
iron and fabricated metals. 

In 1919, there were approximately 600 manufacturers 

(Continued on page 106) 
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Four Iimely 
Windows 


iD... 

medium, 

or small 
windows — they 
are all here. 
They’re actual 
displays that can 
be used in your 
windows. The 
modernistic ar- 
rangement of 
heavy cast alum- 
inum ware at the 
top of this page 
was used by The 
Kerr Hardware 
Co., of Niles, 
Mich. With two 
contrasting colors 
to set off this mer- 
chandise it is easy 
to understand 
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how customers 
could be attracted 
to it. 

The combina- 
tion window at 
the bottom of 
page 52, featur- 
ing paint, and 
other seasonal 
items comes from 
N. W. Anderson, 
Washington, 
D.C. The window 
at the top of page 
53 shows a good 
use of crepe pa- 
per and manufac- 
turer’s display 
helps to present a 
line of aluminum 
goods. The result is well worth dow, even the best, wear out its display suggestions. You can 
the effort. welcome. Keep up public inter- follow them with the aid of these 

The Chicago Retail Hardware _ est by following HanpwarRE AGE clear photographs. 
Association’s 
model hardware 
store presents a 
tool window wor- 
thy of the best ef- 
forts of the win- 
dow trimmer. The 
arrangement is so 
well done that it 
strongly suggests 
quality and pre- 
cision in the mer- 
chandise. 

The importance 
of keeping win- 
dow displays 
fresh and _inter- 
esting at this time 
is not to be over- 
estimated. You 
know how a fresh- 
ly trimmed win- 
dow gets attention 
and makes for 
more sales. Do 
not let any win- 
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TRADE 


WINDS 


BY LLEW S. SOULE 


Disciples THE “get-rich quick” type of 
f collection agency is busy 

oO ‘ 
again. Every few days we get 
Barnum a letter from some hardware 


merchant who feels that he 
has been “stung” by some organization to which he 
had entrusted a part of his overdue accounts, on the 
mere “say so” of a glib tongued solicitor. 


While there are many thoroughly reliable col- 
lection agencies, a period such as we have been 
passing through always affords an opportunity for 
some who are not so reliable; who seem more con- 
cerned over collecting from the merchant than for 
him. Their schemes are varied and usually sound 
plausible. Often they involve a down payment on 
the part of the dealer. 


One such plan requires the merchant to put up 
a deposit in exchange for which he receives a 
specially worded check. The solicitor guarantees 
to collect a certain total of the claims turned over 
to him. He agrees that if this is not accomplished 
within a specified time, the merchant is free to de- 
posit the check, thus insuring a return of his deposit. 
However, when the check is presented for payment, 
the dealer finds that it requires the indorsement of 
the collection company, and the agency usually 
finds some excuse for declining to make the indorse- 
ment. 


One of our readers recently had such an experi- 
ence. His deposit is still in the hands of “col- 
lectors.” He informs us that there was a feeble 
attempt on the part of the agency to collect, but 
that it consisted merely of sending form letters to 
the delinquents; letters of the ordinary collection 
type. None of the bills were paid so far as he 
knows. 

Our advice is to investigate carefully before en- 
trusting your collections to any unknown organiza- 
tion or individual: To use the’ local credit bu- 
reau, if there is one, and if not, to help organ- 
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ize one. There is no profit in sending good money 
after bad. 2 
ee 
The Elephant IT IS always refreshing to 
and the get the viewpoint of the man 
on the outside. His oppor- 
Mouse tunity for making compari- 
sons is better: He is not so 
close to the problem that it obscures his vision. 
Herbert Casson, a widely known English writer and 
magazine editor, recently directed these significant 
words to the business men of the United States: 


“You are depressed. ~ You think you are crippled. 
You are afraid of the future. You are full of fears.” 


“You have half the gold of the world and halt 
of the machinery, and most of the automobiles and 
all the skyscrapers.” 

“You have the greatest home market in the world 
and the largest corporations that the world has ever 
seen. You are ruled by ideas and less by tradition 
than any other people in the world. You have usu- 
ally done what you thought you could do.” 

“How can it be possible that a progressive nation 
of 120 million people can be wrecked by the specu- 
lations of a little handful in Wall Street? The 
prices that were forced too high had to come down. 
Today prices are too low.” 

“When a horse balks, the balk is in its head, not 
in its legs. He moves on when he thinks he will, 
and when an American business man is depressed, 
the slump is in his head. There is nothing serious 
to prevent him from making money if he thinks 
he will.” 


This competent observer clearly contrasts our re- 
sources and abilities with our present depression 
problem. To him the attitude of the American busi- 
ness man is that of an elephant afraid of a mouse. 


The most fear inspiring thing we ever saw was the 
head of a common house fly under a high powered 
microscope. 
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™ "Talkerticket for May 


SSUMING that we put a 
A good deal of thought into 
our window displays, let 
us consider the one powerful fac- 
tor that makes the display do its 
stuff—the talkerticket. We call 
it a talkerticket because it tells 
the prospective customer some- 
thing he wants to know before he 
steps into your store. He doesn’t 
give a tinker’s cuss whether you 
have chisels for sale or whether 
you are anxious to sell them. 
He wants to know that these 
chisels are useful for hard or 
soft woodwork and that they are 
rust resisting. If he isn’t look- 
ing for just that information he 
will be interested to learn about 
it. Tell him the price or price 
range. You then have something 
upon which to base a transac- 
tion. Most of the work of sell- 
ing is done before he enters. 
Have all the tickets in each 
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window uniform in 
color scheme and de- 
sign. Have them all 
talking __ intelligently. 
Make them say some- 
thing that will create a 
desire to buy or in- 
crease a desire already 
created. Look in your 
jobbers catalog or 
manufacturers’ litera- 
ture for real buying 
reasons. Pick out the 
best phrases and use 
them. Phrases that 
have a real reason that 
will appeal to buyers. 

The suggested col- 
ors for this design is 
medium bluish green 
on a cream card. You 
can make a_ master 
card by tracing this il- 
lustration on card- 
board and cutting out. 


Youll find it 
worth while 
in additional 
sales to feature 
window tickets 
that get an 
attentive au- 
dience..... 


CHISELS 


For hard and Soft 
Weodwork 


Rus! Resisting 


‘0 00 
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The Hardware Age Onginal 


ERE are two extremely 
H flexible window arrange- 

ments. You will need 
two identical sets of Hardware 
Age interchangeable display fix- 
tures. They are easily made 
with the aid of the instructions 
printed in a previous article in 
HarpwarE Ace. If you have 
not sent for your copy of the 
reprint of this article, do so to- 
day. It is sent to readers, free 
of charge, in order to simplify 
the installation of effective win- 
dow trims as suggested in these 
articles. The fixtures are not 
difficult to build, are inexpensive 
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and can be made in your own 
workshop. 

The flexibility of these trims 
is in the side panels, which may 
be eliminated altogether or 
swung at right angles to form 
trims at the sides of the window. 
They make a considerable dif- 
ference in the width of the dis- 
plays. 

Window trimmers all over the 
country and in some foreign 
lands are making profitable use 
of these fixtures and following 
these display suggestions. They 
report enthusiastically upon the 
actual selling ability of the win- 


dows. On page 41 of this issue 
is an example of the use of these 
suggestions. If you are not al- 
ready making use of these well 
planned and merchandised win- 
dows start now to get the benefit 
from them. 

The talker ticket for this 
month is shown on page 55 and 
should be used with these win- 
dows. As advocated for the 
tickets, the dominating colors 
should be cream and medium 
green. The tool window may 
use black as a third color to give 
snap to the arrangement. The 
garden window will have sufh- 
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cient color in the merchandise 
to relieve the main colors. The 
seed packets, and other items 
will provide it. 

The similarity in arrangement 
will make for a quickly installed 


Appeal to the farmer in 
your window displays and 
your hardware sales will 
be stimulated, says C. 
Henry Turner, manager 
of George A. Lowe’s 
Hardware Company, Og- 
den, Utah. “Also,’’ says 
Mr. Turner, “the city 
folk appreciate now and 
then a country window 
display— just for the nov- 
elty of it all.” 
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splay Suggestions 


window but there is sufficient 
variety in the merchandise to 
avoid too much repetition. Note 
that, in the garden window for 
instance, the items are arranged 
so that they lead from one to the 


other throughout the entire dis- 
play. This is organization in 
window trims. There are no 
great spaces for the customer to 
bridge over, yet the items 
are not jumbled together. 
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HARDWARE AGE 
ADVERTISING 
SERVICE 











Buy Your Flags Now ! 


A wonderful assortment of flags 
in all sizes and prices for patri- 
otic Americans to display on 
Flag Day. Even our lowest 
priced flags are of a fine quality 
that will last for years. 


You'll find plenty of attractive 
designs in Bunting to carry out 
“ your decoration scheme at re- 
markably low prices. 


(List Items 
With Prices) 


YOUR STORE NAME 







HARDWARE AGE 


ADVERTISING SERVICE 


By SAMUEL KALP 


HOW TO USE 


The illustrations, layouts and ads supplied with this service are especially 
planned to help every hardware store make.its advertising more practical 
and effective by the liberal use of human interest illustrations. Copy is 
always supplied in so far as it is practical for use by all of our clients. 


The description and pricing of the items must necessarily be left to the in- 
dividual store in most cases. In writing the descriptions to give to your 
printer with the supplied ad layout keep in mind that brief, to the point 
descriptions are the most effective. The style, size, colors, unusual fea- 
tures or special economies effected by the use of the item should be given. 
If greatly reduced, it is sometimes desirable to show former as well as 
reduced price. If any question arises concerning the use of these ads, write 
us. You'll find us willing to help you sell more hardware at all times. 


HOW TO ORDER 


If you have local stereotyping facilities, request the complete sets of mats 
of all the navertising illustrations on these two pages, inclosing your check 
for $1.25. If you need mounted cuts order them by number given under each 
cut, listing the numbers in a column. Figure the charge of 35c. for each 
cut when less than ten cuts are ordered; when ordering ten cuts or more 
Srare the charge at 30c. for each cut ordered. Inclose check with order, 
please—this saves bookkeeping of small amounts. Send all orders to 


HARDWARE AGE ADVERTISING SERVICE 
239 W. 39th St. New York City 


(All Ads Are Planned Six Weeks in Advance to Give You Ample 
Time to Order Illustrations) 

















News For Golfers 
From (STORE NAME) 


We're specialists in golfer’s sup- 
plies and we know the impor- 
tance of having the right golf 
equipment. We carry a complete 
line of golf supplies of the finest 
grades made at rock bottom 
prices, Buy your needs at 
(Store Name) and know they 
are right and save money too. 


(List Golf Supplies 
With Prices) 


YOUR STORE NAME 








Enjoy Summer Comfort 


There’s no necessity to suffer from the heat this Summer when 
(Store Name) offers so many things to make your household tasks 
easier and keep you cool and comfortable—at prices you can afford. 
Never in our History have we been able to offer such splendid things 
at such low prices. 














(List Hot 


Weather 
13 Pc. Ice Te 
Set, $0.00 : Items Ice Cream 


A really lovely ice tea 4 2 Freezer 
set in clear glass. The With Prices) 
graceful lines of the $0 00 
pitcher “yy nog make ° 
twice as ex- 
ae bd — ~* unusually fine triple 
are. e een glass action ice cream freezer, 
straws add a delightful making better cream in 
color note to the ensem- a shorter time. Well 

















ble. Set consists of 1 made. Will give years 
$-qt. jug, 6 12-02. chip of service. Wooden tub 
proof tumblers and 6 of selected kiln dried 
green straws. pine. 3-at. size. 


YOUR STORE NAME 
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Push Summer Needs to the Limit NOW 


& 
: 
i} 
} 
: 
. 


and Avoid Markdowns Later! 











Give Dad a gift that 
will bring pleasure 
to him throughout 
the year. 





Chest of Tools 


A Grand Gift 


(No.) Tools in an at- 
tractive oak chest fin- 
ished with a dark stain 
and varnished. Tops and 
bottoms set in to add to 
strength— all joints 
notched and glued. Well 
built with 3 hinges, two 
catches and a carrying 
handle. Size —. The 
tools are of the finest. 


YOUR 





(List 
Gift Items 
With Prices) 


STORE 












We’ve planned 
SPECIAL GIFTS 
FOR DAD — the 
practical kind that 
men like. 





Vacation 
Luggage 


Sturdily built trunks of 
seasoned lumber, covered 
with strong sheet metal 
edges bound with heavy 
iron. Brass plated hard- 
ware, attractive color 
combinations—will last a 
lifetime. Size —. Fine 
handbags of black walrus 
grained split cowhide, 
strong steel frame leather 
covered, securely riveted. 
Sewed leather padded 
corners, leather lined. 


NAME 





VACATION 
SPECIALS 


Here they are! Specials to help 
you enjoy your vacation at 
prices that will save you money 
—save you enough to pay your 
train fare or at least a good 
part of it. Don’t miss this 
grand opportunity. Look at 
these bargains! 


(List Specials 
With Prices) 


YOUR STORE NAME 


























Enjoy a Real Vacation This Summer 


There’s nothing like a camping trip for a real vacation. Getting 

back to nature and the simple life will rest your nerves, bring 

back your appetite and build up your body. You'll find everything 
n 


you need in the way of camp 


g equipment at (Store Name) at 


the lowest prices we’ve seen yet for such high grade things. 
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STORE 


(List Items With Prices) 


Folding Camp Cot 


A good strong sturdy cot built for 
rough camp usage and real wear. 
Hardwood frame, leg joints rein- 
forced with steel plates. End rails 
keep canvas top tight—size open 
( ) size closed ( ). 


NAME 











Bathing Supplies 


You can’t beat (Store Name) 
for Bathing Supplies this year. 
We have a really wonderful line 
of snappy up to the minute 
bathing suits and equipment at 
prices that are about % less 
than you would expect to pay. 
Buy it at (Store Name) and 
you'll know it’s right and the 
price is fair. 


(List Bathing 
Supplies With Prices) 


YOUR STORE NAME 
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Program 


Letterheads, statements, envelopes, ad- 

vertisements, sealing tape all carrying 

the builders’ hardware electro, are used 
here to help the campaign 


Stressing Quality in 
Builders Hardware 


Wins Trade Approval 


HERE is growing evidence 
‘Te the widespread trade use 

and adoption of the pro- 
gram designed to stress the im- 
portance of builders’ hardware 
and to stimulate the consumer 
demand for quality in_ this 
major line. The idea was sug- 
gested by P. F. King, Stanley 
Works, New Britain, Conn., in 
an address delivered before the 
Builders’ Hardware Group of 
the American Hardware Manu- 
facturers’ Association at its last 
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convention. At that time, Mr. 
King said in part: “If all of the 
manufacturers and dealers will 
adopt this program, in ‘a very 
short time the message, ‘Your 
House is as Good as its Hard- 
ware, will become familiar to 
the eyes of a great majority of 
the people, and if we could bring 
about a condition where the pros- 
pective home builder would ask 
himself this question, ‘What 
kind of hardware will I have on 
this building?’ we would be a 








long step in advance of where 
we are now; and if a prospective 
home buyer were interested 
enough to ask the question, 
‘What sort of hardware have you 
on this building?’ contractors 
and operators would be prepared 
for the question by making hard- 
ware selections that would fur- 
nish talking points for their 
building, just as they now do 
other features which enter into 
its construction.” 


Cuts Available at Cost 


In keeping with the sugges- 
tions made by Mr. King, and as 
a service to the retailer, whole- 
saler and manufacturer of fin- 
ishing hardware, arrangements 
were made by HarpwaRE AGE 
to supply, at actual cost, the cuts 
bearing the suggested slogan in 
the five sizes recommended. In 
the Nov. 5 issue, as in several 
succeeding issues, it was pointed 
out that the cuts could be used 
on envelopes, letterheads, busi- 
ness cards, display cards and in 
many other forms of advertis- 
ing. Large volume production 
made an exceptionally low cost 
of 15c. for mats and 25c. for 
cuts possible. The response to 
the offer from all quarters, but 
especially retailers, was most en- 
couraging and orders for the cuts 
and mats-are still being received. 

An investigation discloses that 
many firms are using the cuts to 
good advantage, confirming the 
belief that the plan is just as good 
in actual practice as it is in the- 
ory. There is every reason to 
believe that with the opening of 
the active construction season 
and the resumption of building 
operations on a nearer normal 
scale that the plan will gain fur- 
ther headway. Everyone con- 
cedes that the constant recur- 
rence of a message of this type 
cannot fail to finally impress the 
buying public to a helpful de- 

(Continued on page 78) 
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People would 
complain that 
they were getting 
old goods and 
would demand 
* discounts. 









VERYONE connected with 
kh the Marvin Hardware 
Company was expected to 
preside at one of the Marvin 
store meetings, whenever his or 
her turn came. Mr. Marvin him- 
self was no exception to the rule. 
He seldom used a prepared pro- 
gram, however, preferring to em- 
ploy the time in bringing up sub- 
jects which he felt would not oc- 
cur to the average employee, and 
yet which are important to the 
business. 

For some time he had been 
troubled over the merchandise 
stock. His study of the inven- 
tory had shown him many lines 
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The boss digs into the problem of 


Dead Stock and Slow Movers 


Another Marvin store meeting 


story by Llew S. Soule 


which had apparently been on 
the shelves, or in the warehouse 
too long. He needed new goods 
and larger quantities of fast- 
moving items, yet his stock as a 
whole was tying up as much capi- 
tal as he felt it should. 


URING the week he had 
quietly gathered a few facts 
and figures, and as he called his 
force to order on Friday evening 
he felt that he had a problem 
they might help him to solve. 
“Boys,” he said, “you have all 
been at me to order new items 
for stock; some of you have com- 
plained that our stock in certain 












items is so low that you are con- 
stantly faced with ‘outs.’ It’s 
true, and I have been trying to 
remedy the situation. However, 
there’s another side to the prob- 
lem. We are carrying a great 


many items that were in our 
stock a year ago; a lot of others 
that have been with us for from 
three to ten months. In dollars 
and cents our stock is as heavy 
as the business will justify. If 
we are to put in new lines, we 
must move the old ones.” 
“Bill,” he said, addressing 
Bill Higgins, “do you know how 
many Model C ranges we have 
in stock?” “Yes, Sir,’ was the 
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reply, “three; they are all on the 
floor.” “That’s right,” said Mr. 
Marvin, “but do you know that 
they are the same three we had 
when we took inventory a year 
ago?” 

“Why—that can’t be so,” Van 
Davis interjected. “I sold only 
one a couple of weeks ago, and 
I know Charlie sold one just after 
Christmas.” “Are you sure?” 
Mr. Marvin queried. “I’m cer- 
tain,” Van replied. “Am I right, 
Charlie?” “Yes, Van’s right, 
Mr. Marvin,” said Charlie. 


**FIXNHEN,” said Mr. Marvin, 

“how do you explain the fact 
that these are the same three we 
had on hand a year ago? I know 
they are because I marked the 
tags with the invoice number and 
yesterday I looked up the in- 
voices.” 

“The one I sold I delivered 
from the warehouse,” said Van. 
“I sold the one we had in the 
back room,” said Charlie. 

“That accounts for still having 
the original three,” said Mr. 
Marvin, “and I presume you 
know that the newer models are 
somewhat different? The fact is 
that we have old and somewhat 
shop-worn models on hand. Why 
didn’t you deliver from those? 
They were the ones your cus- 
tomers saw?” 

“T’m sorry, Mr. Marvin,” said 
both in unison, then Van con-- 
tinued. “TI really never thought 
of it at all, and I know Charlie 
didn’t. The others were handy, 
and they went out.” 

“I’m not going to scold,” said 
Mr. Marvin. “It’s largely my 
fault; at the same time I am a 
little surprised that you didn’t 
think of the situation. That fact 
alone may account for some of 
our stock antiques. I want you 
to put your efforts on such items 
from now on.” 

“Mr. Marvin,” queried Eddie 
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Scanlon, “how are we to tell 
what items have been in stock 
the longest?” Mr. Marvin’s face 
colored. “The boys would prob- 
ably know, Eddie,” he answered, 
“but that don’t excuse me. There 
should be some mark to show the 
date an item is put in stock, par- 
ticularly in the lines which run 
into money. We could use the 
regular dating system. For ex- 
ample, if an article came in on 
the 5th of April, we could mark 
it 4-5-32. That means the fourth 
month, fifth day, of 1932, Eddie.” 

“T don’t think that is a good 
system,” said May Garvin. Any- 
one could tell what it means. 
People would complain that they 
were getting old goods and would 
demand discounts.” 

“That sounds logical,” said 
Mr. Marvin. “I think our cus- 
tomers would interpret the mark 
and do as you say. Can any of 
you suggest a better system?” 


‘¢ THINK I can,” said Van 

eagerly. “We could number 
the months from |] to 12. Janu- 
ary would be 1; February, 2, etc. 
Then we could use the last figure 
of the year to designate what year 
the item was received. The day 
of the month isn’t really of much 
importance, so we could omit 
that. In marking an article we 
could take the year number, 
combine it with the month num- 
ber, and draw a circle around the 
resulting figures.” 

“This is the way it would 
work,” he went on, as he ap- 
proached the blackboard and 
picked up a piece of crayon. 
“Let’s suppose we bought a range 
in May, 1931; we would put 
down the figures 1 and 5, and 
draw a circle around them. In 
other words, we would have the 
number 15 in a circle. If it was 
bought in October, 1933, we 
would put the number 311 in a 
circle. The only thing to remem- 








ber would be that the first figure 
is the year figure, and that the 
others represent the month.” 

“That’s a good suggestion,” 
said Mr. Marvin. “Do you all 
understand it?” There was a 
chorus of assent. “Very well 
then,” he went on, “we will try 
it out on all the large items as 
they come in. If an article has 
no date mark we will know that 
it was in stock prior to this meet- 
ing. That covers part of our 
problem, but how about items 
which are in stock simply because 
they don’t move?” 


ae | THINK we should check up 
and find out what such lines 
and items are,” said Bill Hig- 
gins. “Our ‘inventory will help 
some, but we really need some 
kind of a stock record. However, 
I think a committee with Mr. 
Marvin as chairman would be 
able to locate a lot of such items.” 

“If there are no objections, I 
will put Bill and Miss Garvin on 
that committee to act with me,” 
said Mr. Marvin. There were no 
objections, but the face of Van 
Davis was a study in emotions. 
Mr. Marvin looked at him and 
smiled. “My own opinion is that 
there should be three on the com- 
mittee,” he said, “and that I 
should -be merely the honorary 
chairman. I will include Van 
Davis on the committee, if it is 
agreeable, and he is willing to 
serve.” 

“Try and keep him from serv- 
ing,” said Charlie Hanson, mean- 
ingly, and even Van joined in the 
laugh which followed. 

“We will start on this matter 
Monday,” said Mr. Marvin. 
“Meanwhile let me urge you all 
to sell the older items first when 
new ones are added to stock. As 
we locate the slow movers, we 
will try to work up a plan to 
move them. Meanwhile I’ll make 

(Continued on page 86) 
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Alverson Suggests 


A New Sales Attack 


1 OU are presenting a very per- 
tinent subject and, if I may be 
permitted a few moments, I am 

going to handle it in a very imperti- 
nent manner. Impertinent, as I shall 
suggest to our distributing friends a 
radical revision of sales organization. 
Maybe I am entirely out of step, but 
I hope you will be patient with me 
and not dismiss the whole subject 
with the thought that I do not know 
“whereof I speak.” I feel that any 
manufacturer following regular dis- 
tribution is justified in submitting his 
thoughts on a subject vitally affecting 
the manufacturer to wholesaler to 
dealer to consumer plan. 

If the question as printed is di- 
rected to the wholesalers’ methods, 
then I would venture that no one can 
answer from experience. I know 
some of my jobber friends will say 
yes, we have tried it. Why we sent 
a special paint man or a special wire 
goods man and he didn’t pay his 
freight. I would not deal with spe. 
cialty men, but with a broader de- 
partmentizing of the wholesale hard- 
ware sales organization. 


Departmentize Sales 


I want to propose a plan whereby 
your line of hardware shall be di- 
vided into certain broad departments 
covering items of related nature. 
Then a salesman will be required to 
specialize on one department and, 
thus, equip himself not only for con- 
structive salesmanship, but also to ad- 
vise, to educate, if you please, the 
dealer and his clerks so that they may 
better merchandise these items. 

This is not a simple thing—not an 
easy experiment, but a plan which I 
am certain, if followed persistently, 
would result to the advantage of the 
entire hardware fraternity. 

What is the present line-up? Let 
us say that you have thirty-five men, 
each covering a restricted territory 
and going over the ground every two 
weeks; and what are you asking each 
man to do? Just a simple little mat- 
ter of peddling thirty-five to seventy 
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for Wholesalers 


thousand items. His mentality could 
not cover the information necessary 
to SELL that many items, and, if his 





A. E. ALVERSON 
Greenlee Tool Co., Rockford, III. 


HOLESALERS at the 

Biloxi convention were 
greatly impressed by the 
sales departmentization plan 
suggested by Mr. Alverson. 
He advocates grouping 
wholesalers salesmen for 
more intensive selling on a 
limited number of lines in 
which they could become 
authorities with benefit to 
both wholesalers and retail- 
ers. Mr. Alverson is presi- 
dent of the Manufacturers’ 
Association. 


head would hold it, no ordinary body 
could carry such a load. 

What is the result? He sells en- 
tirely on personal acquaintance—you 
might say familiarity—he become a 
reader of the want book, and unless 
he has a pet line, nothing is pushed. 

The hardware clerk—hungry for 
information to better acquaint him- 


self with the portion of the line he 
handles—cannot hope for help from 
the jobbers’ salesmen. 

If you want to know how much 
difference this makes in the retail 
clerks’ ability to sell goods, make a 
shopping trip in a good hardware 
store, and then go shopping with your 
wife to a dry goods store. You will 
get attention in both, but information 
in only one. 

The dry goods wholesaler does not 
attempt to sell everything from lace 
to floor covering with one man. 
Years ago I was connected with a re- 
tail store, and I remember at least 
five different representatives of Mar- 
shall Field who regularly called. 

Of course, you may say the present 
sales arrangement is old in history, 
has been thoroughly tried and is sat- 
isfactory. I'll grant the age, and the 
thoroughness of its trial. Ox carts 
were satisfactory until we had better 
methods of transportation. 

My object is to draw attention to a 
method of sales which will do away 
with some of the unfortunate angles 
of present plans, but which will em- 
ploy present forces with only a slight 
modification, will provide higher ef- 
ficiency and in so doing help all fac- 
tors. 


A Surer Method 


Help the manufacturer by furnish- 
ing a surer method of promoting 
sales, help the retailer by making him 
a better merchant, and better able to 
compete for the elusive dollars, but 
most of all help the jobber by in- 
creased sales through better applica- 
tion of his man power. Increased 
sales, without marked increase in the 
cost of sales, means profit. 

For instance, the jobber may fol- 
low the seven divisions set up by the 
Manufacturers Association for the 
sake of -Group meetings. The first 
named group was Builders’ Hard- 
ware, the Mechanics’ Tools, etc. 
Now, your thirty-five salesmen be- 
come five groups of seven each—five 

(Continued on page 79) 
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Fig. 61 
by JOHN H. GANZER 


that is actually doing business today but for 

some reason the people that used to make 
this store so profitable are trading somewhere else. 
The owner has asked us why. We are going to try to 
tell him right here. 

First study the plan of the store shown in Fig. 
61 and notice especially the arrangement of the 
aisles and the crowded appearance that results from 
trying to have too many aisles. 

A customer coming into a store of this type has a 
feeling of being crowded and has a feeling of want- 
ing to get outside again in the open instead of stay- 
ing to buy the many things this store has for sale. 
In addition to being crowded it does not seem to 
have a center of activity. People come into the 
store and instead of looking around to find what 


’ JHE store pictured here is a hardware store 
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Bringing an 


~ Old Store 


they want they feel that in this store that would be 
hopeless and they accordingly wait for a sales per- 
son to approach them. This loses time for the cus- 
tomer and for the store people as well. 

Fig. 62 shows this same store with an orderly ar- 
rangement of display counters and aisles. Here the 
customers feel free to circulate and the result is that 
instead of wanting to get outside they feel like 
browsing around and before long they are buying 
things they never intended to buy when they en- 
tered the store. 

In the new arrangement there are actually more 
display counters than were possible under the old 
arrangement and this is because the aisles for sales 
people have been réduced and the aisles for cus- 
tomers arranged so that they can easily get from 
one point in the store to another. In this new plan 
it is also necessary for them to come in contact with 
nearly all the merchandise in the store because the 
cross-aisles-are further apart. In this arrangement 
they must walk around this display of merchandise 
to get into the other aisle or to reach a cross aisle 
when they desire to get to the other side of the 
store. 

In addition to more display counters there is also 
provided more space for major items, items that 
show the best profit up near the front of the store. 

One thing that would make this store even better 
would be a center entrance. A corner or side en- 
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Up to Date 


trance is never as effective as a center entrance. 

If an unusually large stock is carried so that 
more tables or counters are needed these can be pro- 
vided for in the side wall fixtures. If the fixtures 
in the store at the present time are of good quality 
but probably four or five years old the ledge display 
trays can be provided in either one of two ways. 
The upper sections of the fixtures can be raised up 
as shown in Fig. 63 or the doors if display doors are 
in the fixtures now can be removed and the lower 
portion cut off high enough up to allow for the dis- 


Fig. 62 
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play trays. Fig. 64 shows this latter arrangement 
which is really better when considered from the 
standpoint of the best general appearance of the 
store because it does not raise the top line of the 
fixtures as high as is necessary when the entire 
upper section is raised. 


These changes can be made under present busi- 
ness conditions, 


Changes such as are recommended for this store 
can be made without much outlay of cash. They 
can be made under present business conditions and 
in fact will pay better now than at any other time. 

Some merchants are still fooling themselves by 
thinking that business conditions are going to get 
better again and that when they do get better they 
will be able to get business and earn profits in the 
same way they did in what they call the “good old 
days.” 

The “good old days” will come back just as soon, 
as the merchant sends for them by using the many 
merchandising helps he has at his command but 
which he is not using today. It’s not a waiting game, 
it’s a working game. It’s a selling game. It calls. 
for. the best merchandising methods that the indi- 
vidual merchant can devise and when the individual 
merchant realizes this and puts his store on a truly 
efficient basis his business will come back and 
profits with it. 

Along with the new arrangement of the store. 
should be the addition of new lines. If possible lines 
that are allied to the business, but at any rate new 
lines. 

So many merchants will blame everything in the 
world but themselves. We are all that way but right 
now is a mighty good time to “snap out of it” and 
get our business to earning profits again. 














A REGULAR FEATURE 
OF HARDWARE AGE 





How’s the Hardware Business? 


A trade digest of 
conditions affecting dis- 
tribution of hardware 
and allied merchandise, 
gathered from trade 
areas of the entire 
country and presented 
as a regular feature of 
Hardware Age. Mr. 
James interprets for 
hardware men such 
basic factors as, crop 
outlook, freight car 
loadings, circulation of 
money building prog- 
gress, employment, etc. 
He also deals with spe- 
cific price trends, de- 
mand for merchandise, 
shortages and future 
outlook as reflected by 
his study of the na- 
tional hardware market 
situation. 











May 10, 1932. 
Credit Bulwarks Withstand Tests 


USINESS has come through its 
B April jolts with admirable cour- 

age and stability, although the 
month’s shocks were many and severe. 
Added to the inexcusably dilatory, er- 
ratic, and dangerous actions (or inac- 
tions) of Congress, were the Kreuger 
revelations—the Insull receiverships— 
the poor first quarter industrial state- 
ments—and the consequent new lows 
in the security markets. Without doubt, 
the strongest bulwark during these 
weeks has been the improved condi- 
tion in banking and finance. It is likely 
that the tested sturdiness of this back- 
ing has turned many a potential busi- 
ness or personal surrender into a fresh 
determination and ability to carry on. 


Public Confidence Grows 


The air was cleared a bit by Gen- 
eral Dawes’ emphatic but explicit re- 
port, on April 21, before the House 
Ways and Means Committee, that the 
Reconstruction Finance Corporation is 
succeeding in its all-important task of 
restoring public confidence in the coun- 
try’s banks and credit structure. We 
were reminded that our business ma- 
chine is large and cumbersome, and 
once slowed down, requires a long time 
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to get going. Also that the importance 
of New York Stock Exchange transac- 
tions has been emphasized in the pub- 
lic mind out of all proportion to more 
pertinent and significant indexes. 


General Dawes said unhesitatingly 
that we are approaching business re- 
covery, and based this statement upon 
a growing change toward confidence 
noted in the mass attitude of the 
people. 

The Reconstruction Corporation had 
a total of $315,000,000 in loans au- 
thorized at close of business on April 
25, compared with $239,000,000 au- 
thorized on March 31. The corporation 
has recently been authorizing loans at 
a daily rate of $10,000,000 to $15,000,- 
000, when previously the rate had been 
only about $5,000,000 a day. Only 
about one-fifth of the resources of the 
Corporation have been used, and more 
time must necessarily elapse before its 
full beneficial effects will be felt. 


Federal Reserve Makes Gain 


Recent review of the Federal Re- 
serve Bank of New York showed that 
all reserve banks had put 662 millions 
of additional funds in the market since 
February 24, and that this had been 
utilized to pay off 539 millions of in- 
debtedness by the member banks, 
which, in addition, piled up further 
reserves. The gradual building up of 
surplus bank funds in New York, sim- 
ilar to the process now under way, is 
said by the Federal Reserve to have 
preceded six of the country’s major 
business come-backs, after former se- 
vere periods of depression. 

The monthly economic review of the 
National City Bank strongly endorses 
the campaign to end business lethargy 
under leadership of the Federal Re- 
serve. It solidly supports the present 
credit expansion policy, designed to 
pile up cash resources of banks to such 
a safe degree that they will be warmed 
to lending money more freely to de- 
serving borrowers, and less inclined to 
bear down upon debtors who are ex- 
cusably slow in meeting their loans. 
The present reserve bank policy—re- 
flected in the purchase of $306,000,000 
of government bonds in the last three 


weeks of April, will put new funds to 
work in frozen credit channels. Bank 
suspensions in March numbered 45, as 
compared with 122 in February and 
342 in January, but the deposits of 
banks that reopened their doors in 
March were approximately as large as 
deposits in those that suspended dur- 
ing the month. 


Lull Develops Efficiency 


Despite a 29 per cent drop in vol- 
ume of business for the first quarter of 
1932 as compared with last year, the 
Chicago Association of Credit Men re- 
ported last week that 41.6 per cent of 
Chicago manufacturers and wholesalers 
realized the same or a greater margin 
of profit on that volume. 


The survey indicated greater effi- 
ciency during a less active quarter, and 
a new stability entering the business 
world. Twenty-one per cent of the com- 
panies interviewed had larger orders 
on hand April 1 than a year ago. The 
rest had a smaller volume of orders. 
The concensus of Chicago business 
houses was that the second quarter 
would maintain the level of the first 
quarter, and that the balance of the 
year would bring a gradual improve- 
ment. 

Reports to Bradstreet’s from 55 key 
cities for* the last week in April show 
a small seasonal upturn in department 
store and other large retail activities. 
The increase in sales has been small— 
not widespread, and has developed only 
in moderate-priced goods. Nevertheless, 
the growth of sales in retail stores is 
regarded as a sign of some encourage- 
ment, in that the rise will react in 
wholesale and factory transactions 
within a short period. For the past few 
months, buying has been done only as 
necessity has arisen; stocks are de- 
pleted, and as soon as the buying 
power of the public has been partially 
released, retailers will be less cautious 
in replenishing their shelves. 

Southern business has been showing 
some improvement—rather better than 
expected in the face of larger cotton 
stocks, lower prices, and fear of Fed- 
eral Farm Board unloading. 
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Some Improvement in Outlook 


While not a great deal is expected 
by leading executives in the manufac- 
turing field, their most conservative 
calculations make hopeful allowance 
for something better than a gradually 


declining summer activity. Principal 
hope for upturn arises out of reports of 
gradually increasing production sched- 
ules in the automobile industry. For 
the week ended April 23, production 
approximated 37,000 new units, against 


about 35,750 the week before. This 
gain, several authorities feel, will be 
increased during May. 

While the United States Steel and 
Bethlehem earning reports provided 
new evidence showing how the steel 





based on import purchases. 


severe. 


clothes-line class. 





U NCHANGED prices have continued, with 

no apparent weakness, on galvanized 
sheets and roofing, on nails, wire products, and 
other heavy staple lines. In general, the last 
changes were upward on these tonnage goods, 
and the lowest prices of last fall and winter 
are no longer obtainable. The only continuing 
disturbance is the use of some of these lines 
as leaders in the mail order catalogs—largely 


Manufacturers of jack screws have an- 
nounced a decline of 5 to 17 per cent from 
the preceding schedule. While these prices 
hold, dealers will be put in position to meet 
mail-order competition, which has been very 


Hides dropped to 31% cents per pound late 
in April. Nowadays, according to selection, 
the leather market seems to be making the 
hide market, although for years the hide mar- 
ket had governed the leather market. Stocks 
of leather are very low and any increase in 
the demand from this low price, practically 
an all-time low, may bring a shortage. A good 
call is reported for harness strap work, horse 
collars and sweat pads, and with the increased 
use of the horse on the farm, the better de- 
mand is expected to continue all through har- 
vest time. The reductions in leather have also 
made possible some lower prices on dog col- 
lars and dog harness. The demand is best at 
this time of year, and several convenient as- 
sortments and displays are obtainable. 

Jobbers complain that the market on sash 
cord has been upset by the growing competi- 
tion on some very light and inferior grades— 
called “sash cord,” but undeserving of the 
name. Some of this so-called No. 7 cord 
weighs fifteen to twenty per cent lighter than 
the accepted standard of 22 pounds to the 
dozen. Cull materials are used, and the work- 
manship and strength are really of an inferior 


HARDWARE MARKET HIGHLIGHTS 


Recent price changes in the electrical sec- 
tions are a fifteen per cent reduction on the 
patented Layerbilt B batteries and a ten per 
cent decline on wire rope clips. Manufactur- 
ers are supporting an advance of about five 
per cent on code wire. Future orders for low- 
priced electric fans are numerous—undoubt- 
edly influenced by fear of seasonal shortage. 

Jobbers are now offering rubber soles of 
the stick-on type, to retail at the dime store 


price. 


plies. 


distributor. 


makers. 


All manufacturers of vitreous china lava- 
tories and closet combinations have advanced 
prices about ten per cent. Manufacturers ex- 
pect to continue with the new prices, claiming 
that sets sold at prices before the advance, 
were at less than the cost of production. 

Wholesalers and retailers alike report that 
a heavy demand continues for most kinds of 
fishing tackle. Manufacturers report equally 
urgent buying from jobbers to replenish stock. 

Selling continues good on popular-priced 
baseballs, bats, gloves, etc., and dealers ex- 
pect a lively season on all kinds of sports sup- 


With cows now in pasture, dairy supplies 
are in active demand. An item on which there 
is a great opportunity for increased dealer 
sales is filter discs. Probably only twenty-five 
per cent of the farmers use discs in their 
strainers, but this number must increase be- 
cause of the universal demand for sanitary 
milk. The hardware merchant is the natural 


There have been rumors of concessions in 
the prices of heavy chain. Manufacturers are 
resisting this trend and if there is any change, 
it is expected to be slight. Advances on lighter 
chains, such as tie-outs, were made over a 
month ago, manufacturers then claiming that 
they were actually losing money. Jack chain 
has been reduced 21/ per cent by the leading 
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business has fallen off in its first quar- 
ter, the industry is described as being 
more cheerful than it was a fortnight 
ago. Iron Age stated definitely that 
automobile orders had finally begun to 
appear and a distinct gain was forecast 
for the new month. Steel production 
moved up one-half point to 24 per cent 
of capacity. 

Another moderately encouraging sign 
was seen in the April reports of new 
building contracts. These were at a 
daily average of nearly $5,000,000, a 
gain of about $500,000 over the March 
average. For the first half of April new 
building contracts showed an increase 
of 11 per cent over the March average, 
which was considerably better than the 
usual seasonal gain at this time. 


Employment and Price Indexes 


Industrial employment decreased 1.5 
per cent, and earnings 2.4 per cent, in 
April, contrary to the almost invariable 
spring trend. Last year at this time 
280,000 men were put back to work, 
but during the corresponding period 
this year 100,000 have lost employ- 
ment. President Green, of the Ameri- 
can Federation of Labor, estimates the 
number of jobless at 7,950,000, but it 
is generally expected that summer out- 
door opportunities will relieve and re- 
duce this number materially. Farm and 
highway work, and railway mainte- 
nance jobs are always a seasonal re- 
lief, and in preparation for these activi- 
ties, hardware stocks are definitely 
used. 


Farm Products Prices Down 


Grain prices have dropped recently 
to the lowest levels for corn, oats and 
rye. Corn has been selling at the low- 
est in 34 years, oats at the lowest in 35 
years, while wheat prices were moder- 
ately above the season’s low. Crop re- 
ports and export business are dominat- 
ing factors in the wheat market. Priv- 
ate reports issued May 1, were bullish 
as compared with last year, although 
their estimates were raised 23,000,000 
bushels over the government figures of 
a month ago. Reduction in acreage is 
reported ranging from 15 per cent in 
Kansas to 45 per cent in Colorado, with 
an average of 22 per cent. Condition 
was reported at 76 per cent, about the 
same as April 1, but comparing with 
90.8 per cent on May 1, 1931. 

The price on cotton has again fallen 
to the lowest level for years, with a 
drop of $3 per bale during the last two 
trading days of April. General rains 
were the chief cause of the decline, 
combined with apprehension as to what 
the government intends to do with the 
1,300,000 bales of stabilization cotton 
after expiration of the present agree- 
ment to hold the cotton off the market 
until August 1. Hog prices at the same 
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week-end had touched the lowest point 
since 1898, and sheep and lambs were 
quoted sharply down. 


Steel and Other Metals 


Notwithstanding continued low turn- 
over, prices on the basic items of steel, 
and on most of its heavy tonnage fin- 
ished products, remain very steady. 

Among the non-ferrous metals, ac- 


tivity in lead predominated in the mar- 
ket last week. Demand for zinc was 
somewhat improved, but sales of cop- 
per, tin and aluminum continued far 
below normal. Tin and zinc prices 
have been easier, with zinc making a 
new low record at $2.55 East St. Louis. 
The tin market was only slightly helped 
by recent efforts to restrict output in 
the leading fields. 





New Price Arrangement 
on Beaver Pipe Tools 


Effective April 15, the Borden Co., 
Warren, Ohio, announces that a new 
pricing arrangement will apply on 
Beaver pipe tools. Net prices on 
Beaver tools were formerly 5 per cent 
higher west of the Rockies. Under the 
new plan, net prices are the same 
throughout the entire United States 
and appear in folder No. 232, which 
has just been issued. 

In making the announcement, the 
company states: “We believe that liter- 
ature with list prices or no prices at 
all is not very serviceable to the reader, 
hence from this time on we plan to 
show the actual net prices of our prod- 
uct. The user, therefore, instantly 
knows what the actual cost of the prod- 
uct will be to him.” 


1932 Prices Announced 
On Eveready Prestone 


National Carbon Company, Inc., 30 
E. 42nd St., New York, N. Y., has 
announced a revision in prices of 
Eveready Prestone for 1932. 

In the 34, 1 and 1% gallon con- 
tainers the price to dealers will be 
$3.12 a gallon and will retail at $4.45 
a gallon. In the 14 gallon containers 
the dealer’s price will be $3.15 per 
gallon and the retail price $4.50 per 
gallon. 

The company’s announcement of the 
price changes states that they have 
been made possible by the lowered 
cost of raw materials and economies 
effected in manufacturing processes. 


Simplified Practice 
Recommendation Effective 
on Singletrees, etc. 


Signed acceptances have been re- 
ceived from a sufficient number of 
manufacturers, distributors, users and 
others interested in the simplification 
of singletrees, neckyokes and double- 
trees to insure the adoption of the 
program as a whole. The Department 
of Commerce therefore announces that 
the recommendation may be considered 


effective ts of April 1, 1932. 


Westinghouse Lowers 
Refrigerator Prices 


A price reduction on all Westing- 
house dual-automatic _ refrigerators, 
bringing: the price range from $149.50 
up, has been announced by C. A. Al- 
len, commercial vice-president of the 
Westinghouse Electric & Mfg. Co., 
Mansfield, Ohio. 


Westinghouse Employes 
Are Salesmen This Month 


A counter attack, directed against 
the depression, is to be undertaken by 
all employees of the Westinghouse 
Electric & Manufacturing Co. in May, 
when 35,000 persons employed by the 
company are to make individual ef- 
fortS to sell one or more Westinghouse 
houesehold appliances, it is announced 
by H. C. Thomas of the sales depart- 
ment. A. W. Robertson, chairman of 
the board, commenting on the plan, 
said he intended to be one of the em- 
ployees to sell appliances. 


Rubber Official Urges 
Tire Price Advance 


An advance in tire prices should be 
made immediately, according to J. F. 
O’Shaughnessy, general manager of 
the tire department of the United 
States Rubber Co., in a statement re- 
cently made in Detroit. 

“One look at the balance sheet of 
the industry is enough to indicate 
that,” he said. “The best way to 
change the red ink into black is to 
raise prices to the point where a fair 
profit can be made.” 

“In the last few years tire mileage 
has been multiplied five times,” he con- 
tinued. “This is a laudable develop- 
ment, but during this same period tire 
prices have been divided six times. 
The result is that prices today are at 
sub-basement levels. They are so low 
that profit has vanished. Unless a 
business makes a reasonable profit, it 
has no good reason for existence. It 
affords little help to the people it em- 
ploys, and it certainly is not an asset 
to the country. We in the tire indus- 
try should see to it that we contribute 
to better times by operating at a 
profit.” 
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MEN WHO ARE PROUD OF THEIR WORK 


Machines, so marvelous that you would swear they must 
think, play a large part in producing the smoothly func- 
tioning mechanisms that you know as Remington Firearms. 
But the work of machines must be constantly checked by 
men if perfection is your aim. 

There is no substitute for skillful craftsmen imbued 
with the ideal of fine workmanship. Remington is fortunate 
in having a large number of men in the plant organization 
who have grown up in the tradition of making fine guns— 
their fathers and grandfathers before them were skillful 


Remington gunsmiths. 


In the production of a typical model of a Remington 
gun there are 294 inspections. Dimensions are measured 
to thousandths of an inch, and any part that does not come 
up to standard is detected with precision instruments by 
keen eyes. And detection means instant rejection. 

It has taken over a century of effort to build 
Remington’s reputation for quality products. It takes 
constant watchfulness to maintain it, and constant re- 
Watchfulness and research have 


President 


search to improve it. 
given Remington leadership 
in the manufacture of arms, 
ammunition, and cutlery. 


REMINGTON ARMS COMPANY, Inc. 
BRIDGEPORT, CONNECTICUT 


Manufacturers of Arms, Ammunition and Cutlery—Criginators of Kleanbore Ammunition 


© 1932 R. A. Co 





The Greatest Value Ever Offered—The Remington Standard American 
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The Dixie Convention at Memphis 





GUY NASON L. P. BIGGS WALTER HARLAN 

Secretary-treasurer Secretary-treasurer Secretary-treasurer 
Mississippi Arkansas Southeastern Alabama, 
Association Association Florida, Georgia and 


RINGING together the retail 
B hardware merchants of six 

States, the Dixie Hardware and 
Implement Convention and Exposi- 
tion was held at Memphis, Tenn., 
April 26 to 28. The Hotel Peabody 
was headquarters, with business ses- 
sions and the exposition at Ellis Au- 
ditorium. The Dixie group included 
the Southeastern Retail Hardware 
and Implement Association of which 
Walter Harlan is secretary; the Ar- 
kansas Retail Hardware Association 
of which L. P. Biggs is secretary, and 
the Mississippi Retail Hardware and 
Implement Association of which Guy 
Nason is secretary. The Southeast- 
ern group includes the State associ- 
ations of Alabama, Florida, Georgia 
and Tennessee. The program, enter- 
tainment and exposition were planned 
under the joint direction of the three 
able secretaries. Gross attendance 
was estimated at about 400, with 
about 250 retail firms represented. 


W. C. Waddell, Greenville, Tenn., 
president of the Southeastern, pre- 
sided, and will long be remembered 
for his very human and almost home- 
ly remarks. Some said he was better 
than the famous Will Rogers, and al- 
most everybody agreed he was cer- 
tainly just as good. Billy Waddell 
has a dry wit about him that helped 
put so much additional pep into all 
sessions. 

Better 


merchandising, study of 
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Tennessee Associations 


costs which might be reduced and 
generally thinking about more efli- 
cient retailing of hardware and allied 
merchandise were the themes on 
which the convention progressed. 
While the men talked and studied 
business problems, the ladies played 
bridge, attended teas, took motor 
trips or went shopping. Memphis 
was a good host and everyone was 
well pleased with the gathering of 
hardware men from six States. 


Tuesday Afternoon 


Tuesday afternoon the convention 
got under way, with Chairman Wad- 
dell introducing the pfesidents of the 
several State bodies represented. E. 
B. Gallaher, treasurer, Clover Mfg. 
Co., Norwalk, Conn., made the open- 
ing address, as he has for several 
other conventions, under the subject 
“Fundamental Requirements.” Call- 
ing for further deflation, this speaker 
said although prices were down and 
many values were very good, consum- 
ers find it difficult to get money and 
so they hold on to what cash they 
may have. Consumers know that 
while prices are lower, many things 
are still too high. As an example, 
Mr. Gallaher said copper sells at 6 
cents per pound in the raw, yet costs 
30 to 35 cents per pound in finished 
products. Stating that a study of 
wholesaler-retailer distribution was 
more important than the assigned 


subject, the speaker called for lower 
costs, which he said could come only 
through greater economy, through re- 
tailers understanding wholesaling and 
wholesalers understanding retailing. 
If all retailers were master merchants 
they could not succeed without the 
wholesaler being the same, he said, 
and further if there were not a more 
definite tie-up between these two fac- 
tors, for more economical distribu- 
tion, other agencies would take their 
places. 

Citing the methods of department 
stores, where the buyer is responsible 
for the selling and must govern his 
buying accordingly, the speaker spoke 
of dealer owned jobbers, jobber 
owned retailers and other arrange- 
ments where the functions of whole- 
saling and retailing were closely 
united to serve the consumers. Mr. 
Gallaher also denounced the extrava- 





W. C. WADDELL 


Retiring Southeastern 
President 


gant wastes in government oper- 
ations. 

The brief discussion which fol- 
lowed clearly indicated the conven- 
tion’s belief that organized labor 
wages must be reduced as had all 
other incomes, particularly the 
farmers’. 

Leslie M. Stratton, president, Strat- 
ton-Warren Hardware Co., Memphis, 
talked on “After Depression, What?” 
telling of certain encouraging signs 
he could see in present conditions— 
notably, the decreased numbers of 
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| The time ts ripe for a 





RETURN 


to REA SON 


THE mad, mad days of ’27, ’28, and ’29. “Sets 
—give us sets!” The cry went up from thousands 
of throats. And the factories gave and the dealers 
received and the public came, saw, and bought. 
Sidewalks cluttered with shipping-crates. 
Streamers announcing that the New Super- 
Super Set was here—HERE, Ladies and Gentle- 
men, come in and see it, hear it, NOW! 

Sales-curves followed production-curves in a 
dizzy climb. The radio industry was Doing 
Well. And then, like a speeding car approach- 
ing a precipice, the crash. Down, down, down 
went the curves. The thud was awful to hear. 
The cries were pitiful. 

Confusion ... chaos . . . questionable prac- 
tices . . . distress-merchandise at a tragic frac- 
tion of their former mark-up . . . dealers going 
broke... . 
and-a-half years now. Wreckage all about. 

Columbia Phonograph watched this tragedy 
watched and waited. It be- 


manufacturers going broke. Two- 


sympathetically ... 
lieves the time is ripe for a return to reason, for 
a new deal all around, for new courage. With a 
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musical background of 42 years, it sounds the 
call to sanity—in production, in distribution, 
in advertising. 

It is ready to write off the hysteria of the last 
few years as history, to make a fresh start, with 
faith in the future. With a complete, new organ- 
ization, Columbia invites progressive distribu- 
tors and dealers who share its views, to share 
its reasoned optimism also. 

Visit the Columbia exhibit at the R. M. A. 
Show—Space B64-65-66; in the Grand Ball- 
room, Stevens Hotel, Chicago, May 23rd-26th. 
You will see new radio models, competitively 
priced, built with a rare knowledge of music- 
engineering, and housed in beautiful cabinets. 

Let us turn our backs on the mistakes of the 
past, and face tomorrow with bright courage. 
People are still people and America is still 
America. Columbia is going ahead on a sound, 
sensible manufacturing and merchandising pro- 
gram. Let’s discuss our plans—and yours—for 
happier days. Columbia Phonograph Company, 
Inc., New York. 
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bank failures, the work of the Recon- 
struction Finance Corp., the belief 
that chain store operations had 
reached the peak in 1928-29, and that 
in his immediate sales territory sales 
were 25 to 30 per cent higher for 
1932 when compared for the first 
four months of 1931. He prefaced 
his remarks, saying he was not en- 
tirely in harmony with Mr. Gallaher’s 
criticism either of wholesaling costs 
and the wholesaler’s knowledge of re- 
tailing, or in the blanket charge of 
wasteful government expenses. In 
closing, Mr. Stratton predicted 
growth for the hardware trade, par- 
ticularly in the return of many vol- 
ume lines which were formerly a 
common part of most hardware 
stocks. 

The chairman introduced Herbert 
P. Sheets, N.R.H.A. managing di- 
rector, Thos. B. Howell, N.R.H.A. 
president, and Chas. J. Heale, man- 
aging editor, HARDWARE AcE. Mr. 
Sheets told of his efforts to get mem- 
bers of Congress to realize the need 
for curtailing public expenses and 
Mr. Howell spoke briefly on the need 
of hardware stores being put in posi- 
tion to meet prices. 

The Wednesday morning session 
was devoted to a discussion of rela- 
tions with public utilities, in which 
the majority opinion was decidedly 
to the effect that competition from 
such sources were unfair, uneconomic, 
and should be curbed by legislation. 
All seemed to favor segregation of 
merchandising accounting and quite 
a large number were evidently in 
favor of legislation that would en- 
tirely prevent the utilities from sell- 
ing any merchandise. 

Wm. R. Collier, Southern Natural 
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Gas Corp., substituting for his broth- 
er, Chas. A. Collier, Georgia Power 
Co., opened the discussion giving the 
utility viewpoint, to the effect that 
utilities had found it necessary to 
build up power loads to obtain con- 
sumer acceptance for electrical appli- 
ances, which could only be accom- 
plished by merchandising activities. 
Admitting possible abuses, he felt 
they were usually individual com- 
pany faults and should not be 
charged broadly to the utility field. 
He spoke for cooperation in studying 
the situation, and for coordinated ac- 
tion, which he thought could be ar- 
ranged by getting to “know each 
other better.” Saying that the num- 
ber of wired American homes in- 
creased from 9,000,000 in 1920 to 
22,000,000 in 1930, he felt that 


hardware trade and the utilities 
had much in common trying to 
help consumers use more elec- 


tricity at lower rates, through the 
use of more appliances. Charging all 
antagonism between hardware deal- 
ers and utilities to misunderstand- 
ings, Mr. Collier cited many personal 
experiences where differences had 
been equitably adjusted. 

Commenting briefly on States hav- 
ing anti-merchandising laws, the 
speaker reported that such legislation 
had not accomplished any good for 
hardware dealers and believed such 
stringent measures would not be for 
the general good. When he had com- 
pleted his talk, Secretary Harlan told 
the convention the utilities had booths 
in the exhibit where any dealer would 
be most welcome and where differ- 
ences might be discussed. 

Jacob Hartz, Stuttgart, Ark., presi- 
dent of the Arkansas group, said dur- 








ing 1931 he heard of many private 
complaints by dealers, but that when 
his association investigated they were 
only able to get two specific exam- 
amples to work on. E. E. Mitchell, 
Morrillton, Ark., a past N.R.H.A. 
president, and a member of the in- 
vestigation committee, mentioned by 
Mr. Hartz, said he felt many of the 
charges quite just, but that there 
were. also some complaints entirely 
unfair and unjust. He granted the 
pioneering argument of utilities in 
the early stages, but failed to see 
where very recent intensive sales ef- 
fort, with long terms, special premi- 
ums, etc., represented any pioneering 
work. The hardware trade has pion- 
eered electrical merchandise also, he 
said, and further that enough hard- 
ware dealers were cutting each oth- 
ers’ throats in prices and terms com- 
petition without getting any help from 
utilities. 

Other dealers spoke favoring segre- 
gation of accounting and anti-mer- 
chandising legislation. John P. 
Greer, Loudon, Tenn., said the utility 
speakers were very smooth talkers, 
made you believe black was white, 
and would prove it you. He was in 
favor of “giving them hell,” believ- 
ing that when the lamb lies down 
with the lion, the lamb gets hurt. S. 
G. Thigpen, Picayune, Miss., presi- 
dent of the Mississippi association, 
thought the power companies were 
very good at making promises, but 
that he was in favor of protective 
laws. B. L. Noojin, Gadsden, Ala., 
told how he had offered a resolution 
to the St. Louis N.R.H.A. Congress 
(1930) calling for such legislation 
and said he believed utilities should 
not use their monopolistic advan- 
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PLYMOUTH 


SHIP BRAND MANILA ROPE 
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Guess! 


USE THIS CHART 


SALES BRANCHES 


New York 
Chicago 
Boston 


Baltimore 
New Orleans 
Fort Worth 


Your customers want a certain /Jength of rope for a job they have 
in mind, and they don’t care how much the rope weighs. But you buy 
Plymouth Rope by the pound, and have to figure your selling price the 
same way. What’s the quickest way of turning price-per- pound into 
price-per-foot ? 

This Plymouth chart is the answer. Decide what your selling price 
is per pound. Set the “index number” (under the proper diameter) at 
that figure. The chart automatically shows you the price for 100 feet. 
Any length under or over 100 feet can easily be reckoned. 

Tell your customers that strength, durability, and dependability is 
what they get when you sell them Plymouth Ship Brand Manila Rope 
— not dead weight. If rope has these qualities, the lighter it is the bet- 
ter. Demonstrate the value and econorny of Plymouth Rope by the use 
of the Rope-by-the-Foot Selling Chart. It will be mailed free of cost to 
any Plymouth dealer on request. 


PLYMOUTH CORDAGE COMPANY 
North Plymouth, Mass., and Welland, Canada 


The Rope You Can Trust 
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New Mississippi 
President 


tages to ruin any other phase of legiti- 
mate business. He granted the need 
of pioneering work and said all busi- 
ness did that—the ammunition manu- 
facturers, paint companies, etc., all 
worked hard to develop greater mar- 
kets for their wares, but in doing so 
did not spoil trade and income for 
any other group. 

Mr. Noojin said he believed any 
legislative relief would have to come 
fast, and charged that much of the 
press was utility controlled because 
of the large amount of advertising 
they placed. He cited evidence of 
newspapers failing to give space to 
anti-utility views because of advertis- 
ing considerations from such sources. 
Reading statements in a utility publi- 
cation regarding the results of Kansas 
anti-merchandising laws, he said all 
unfavorable comment from Kansas 
newspaper editors expressed regret at 
lost advertising volume, etc. 

B. H. Mathews, Camden, Ala., said 
he was a member of the Alabama 








legislature and that when anti-utility 
measures were proposed they were 
referred to committees favorable to 
the power companies and therefore 
nothing happened. His experiences 
with newspaper editors were about 
the same as charged by Mr. Noojin. 
Other members said about the same 
thing. 

Mr. Thigpen then talked from the 
hardware dealers’ view, deploring the 
lack of legislation to correct unfair 
competition from all sources, par- 
ticularly criticizing the leeway al- 
lowed monopolies like power com- 
panies, whose profits are protected 
by law. He felt that utilities had no 
more right to sell hardware to build 
their power loads than the railroads 
had a right to sell merchandise to get 
freight loads. On the latter point he 
cited the experiences of the railroads 
in selling coal. 

W. H. Hanna, Eldorado, Ark., vice- 
president of the Arkansas association, 
talked on the competition and cooper- 
ation effected in his State and told 
how the Arkansas association had 
favored legislating power companies 
out of merchandising. He said they 
met with utility men, formed com- 
mittees, and invited by questionnaire 
all complaints which could be proved. 
The net results of this work indicated 
five main abuses, which are: 1, long 
terms; 2, small down payments; 3, 
better rates on appliances sold by 
power companies and inference that 
goods sold elsewhere were inferior: 
4, free meters; 5, trade-in abuses, and 
6, long free trials. Mr. Hanna be- 
lieved utility executives intended to 
be fair, but felt they did not check up 
sufficiently on their department 


heads. He believed ’Arkansas deal- 








W. H. HANNA 
New Arkansas 
President 


ers were making progress in the mat- 
ter, but thought the depression had 
helped more than had the spirit of 
fair play. He also thought a re- 
sumption of better business might re- 
vive many of the abuses. In studying 
out the problem he said a great many 
hardware men were doing worse 
things than the power company in 
the selling of appliances, but that 
such situations had been generally 
corrected. 

Wednesday afternoon, T. W. Mc- 
Allister, editor, Southern Hardware, 
spoke on the costly mistakes of the 
past, using charts that showed cost 
data prepared by Harvard in 1929. 
From these charts and figures the 
speaker urged careful study of mar- 
gins, overhead costs, etc., and showed 
how unchecked costs could quickly 
eliminate profits, whereas reduction 
intelligently made would rebuild 
profits, even with declining volume. 

Saunders Norvell, president, Rem- 
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CHOOSE YOUR 


HOSE 


—we say 


A very important message about Goodyear Hose 
quality and value is going to be seen in a few days 
now by the largest reading-body of hose- buying 
people in America. 






It is an important message for you, too, to see and 
read, because it means HOSE SALES FOR YOU! 


In plain, brief, simple terms it tells the lawn-maker 
and the garden-maker that Goodyear makes a com- 
plete line of highest-quality lawn and garden hose 
from which they may choose according to their needs 
or pocketbooks — 


and that YOU have it for them. 


Take advantage of this widespread publicity given 
to Goodyear Hose in the May 21 Saturday Evening 
Post, Better Homes and Gardens, and other maga- 
zines. Have the Goodyear line for them to choose 
from. You know its quality is everything wesay. You 
know it is profitable for you to sell Goodyear Hose. 


Goodyear quality lawn and garden hose in- 
clude Emerald Cord — the finest ever built— 
Wing foot, Glide, Pathfinder and Elm brands 
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TUNE IN: Goodyear invites you to hear the Revelers Quartet, Goodyear Concert-Dance Orchestra and 
a feature guest artist every Wednesday night, over N. B.C. Red Network, WEA F and Associated Stations 
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DAZEY 


Che above picture shows a class being instructed in Buttermaking at the 
Mississippi State A. & M. College, DAZEY Churns being used. One of the 
young ladies in this picture won the State buttermaking contest ona DAZEY 
Churn. State Agricultural Colleges, Home Economic Demonstrators, and 
Industrial Schools use and endorse DAZEY Churns. ; 

This work is creating constant demand for Dazey Churns. You 

will find it advantageous to display several different sizes. 

DAZEY CHURN AND MANUFACTURING CO., ST. LOUIS 
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ON THE OUTSIDE 
LOOKING IN— 


Even the inquisitive youngster with 
snub nose pressed against your window 
is a prospect for a pair of skates or a 
camp axe. 
The commuter, the farmer, the house- 
wife, all who pass your windows judge 
pay you and your merchandise by your 
window displays. 
“Business goes where it is invited—.” 
and you will find the window displav 
ideas appearing constantly in HARD. 
WARE AGE of great assistance. 
Don’t neglect your best invitation to 
new and increased business. 

















ington Arms Co., Inc., New York 
City, then spoke, giving an address 
which is printed in full in this issue 
of HarpwarE AGE on pages 50 and 
51. He prefaced his remarks with 
the interesting news that his parents 
had been married in Memphis, in 
1852, and that a newspaper carrying 
the news of the wedding contained 
the advertisement of a hardware firm, 
still in business. This ad featured 
foreign made hardware, as that was 
prior to the development of Ameri- 
can factories. Mr. Norvell reviewed 
past panics and the immediate re- 
sults or aftermath and quoted from 
Dun’s report some figures on the 
hardware business. A point not cov- 
ered in his paper, but emphasized in 
his talk, was that older men who have 
been soldiering on their jobs at high 
pay will soon have to get out of the 
way for the younger men who are 
really doing the work and the think- 
ing and who soon must be better 
paid. 

Wednesday night the dinner-dance 
at the Peabody was well attended and 
much enjoyed. It was a fine party. 
B. L. Noojin was toastmaster and 
Mickey O’Hara and her dancing and 
singing girls put on a real bill of en- 
tertainment. The supper was fine 
and the dancing continued quite late. 

The closing business session was 
held Thursday morning. N.R.H.A. 
Director Hugh C. Ross, Jackson, 
Tenn., spoke on today’s problems, 
emphasizing the need for volume 
with a profit, the necessity for more 
concentrated buying, saying that from 
one or two jobbers should be enough. 
the need for restricting inventories 
and keeping down the accounts re- 
ceivables. _ He told how his own firm 
had gotten far afield in specialties 
and neglected their bread and butter 
lines, which he said would not hap- 
pen again. He was in favor of spe- 
cialties but thought they should not 
be exploited to the detriment of regu- 
lar lines, which in many cases could 
also be developed by the same degree 
of attention. On cutting down ex- 
penses he suggested that even phone 
bills, insurance bills and use of autos 
by salesmen could very easily be 
studied and considerable savings 
made. We must come back to sens- 
ible expenses, sensible living and 
get back to thrift and energy. 
Prima donnas must go, whether 
they be people or merchandise. 
In closing, he said he spoke as 
a national officer and invited hard- 
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ware men in his district to send their 
requests for national attention to him. 

H. F. Barnes, General Electric Co., 
Cleveland, Ohio, gave an interesting 
talk and skit which showed the right 
and wrong way to merchandise. His 
offering started with the singing of 
the Buttercup Song from Pinafore, 
which he said indicated that this lady 
was a merchant. She had her wares 
out. front and asked people to buy. 
He told how bootblacks, taxi men, 
paper boys, soda-jerkers and others 
all invited you to buy, and when you 
bought how some of them asked you 
to make the additional or second pur- 
chase of something related. To 
graphically illustrate his point six 
men in characters of paper boy, boot- 
black, soda-jerker, etc., all gave their 
familiar “shine,” “extra, extra,” etc. 
Mr. Barnes told of the importance of 
light as a selling factor, of its im- 
portance in the home and how it is 
best to sell lighting and not lamps. 
He commented on the very low cost 
of good lighting which is not gener- 
ally appreciated. Five fundamentals 
of profitable retailing, he said, are: 
1, window displays; 2, interior dis- 
play; 3, ask people to buy; 4, selling 
up to higher units of sale; 5, going 
out after business. 

W. I. Moody, secretary-treasurer, 
Orgill Bros. & Co., Memphis, gave 
the final talk of the convention. He 
thanked the dealers for giving his 
firm a birthday party, saying that the 
current month marked the 85th anni- 
versary of the business. He em- 
phasized the important place hard- 
ware and tools had always played 
and will always play in the progress 
of man and said lines sold by hard- 
ware stores were so basic that they 
would always be needed. He said he 
agreed with Mr. Gallaher that the re- 
tailers and wholesalers stand or fall 
together, but disputed the former 
speaker’s charge that wholesalers 
know nothing about retailing and 
said jobbers in the South know very 
intimately the retailers’ problems and 
were in close touch with them and try- 
ing to help solve them. He consid- 
ered jobbers’ buying activities very 
well regulated, told of the care exer- 
cised by his own company and said 
he thought other jobbers did the same 
thing. 

Newly elected officers were in- 
stalled by the seven associations rep- 
resented. Each made appropriate re- 
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marks and pledged their best efforts, 
and the convention was over. 


Officers Elected 

The Southeastern elected R. A. 
Norris, Covington, Ga., to succeed 
Mr. Waddell as president. Vice- 
presidents chosen are Chas. A. Camp- 
bell, St. Petersburg, Fla.; C. H. Mat- 
thews, Camden, Ala., and Ira B. Tay- 
lor, Trenton, Tenn. Members of the 
executive committee are W. C. Wad- 
dell, Greeneville, Tenn.; John E. 
Wallis, Sylacauga, Ala.; Ed. Jarman, 
Baxley, Ga.; M. Richardson, Law- 
renceburg, Tenn.; Peyton L. Yon, 
Tallahassee, Fla.; C. W. Truitt, Com- 
merce, Ga.; Jennings D. Cottrell, 
Leesburg, Fla., and G. S. Meserve, 
ex-officio, St. Augustine, Fla. 

Alabama dealers elected Chas. R. 
Rew, Leeds as president, succeeding 
J. M. Thompson, Boaz, and J. B. 
Stickney, Jr., Greensboro, as vice- 
president. Executive committee mem- 
bers are L. B. Sessions, Camden; W. 
L. McArber, Birmingham; J. I. Pitt- 
man, Fairhope; Fred Bell, Anniston, 
and N. C. Lee, Louisville. Advisory 
committee members are: B. L. Noo- 
jin, Gadsden; Locke S. Hunter, Alex- 
ander City, and J. M. Thompson, 
Boaz. 

Florida dealers re-elected Presi- 
dent, Lester McClung, Clearwater, 
and vice-president, B. C. Kickliter, 
Sarasota. Executive committee mem- 
bers are E. D. Patterson, Graceville; 
M. M. Ebert, Lake Wales; T. M. 
Treiber, Dade City, and V. M. Hoff- 
man, Appalachicola. Advisory com- 
mittee members are Fred H. Young, 
Lake City; C. X. Balfour, Winter 
Haven, and Peyton L. Yon, Talla- 
hassee. 

Georgia dealers elected Alex. Hall, 
Moultrie, President; succeeding Roy 
Breen, Jesup, and made H. E. Rag- 
land, Newnan, vice-president. Exec- 
utive committee members are: H. Kil- 
patrick, Thomaston; D. Holmes, Cor- 
dele; J. D. Hudson, LaGrange, and 
Marvin D. Norton, Marietta. Ad- 
visory committee members are Roy 
Breen, Jesup; C. W. Truitt, Com- 
merce, and J. E. Robinson, Thomas- 
ton. 

Tennessee dealers elected R. P. 
London, Jr., Johnson City, as presi- 
dent, succeeding W. C. McGee, Jack- 
son, and made D. E. Beasley, Dick- 
son, vice-president. Executive com- 
mittee members are J. B. Brown, Er- 
win; Joe Wright, Sweetwater; H. W. 

(Concluded on page 82) 
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THE SIGN oF 
HACK SAWS 


Uniformly Super-Strong, 
Speedy, Clean-Cutting Teeth 
That Quickly Bite Thru 
Toughest Metal 


That’s the secret of Lenox blades—the reason 
for steadily increasing orders and re-orders 
from satisfied customers year after year. 


That’s why we guarantee Lenox blades to 
equal,or better any blade on the market to- 
day, on any job, any time, any place. Lenox 
blades are sold on performance and uniform- 
ity—not on price. 


For genuine time-saving, money making value, 
they win out every time. 


Sell “The Blade in the Plaid Box’’ for satis- 
faction and profit. 
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HACK SAWS 


AMERICAN SAW & MFG. CO. 
Springfield, Mass., U. 8S. A. 
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Why not let 
Duluth help you 
to make your 
business better— 


ee 


Some folks figure that the 
stories we tell about helping 
hardware merchants to get 
more profit out of their busi- 
ness are just too good to be 
true. 

We don’t blame them in the 
face of present conditions but 
really we have the proof to 
back up these stories. 


It’s because we've helped so 
many that we feel we might 
help some more. 

Let us help you with your 
sales problems. 


Write for Catalog of Complete Line 


DULUTH 


OULUTH SHOW CASE CO, DULUTH, MINN 


Merchandising 
Installation 


Business Analysis 
Store Planning 
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BISMARCK 5. Builders’ Building 
Palace Theatre it. Continental Illinois Bank 
Metropolitan Office Bldg. Building 


. Merchandise Mart 13. Board of Trade 
(Marshall Field Whole- 16. Butler Bros. 


sale) 
3. Marshall Field Retail 20. Soldiers’ Field 
The BISMARCK is nearest to the Merchandise 
Mart and the wholesale district . . . the thea- 
tre district . . . and close to State Street 
stores. 


- NEW 
HOTEL 


Nn 


Large, light rooms . . . super-comfort beds 
soft water for bath . . . silent mail signal 
in each room . . four distinctive dining 
rooms . . . known for Good Food. 
Send for Booklet with Downtown Map 


Rooms with Bath, $3.50, $4, $4.50, $5, and $6 
Rooms without Bath, $2.50 


OTTO K. EITEL, Manager 


BISMARCK 


OTEL CHICAGO 
RANDOLPH AT LA SALLE 


Stressing Quality in Builders’ Hardware 





(Continued from page 60) 


gree. On this account, the use 
of the illustration bearing the 
slogan should be planned as an 
integral part of the advertising 
of all firms interested in builders’ 
hardware. 

An instance of the far-reach- 
ing effects of a program of this 
nature is furnished by the in- 
terest of the hardware firm of 
Kramer & Roder, Rotterdam, 
Holland, who have translated the 
slogan into Dutch and are using 
it on letterheads, postcards, 
pamphlets and window show- 
cards. The South Side Hard- 
ware Co., Peoria, IIl., and Reid 
& Co., Oswego, N. Y., are also 
using the cut on office stationery. 
L. M. Benda, Cleveland, Ohio, 
uses the cuts as “balancing units” 
on showcards, explaining that by 
putting one illustration on each 
side of his showcards a balanced 
effect is produced. The Massa- 
pequa Store, Massapequa, Long 
Island, utilizes the cut with good 
effect in a time table advertise- 
ment issued for the convenience 
of commuters. The hardware 
department of the Southampton 
Lumber Co., Southampton, Long 
Island, has had a rubber stamp 
made of the slogan and also 
small stickers which carry the 
message in a commendable 
fashion. Mac’s Hardware House, 
Johnstown, N. Y., uses the cut 
on monthly statements. Fowler 
& Green, Inc., Lowville, N. Y., 
have employed the illustration 
on envelopes bearing the firm’s 
advertisement, which are used 
for packaging small purchases, 
such as screws, etc. 

Lawson’s Hardware, Hastings, 
Neb., makes good use of one of 


the smallest sized cuts in a one- 
inch space in a home moderniz- 





ing publication issued by a local 





home improvement bureau. The 
Ayres & Galloway Hardware Co., 
Middletown, N. Y., make it a 
practice to use one of the cuts in 
every newspaper advertisement, 
regardless of what is being fea- 
tured in the copy. The Banning 
Hardware Co., Banning, Cal., 
use the cut in all newspaper ad- 
vertisements, as well as on state- 
ments and letterheads. When 
finishing hardware is advertised 
by the Bernhardt-Seagle Co., Le- 
noir, N. C., the cut is used as an 
accompanying illustration. 0. 
C. Alderman, Springfield, Mass., 
has made frequent use of the cut 
in newspaper advertisements. 
Rogers & Baldwin Hardware Co., 
Springfield, Mo., use the cut in 
an ad appearing in conjunction 
with a section of the local paper 
which features building news. 
The Wayne Hardware Co., 
wholesale, Fort Wayne, Ind., 
employed the cut in recent issues 
of its house organ, “Wayne 


Chat.” 
Cooperate by Using the Slogan 
The Champion Hardware Co., 


manufacturers, Geneva, Ohio, 
have used the cut with splendid 
decorative effect on direct mail 
advertising matter, and also on 
gummed tape, which the factory 
uses to seal cartons of hardware. 
This manufacturer, in comment- 
ing on the idea, says: “We 
think very favorably of this idea 
of trying to increase interest in 
good hardware for buildings and 
think if all makers and distrib- 
utors of builders’ hardware 
would cooperate by using this 
slogan it would eventually ac- 
complish for the builders’ hard- 
ware industry somewhat the 
same beneficial results as have 
been accomplished by the paint 
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industry with the slogan, ‘Save 
the Surface and Save All.’” 

If all factors in the hardware 
industry will unite in the use of 
the slogan it will accomplish a 
great deal of benefit and those 
firms who have not as yet pro- 
vided themselves with the cuts 
bearing the slogan are urged to 


do so as soon as possible. The 
more stores participating in the 
idea, the quicker its benefits will 
materialize. Begin using the 
cuts as soon as possible. They 
do not detract in any manner 
from advertisements-of any na- 
ture and would entail no addi- 
tional cost. 





Alverson Suggestion 


(Continued 


men who specialize on _ builders’ 
hardware, five on mechanics’ tools, 
and five on each of the other divi- 
sions. 


Work In Teams 


They would work in teams of seven 
and, instead of a two weeks’ orbit, 
would have a fourteen week swing 
with the other specialists of the same 
group following at two week inter- 
vals. Get that clear—no more dupli- 
cation of effort than with today’s 
method. 

A man can know builders’ hard- 
ware or mechanics’ tools, or at least 
have a good speaking acquaintance. 
He can give to the dealer or his inter- 
ested clerks information which will 
- make them better merchandisers. Be- 
cause a man specialized on Builders’ 
Hardware would not prevent his read- 
ing the want book, and taking orders 
on the other six-sevenths of the line. 
Lord knows that is now done all too 
often on seven-sevenths. 

The first thing this plan would do 
would be to eliminate that bane of 
both manufacturer and jobber—the 
missionary or specialty man. Now, 
he is necessary, if anything of a new 
or novel type is to be well presented 
to the dealer. 

Picture your sales meetings. I 
have appeared before enough of them 
to know how much or how little a 
general talk appeals. If, as in my 
case, your line is Tools some are inter- 
ested—others are frankly bored. A 
cigar, if the “No Smoking” sign is 
down, a story if you have one, a few 
words on general policy, or plans, 
and you hurry through for the next 
one, who talks on chicken fencing or 
food choppers, and probably tells 
them the same new story. You may 
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from page 68) 


invite questions before you leave, but | 


the returns will not detain you. 
Then, let me draw another picture 


of an appearance before Group B— | 


all interested in mechanics’ tools. I 
had a near approach to that once 
when I talked to the salesmen for a 
specialty house distributing a very 
limited line. I invited questions then 
and for ninety minutes these twelve 
or fifteen kept me busy, and I mean 
busy—with questions of almost a 
technical nature. 


Your sales meetings would offer 
occasion for specific instruction 








rather than opportunity to build or- | 
ganization morale or to discuss gen- | 


eralities. 

You may expect your salesman to 
oppose such a move. He will tell 
you of his customers. Your business 
will not be injured by a plan which 
makes them our customers—a plan 
which sells them on the 
handle and the service you give rather 
than the strength of a personal ac- 
quaintance. 

You may slightly increase your 
travelling expenses, but this will be 


more than off-set by the lessening of | 


the time when your salesman gives 
you his least efficient service—the 
days when he is in his home town. 
Every one of you can prove the 
value of such a plan by analyzing 
your own present sales force. You 
will say, for instance, Jim sells more 
builders’ hardware than any other 


man on our force in a territory not | 


particularly promising. Of course, 
Jim likes builders’ hardware, he 
has studied the line, he talks it freely 
and intelligently. Why not give Jim 
a chance to sell the thing he knows 
and likes, over a broader field? 


goods you | 


























Full Value— 


Always— 
Whatever the Price! 


For every popular priced toel in 
the Vichek line, there is a quality 
tool to meet the demand for highest 
grade items. In both price and 
quality groups, Vichek has concen- 
trated VALUE. 


Full value in small tools means 
satisfied customers—which means as- 
sured re-sales which means faster 
turnover and greater profits. 


The Vichek Tool Company 
3006 East 87th Street, Cleveland, Ohio 


Drivers, Hammers, 
Pliers 


Screw 
Chisels, 


Wrenches, 
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What is the 


RECONSTRUCTION 
Finance Corporation 
Doing ? 





It is acting as a great 
discount bank, and is loaning over $7,000,000 a day 


HESE loans are made to every part of the United States through com- 

mercial banks, savings banks, trust companies, joint stock land banks, Fed- 
eral intermediate credit banks, agricultural credit corporations, live stock credit 
corporations, and to the railroads, building and loan associations, mortgage loan 
companies, and insurance companies. as 

* The applications come in through the 33 branches and are carefully inspected 

locally as well as in Washington. But action is rapid, and one day’s operations 
will take in many of the above avenues of distribution in most sections of the 
country. 

The amounts loaned vary from a few thousand dollars to several millions, 
and due consideration is given the necessity of each case. 


WHAT ARE THE CHANGES IN THE ECONOMIC PICTURE? 


HROUGH the Reconstruction Finance Corporation, 


couraged the hoarding of currency and the sale of 
the enlarged powers of the Federal Reserve System, x 


‘securities. 





the campaign against hoarding, and the United Action for 
Employment, great fundamental changes have developed. 

Beginning in the summer of 1931 with the financial 
crisis in Germany, followed by the suspension of gold pay- 
ments in England, a tremor of fear went through the 
entire world. The shock manifested itself in America by 
enormous gold withdrawals on the part of foreign central 
banks which had been leaving their money on deposit with 
us for years. Bank failures increased rapidly in this coun- 
try as a result of the financial excitement, which en- 


This picture is now changed. Money is being returned 
to circulation. The resources of banks that failed in 
March are about equalled by the resources of the banks 
that reopened. People are becoming impatient with any- 
thing which is obstructing the return to normal trade and 


“normal living. The dollar is able to buy more in mer- 


chandise, services and securities than it has for many 
years. The active dollar is the only dollar that is val- 
uable, and it is now putting its more slothful neighbor to 
shame. 


THE NATIONAL PUBLISHERS’ ASSOCIATION 


“As the most nearly self-contained nation, we have within 
our own boundaries the elemental factors for recovery.” 


(From the Recommendation of the Committee on Unemployment Plans and Suggestions of the President’s Organization on Unemployment Relief) 
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Dealers Find Profit in Old Floors 


(Continued from page 49) 


homeowner to use. The sander chosen should also 
be of the dustless type and reasonably foolproof. 
In addition, it should be capable of removing old 
varnish from the average run of floors. 


Getting Started 


The success of a sander rental service is largely 
dependent upon advertising its availability and dis- 
playing the sander in a prominent space on the sales 
floor. Manufacturers of the machines are prepared 
to supply suitable circulars to enclose with letters 
and can furnish cuts and mats of the machine for 
use in newspaper advertisements. In introducing 
the idea a window display can be used to good ad- 
vantage. If the window happens to have a worn 
hardwood floor a portion of it about four feet square 
can be sanded with the machine until the boards are 
smooth and have a new appearance. The space 
can then be finished with a colorless varnish and a 
border of paint six inches wide around it will make 
it stand out as contrasted to the remainder of the 
floor. A sanding machine placed on such a display 
spot, accompanied by appropriately worded show- 
cards, will aid materially in arousing interest. The 
same idea is equally effective for use in interior 
displays, but if the sanded spot is on a raised plat- 
form still better results are obtained. A platform 
of this type can be inexpensively constructed with 
oak flooring as a top. It is important to continue the 
displays and advertising even after the introductory 
period so as to constantly remind prospective renters 
of the idea at times when they are receptive to it. 
A sign on the exterior wall of the store, as is illus- 
trated, can frequently be used with good effect. 


Outlay Is Reasonable 


While the investment in a first-class sanding ma- 
chine may seem large on first thought, it must be re- 
membered that the return is in proportion to the ex- 
penditure entailed. Many dealers have found ¢hat 
a dependable sanding machine, if properly pushed, 
soon returns profits over and above its cost. In 
fact, some dealers declare that their sander has paid 
for itself in 90 days or less, in addition to increas- 
ing sales of floor-finishing materials. All enterpris- 
ing hardware merchants are looking for aggressive 
ideas that will mean profits, and for these dealers 
the rental of sanding machines is well worth investi- 
gating. 
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Women Want It! 
Every Home Needs It! 


She NEW 
C OLUMBIAN 


DISHMASTER 
SINK FITTING DISH PAN 





FULL SINK SIZE 
I7" x I2"x 434" 


Not a narrow or small inefficient size 
made to sell at a low price but the full 
size most efficient and practical sink fit- 
ting “COLUMBIAN  DISHMASTER.” 








SPECIAL GET STARTED OFFER No. 1417 


Your choice Vitrox Green—Vitrox Ivory, White Rock assorted 
any way you wish. (If no color specified, will ship equal quan- 
tities of all three colors.) 

6 each, No. 140, size 17” x,12” x 434” 11 4/5 
quarts 

6 each, No. 170, size 1812” x 13” x 5”, actual capacity 15 


— Full Deal 12 Dish Pans 
Cost You 
Only $8.70 


Half Deal 6 Dish Pans, Cost You Only $4.35 
YOUR PROFIT OVER 50% 


, actual capacity 














We cooperate with you to cash in on the sweeping demand for the new 
Dish Pan by furnishing an attractive display poster to draw women to 
your store. This poster is printed in four colors and measures 28” x 2]”. 


COLORFUL LABEL on the side of each pan points out 
the advantages and does an eloquent selling job for you 
These sales helps given free with each Get Started Offer 
which your jobber has ready for immediate shipment 


ORDER FROM YOUR JOBBER 


If by any possible chance he cannot supply you, write us 
direct. 


COLUMBIAN ENAMELING & STAMPING CO. 


Terre Haute, Indiana 
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Panhandle Convention Sets New 


Attendance Record 





ED. N. NEER 


New President 


ARDWARE and _ implement 
H dealers everywhere will become 

exponents for the expansion of 
credit through government legislation, 
especially the reconstruction finance 
corporation measure, if they follow ad- 
vice given by Harry G. Davis, director 
of research for the National Associa- 
tion of Farm Equipment Manufac- 
turers, Chicago, at the 23rd annual 
convention of the Panhandle Hardware 
and Implement Association at Ama- 
rillo, Tex., April 18 to 20. 

Such a measure, in the opinion ex- 
pressed by Mr. Davis, will bring back 
good business. “What business needs 
now is credit enough for people to buy 
what they need and desire,” he said. 
“The law of demand must include de- 
sire if it balances with supply. The 
importance of credit is evidenced by 
the fact that the amount of business 
transacted annually is about 18 times 
the amount of outstanding money.” 


Distribution Costs 


Service to customers and the impor- 
tance of dealing with individuals rather 
than in merchandise were emphasized 
in practically every address at the 
three-day session. This year’s conven- 
tion broke all previous attendance rec- 
ords and an unusual degree of interest 
was manifested at all meetings. 

Ed N. Neer, of Portales, New 
Mexico, was elected president. T. C. 
Lively, of Pampa, Tex., was elected 
vice-president. On the new board of 
directors are T. C. Meinecke, and O. H. 
Nislar, both of Lubbock, Tex.; B. B. 
Kent, Perryton, Tex.; W. E. Smith, 
Carlsbad, N. M., and O. C. Watson, 
Clarendon, Tex. Mr. Neer was acting 
president in the absence of H. E. 
Williams, formerly of Lamesa, Tex., 
who since his election to office last year, 
moved from the region. C. L. Thomp- 
son, of Canyon, Tex., was re-appointed 
secretary-treasurer. 

Power farming, according to Dan 
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Cc. L. THOMPSON 
Secretary-Treasurer 


Scoates, secretary of the Texas 
Hardware and Implement As- 
sociation, College Station, 
Tex., is here to stay. While 
there may be a trend to get 
back to horsepower methods, 
it will be short-lived, in his 
opinion. 

Turning his attention to the 
hardware dealer, Mr. Scoates 
declared that he must be a 
better merchant tomorrow 
than today. He said that a 
need for better trained per- 
sonnel is apparent. He also 
told how many dealers are 
aiding both themselves and 
their farmer -customers by 
purchasing distressed stocks 
and used farm machinery, 
dwelling briefly on the subject 
of service on farm equipment. 

Convention speakers directed an at- 
tack at the costs of distribution and 
laid especial stress upon a need for 
more planning in advertising. Stock 
control, based upon the theory that 
when you control the unit, you con- 
trol all, came in for a large measure of 
discussion. 

Charles F. Nelson, of Oklahoma City, 
secretary of the Oklahoma Hardware 
and Implement Association, asserted 
that seventy-five per cent of all failures 
in the hardware and implement busi- 
ness last year were due to the lack of 
proper perspective on the part of the 
dealer. “There is every indication that 
most dealers are guessing at what the 
customer wants to buy and in most 






instances the guesses are wrong,” he 
declared. 

“The Road to Profit” was the con- 
vention theme, and H. P. Bangert, vice- 
president, Simmons Hardware Co., St. 
Louis, advised the dealers to “stick to 


the middle of the road.” Mr. Bangert 
declared a dealer should decide what 
items he wants to sell and then sell 
them. “A dealer does not have the 
responsibility of having every item in 
his store for which a human may ask,” 
he said. “Many dealers feel that if a 
customer comes in and asks for a 
patented gozinto, that it is a reflection 
on the dealer if he doesn’t have it. A 
dealer should determine his line and 
then stick to it.” Driving home factors 
on serving the public, Mr. Bangert told 
the dealers*they should know all about 
the merchandise they sell . . . “Know 
what your merchandise will do,” he 
advised. 

Operating expenses from the manu- 
facturer to the consumer were given 
due attention by R. H. Roberts, mana- 
ger, dealers’ Service Bureau, Hibbard, 
Spencer, Bartlett Company, Chicago. 
“Tt’s the cost of distribution,” he said, 
“that prevents the farmers’ hogs from 
reaching the stomachs of so many 
American people. 

Courage for the road ahead was given 
by Dan H. Wilmot, Roswell, N. M., past 
president of the association. He urged 
his feltow dealers to do the best with 
what they have, and make the most of 
present conditions. “Don’t stay in busi- 
ness just to keep from failing,” he 
pleaded, “but stay in business to ac- 
complish something.” He also urged 
the dealers to buckle their belts a little 
tighter, plan a little better, cut unnec- 
essary expenses, buy carefully, sell 
cautiously, but not to lose courage on 


“The Road to Profit.” 





The Dixie Convention at Memphis 


(Continued from page 77) 


Norton, Maryville, and C. R. Frank- 
lin, Winchester. Advi¥ory committee 
members are Lon Harkey, Sharon; 
Amos Wilson, Madisonville, and W. 
C. McGee, Jackson. 

Walter Harlan continues as secre- 
tary-treasurer of the Southeastern, 
Alabama, Florida, Georgia and Ten- 
nessee Associations, and serves as a 
member of the executive committees 
of the Southeastern, Florida and 
Georgia associations. 

The Arkansas Association elected 
W. H. Hanna, El Dorado, as presi- 
dent, succeeding Jacob Hartz, Stutt- 
gart, as president, and made Hubert 
Smith, Searcy, vice-president. L. P. 
Biggs, Little Rock, continues as secre- 
tary-treasurer. Members of the 
Board of Directors are J. S. Shad- 
dock, Camden; W. E. Browne, Con- 
way; W. C. Petty, Batesville; Bert 


Lewis, Fayetteville; Earl Young, 
Stuttgart; F. A. Stuart, Newport; J. 
B. Dunlop, Brinkley; J. W. Hamil- 
ton, Piggott, and C. W. Stedman, 
Paragould. 

The Mississippi Association elected 
W. H. Fincher, Lexington, president, 
succeeding S. G. Thigpen, Picayune, 
and made Ben Livingston, Drew, vice- 
continues as secretary-treasurer. Ex- 
ecutive committee members are L. P. 
Allen, Belmont; G. B. Ramsey, Stark- 
president. Guy Nason, Starkville, 
ville; C. E. Flint, Batesville; J. W. 
Hammer, Water Valley; A. D. Craw- 
ford, Vardaman; T. E. Dame, Tilla- 
toba; A. P. Turner, Philadelphia; 
George D. Payne, DeKalb; Geo. A. 
Alexander, Gulfport; M. B. Waring, 
Tylertown; C. H. Everett, Jackson, 
and I. S. Barnes, Jackson. 
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THE F. E. MYERS & BRO. CO. “BRAN”: 


PUMPS WATER SYSTEMS 


INE POWERED 





Where electric light and power lines terminate—the big market for Myers 


Driven Water Systems provide. 

Equipped with dependable engines, easily installed, exceptionally 
economical to operate, remarkably free from adjustments and 
repairs, these compact engine powered units for either shallow or 
deep well service present splendid opportunities for increased pump 
business to the dealer who has the vision to thoroughly canvass 
this market in his locality. 

New reduced prices, highest quality, dependable performance— 
it is plainly evident that this favorable combination of important 
selling points will appeal strongly to anyone who is interested in 
modern water facilities and who is looking for full value at low 
price !evels. 

To start, write or wire us immediately for catalog and complete 
information. 

















Self-Oiling Engine Powered Water Systems begins. They bring to the country 
home, small village, town, country estate, summer cottage, camp, park, service 
station or other isolated places the same reliable water service that Myers Motor 
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HAY TOOLS .. DOOR HANGERS 








CIR | WOOD SCREWS 


Wood, Drive, Coach, Machine, Set, Cap, Thumb 
SCREWS 


SPECIAL AUTOMATIC SCREW MACHINE PRODUCTS 


Stove. aN Sink 


BO 


Machine as a Stove and Tire _ Nuts, U. S. S. Nuts, 


. A. E. Castellated 


NUTS 


S. A. E. Plain 





Jack, Plumbers’, Register, int Furnace, Ladder, Sash 
CHAIN: 

Escutcheon Pins 

THE CORBIN SCREW CORPORATION 


THE AMERICAN HARDWARE CORPORATION, SUCCESSOR 


Speedometers Tachometers 
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NEW BRITAIN, CONN. 
Warehouses: New York Chicago Philadelphia 














Model Yachts Help Gregg’s Tool Sales 


(Continued from page 42) 


sundries and the miniature 
cup, which the season winner will 
receive for permanent posses- 
sion. The big cup must be won 
three times for permanent pos- 
session. 

Mr. Gregg states that he be- 
lieves that all plan purchasers 
will eventually build models; 
purchasing merchandise from his 
store for that purpose. 

For the hardware merchant in 
Port Richmond and vicinity, 
model yacht racing means fu- 
ture sales of hand and machine 
tools as well as sundries used in 
model yacht construction. And 
it will mean real profit as the 
“skippers” use only the best of 
tools and materials, which they 
can obtain. One member of the 
association states that there are 
not sufficient types or sizes of 
chisels or gages to satisfy the 
model yacht builder. 

Other types of hand tools re- 
quired are planes, saws, braces 
and bits, hand drills, hammers, 
clamps, wood rasps, hack saws 
and blades, cutting pliers, sharp- 
ening stones, large nose pliers, 
rules, dividers, soldering irons, 
vises, etc. Sundries needed in- 
clude sand papers, glue, var- 
nishes, plans, white lead, lac- 
quers, brushes, paints and small 
brass screws of various types. 
Various machine tools are used 
by those having the means to 
purchase them. 

Items, other than hardware 
lines, which might be carried for 
the community not accessible to 
cities or large sources of supply 
include small screw eyes, lead, 
brass, sheet aluminum, sheet 
brass, drawing instruments, Ger- 
man silver wire, sail materials 
and drawing paper. 

One particularly fine feature 
of catering to the needs of the 
model yacht builder is that it is 


practically an all year around 
sport. Racing may be done to 
advantage on ponds, from bank 
to bank; on small rivers and 
even on open bays. The Staten 
Island association races on a 
pond in a local public park, as 
well as on the open waters of 
New York Bay, each boat owner 
rowing after his craft, to make 
the necessary changes in sails 
and in the sailing course, which 
is triangular. 

In communities with good fa- 
cilities for racing of model 
yachts it would pay the hard- 
ware dealer to encourage the 
formation of similar associations, 
with the cooperation: of local 
newspapers and other merchants, 
whether hardware dealers, or 
suppliers of other materials 
needed for construction and fin- 
ishing of models, or merchants 
in entirely unrelated lines. If it 
can be done to advantage in Port 
Richmond, which is a part of 
New York City, it could cer- 
tainly be managed in rural com- 
munities having local spirit and 
reasonably good facilities for 
racing. 

The Greggs and other mer- 
chants donating awards <pecify 
that winners of their awards 
shall permit the donor to display 
the winning boat, together with 
the award in the donor’s window. 
Yachts in competition for awards 
may be limited as to size in any 
or all of three points: sail area, 


displacement and water line 


length. 

Eight months ago the Staten 
Island Model Yacht Association 
was founded. It is already af- 
filiated with the Model Yacht 
Racing Association, a national 
organization, which conducts its 
own regattas and competes with 
the champion “skippers” of 
other nations. Land has been 
granted to the association, which 
now has forty members and a 
waiting’ list, in a city park for 
the club to construct its quarters, 
shops, etc. The building is now 
under construction. 

The Staten Island group now 
includes hardware dealers, a 
photographer, bankers, an elec- 
trician, lawyers, a doctor and ac- 
countants, with men and young 
men in other professions and 
trades. Racing and building of 
model yachts appeals to men and 
young men as well as boys and 
some of the most enthusiastic 
fans in this sport are themselves 
owners and skippers of pas- 
senger carrying racing boats, in 
fact the commodore of the 
Staten Island Model Yacht Club 
is the owner of a “Star” class 
sail boat. The members of the 
association have 80 boats, rang- 
ing from 21 inches in size to 7 
feet in length, all constructed by 
their owners. 

This sport attracts unlimited 
interest at all times. Several 
manufacturers of hand and ma- 
chine tools publish model yacht 
plans, which are a great help in 
promoting this sport. 





Paint Is 25 Per Cent of Traylor’s Sales 


(Continued from page 41) 


the great bulk of the Traylor 


. business, painters of the com- 
j, munity find their way often into 
the store. 


They receive a mod- 
erate discount from the retail 
price. It is interesting to note 


that the matching service already 
referred to is one which painters 
quite often use. Much of this 
business is on a credit basis. The 
store has found it advantageous 
to enforce a rather low credit 
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In lis Field! 


The New 
Chapin Lawn Edge Trimmer 
Means MORE PROFITS for 
You This Spring and Summer 


CAPITALIZE on this remarkable profit-making item. 
Does the job of an expert; digs a trench along the side- 
walk, cleans it out and trims the edge in one single, 
speedy operation—nearly as quickly as the operator can 
walk along. 

CAPITALIZE on it! Every family with a home and yard is 
your prospect. Sell one to every purchaser of garden tools, seeds, 
ee. 

THIS WINDOW CARD FREE CAPITALIZE 
With initial order for one Dozen or on the five color oil 
more Trimmers paint window card, 

shown here. Dis- 


play it in your win- 
dow. It will tell 
folks you have 
something they 
have long needed. 
It will bring traffic 
into your store... 
will increase your 
sale of other pur- 










TRIM THE 
EDGES OF 
YOUR LAWN 
in this easy 





( chases. 
NEW WAY: Will not be sold 
thru mail order 


houses or chain 
dollar stores . 
your protection. 


Ask your jobber 
or write The R. E. 
Chapin Mfg. 
Works for liberal 
discounts based on 
75c retail price. 





Order from your 
jobber, or write us 
and tell us _ his 
name and address. 
He will bill you. 
We will send the 
Window Display 
direct to you. 





LAWN EDGE TRIMMER 
Splendid 75c to $1.00 Seller 


This sturdy tool, built to last, is attractively finished in bright 
red enamel. 

Made of high grade heavy gauge steel. Heavy varnished hard- 
wood handle, securely fastened with welded on steel band. 








' Manufacturers’ Agents: IMPORTANT! 


Write us for liberal proposition introducing this fast- 
selling article to jobbing trade. Good territories still open. 


dee Ts & CATE vee: eos 


29 LIBERTY STREET BATAVIA, N. Y. 
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STOP 


Garage door troubles 
before they start! 


Allith Garage Door Hardware 


Allith 40-90 Garage Door is a jam-proof, stick- 

_proof, weather-tight, one-piece door that’s trou- 
ble-free from the start. On a new installation it 
pleases contractors with the ease with which it 
is put up and pleases customers with its ability 
to stand up perfectly under hard usage. It quickly 
converts folding-sliding or swinging doors into 
a one-piece, overhead door. Perfect performance 
is assured by counter-balance weights — no 
springs. 





Open door gives full and complete side clearance 
of opening and with back bumpers of car almost 
touching the closed door—door will open, clear- 
ing all present day cars with room to spare. 
(Illustration below.) 


Door may be locked or unlocked, opened or 
closed, from either inside or out. Cylinder lock 
included in set of hardware. Two-car garages 
without center pier can be readily equipped. 
Allith’s 40-90 hardware will carry a single piece 
16 foot door, as readily as an 8 foot door. Spe- 
cially designed weights permit adjusting of 
counter-balances quickly, without using tools. 


alt, 


Write today for 
details and prices. 
Learn more about 
Allith Garage Door 
Hardware, Spring 
‘| Hinges, Industrial 
Door, Fire Door, 
Airport Deor 
Hardware, Rolling 
Ladders, Door 
™ | Hanger, Stadium 
Seat Brackets, 
Certified Malleable 
‘| Iron Castings, Mal- 
‘| leable Iron Wash- 
‘| ers and Overhead 
|| Carriers. 


WwW 





Allith-Prouty Company 


Danville Illinois 
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limit—around $30 in most 
cases. 

Despite the heavy contribution 
of sales which paint makes, the 
line is not given a preferred dis- 
play position within the store, 
being located well back. A 
change to front-of-store position 
is contemplated. .In display 
windows, however, paint is given 
a real play. It is shown at least 
one-fourth of the time, although 
the store’s display space is not 
great. 

A bright snappy front, and in- 
terior made attractive by paint, 
are good advertising features for 


the line as are, also, store front 
signs on paint. 

The real story of paint success 
here is the story of Elmer Tray- 
lor and his keen interest in the 
line. He studies it day in and 
day out. He is never happier 
than when counseling with a cus- 
tomer with a paint problem. 
One by one the situations which 
“stumped” him at first have been 
mastered. 

“Know your stuff, and the 
public will buy from you,” ob- 
served Elmer Traylor. That’s a 
mighty good slogan for a hard- 
ware store paint department. 





Marvin’s Store Meetings 


(Continued from page 62) 


arrangements to install some sim- 
ple form of a stock record.” 

“Now fellows,” he added, “I 
have an announcement to make. 
I have just about decided to open 
a branch store in the Crestwood 
section. The trade of that sec- 
tion is not coming to us as strong- 
ly as it formerly did. Most of 
the people out there drive cars, 
and the parking space here in the 
center of town is limited. Some 
of them have formed the habit of 
driving over to Preston to shop. 
I believe we could hold that trade 
if we had a small, but well- 
equipped store out there. Any- 
how, I want you to think it over 
and give me your views at the 
next meeting.” 

“By the way,” he continued, 
“Van and Bill looked over that 
basement salesroom we talked 
about recently, and we have a 
plan all worked out. The car- 
penters will start on the job Mon- 
day. May’s friend Mabel Harri- 
son has kindly agreed to help us 
in the matter of merchandise se- 
lection and arrangement. She 
will be over here in a week or 
so, and be at one of our meet- 
ings. Meanwhile she has recom- 


mended Irma Baldwin, who for- 
merly worked with her and who 
now lives here, as the proper girl 
to take charge of the new depart- 
ment.” I have talked with Irma, 
and it is all arranged. She wants 
to come into the store at once, in 
order to learn the stock and help 
in arranging the new housefur- 
nishings quarters. While her 
salary doesn’t start until the first 
of the month, she has volunteered 
to begin work Monday. I want 
you all to help her in every way 
possible. That will be about all 
for this evening. ‘Besides the 
lunch is ready and I think you 
are all ready for it. I know I 
am.” 

“Tt won’t be long now, Van,” 
said May Garvin quietly, as they 
sat at the improvised tables 
drinking their coffee. “I’m go- 
ing to miss you a lot here at the 
store.” “And I’ll miss you too, 
dear,” Van replied soberly. “The 
days will be long out there at 
Crestwood. You’ll be in my mind 
from morning until night.” Then 
he smiled tenderly and said: “It 
won't be long either until that 
big dream of mine comes true; 
that cottage with the garden and 








flowers and you. I’ve got my eye 
on a place already.” “Yes,” said 
May happily, “and that reminds 
me—the savings account is grow- 
ing and there’s ten dollars to 
come out of your envelope for it 
tomorrow.” “You'll get it, dear,” 
he answered. “I’ve already got 
it,” said May, with a roguish 
smile. “Don’t forget that your 
private banker makes up those 
pay envelopes.” 


Things to Know About 
Glass 


(Continued from page 45) 


waste. The diagram shown in 
Figure A illustrates how this is 
accomplished. 

Drilling Glass 

To drill holes in glass, break 
a three-cornered file in half, 
grind down the three corners, or 
the three edges, to a sharp 
pointed bit, place in a brace, 
cover the portion of the glass 
where the hole is to be drilled 
with a small lump of putty. With 
the end of the finger form a well 
in the lump of putty, then fill 
well with turpentine. The tur- 
pentine softens the glass, while 
cooling and tempering the file- 
bit, and also speeds up the drill- 
ing process. This drilling idea 
is especially useful in sport 
windshields, mirror hanger holes, 
store front runs, cash holes and 
glass speak holes. An interest- 
ing example of the use of the 
idea is shown by the job illus- 
trated in Figure B, which is fre- 
quently ordered for cashiers’ 
booths, bank cages, etc. 

In the job illustrated, the first 
step is to make the cash opening. 
Drill holes where the cuts will 
meet first (on the angles), then 
cut to.the holes. The holes stop 
the cuts from running. Tap cuts 
and the job will come out with a 
few inner cuts. Cutting the talk 

(Continued on page 88) 


HARDWARE AGE 














OF 
4 


J 


a 
a 
ae 
as 
we 
—s 
—sF 
—a 
| 





Your customers will like Eagle 
Wood Screws. They assure quality, 


satisfaction and a good profit. 


Eagle Screws are precision made 
with clean slots, uniform heads, sharp 


points and accurately cut threads. 


All styles... Alll sizes...prompt ship- 


meni. 


od 


The Eagle Quality Line 


Night Latches 
Trunk Locks 
Front Door Sets 


Wood Screws 
Stove Bolts 
Machine Screws 


Store Door Sets 
Padlocks 
Cabinet Locks 


Excie {Bc ice CO. 
26 Warren Street -- New_York 


Branch Offices: 
521 Commerce St. '77-I79N.FranklinSt 114 Bedford St 
Philadelphia, Pa. Chicago, Ill. Boston, Mass 
Works at Terryville, Conn, 
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oe PO RY Pree Pere Pe eee De State 


5 a Day EXTRA Income 


ALL CLEAR PROFIT 


from RENTING this New 
DREADNAUGHTE6 


“SIX months ago I purchased one of your special 

sanding machines which I put into rental service. 
With very few exceptions I have had this machine 
out every day including Sundays at $5 per day. 





“lve paid for the machine through these rentals 
over and over again—and have shown excellent ad- 


| ditional profits on sandpaper, shellac, wax and var- 
| nish.” 





So says J. Alexander, dealer at Richmond Hill, 
N. Y.—and he simply echoes an experience typical 
of hundreds of cases throughout the country. Home 
owners, decorators, contractors and _ build- 
ers are paying hardware dealers $5 and 
$6 a day for the rental of this spectacu- 
lar new sander that has the whole 
sander world talking about its amaz- 
ing speed, power, efficiency and low 
cost. Find out the details of this 
big new EXTRA profit plan today. 
Clip and mail the coupon NOW! 
















~ _ CheNew- ,, 
DREADNAUGHT 6 


PORTABLE DUSTLESS SANDER 


The Result of 16 Years of 
ckhnowledged Leadership 








i) ue 
MAIL THIS =. 
‘qo}t} Je}, | 
NOW! 


Clarke Sanding Machine Co., 
Dept. PO-25, Muskegon, Michigan 


Send complete information on your new Dreadnaught 6 Dustless Portable 
Sander and New Rental Service Plan. 
Re ee ee ee EET OT TR LTT ULE TPCT OPE CLUE re ore 
PE Saas cer debe tee hsp h6 oes Vie Ses KebatedanrdseKdossracseneaee 














hole is the next step. As the 
first step, cut the required circle. 
Tap this. Then cut a smaller 
circle within the larger one. This 
operation relieves the strain 
from the larger outside circle. 
Next drill a hole within the cen- 
ter circle. Cut criss-crosses in 
the center circle, tap, and the in- 
ner circle should come out, there- 
by relieving the strain from the 
outer circle, which, with a few 
cuts and taps, will come out, too. 
In circle work of this type, al- 
ways work from the outside in, 
and then from the inside out. 
The principles and procedure ex- 
plained should assist in all nov- 
elty and fancy cutting, such as 
glass for grandfather clocks, etc. 
Testing Cuts 

In testing cuts for quality, the 
use of the Deaf Man’s test is rec- 
ommended. As the deaf man 
cannot hear his wheel sing or 
cut, he can only trust to his eyes. 
By holding the glass at a slant 
up to the light and looking for 
the silver glean that shows itself 
in all clean cuts, it is possible to 
check quality. This silver cut 
test is also good for testing cut- 
ters for skips, sharpness, etc. In 
making the test outlined for 
quality, it is well to remember 
that a deep cut shows white, 
while a real cut, meaning a light 
cut, shows silver, and a skip, or 
a cut made too lightly, shows 
blank. A blind man is enabled 
to judge his cut by sound and 
touch, especially sound. He is 
able to do this because a true cut 
sings with as much tone as a true 
note of music. This is why a 
scratch jars a cutter’s trained 
ear the same as a discordant note 
jars a musician’s ear. 


Other Suggestions 


One can sharpen a steel wheel 
with an oil stone, more or less 
in the same manner as one 
sharpens a knife blade. After 
honing the wheel, pull the wheel 


deep down between the grains of 
a piece of soft, yellow pine, there- 
by removing too much wire edge 
on the newly-sharpened wheel. 

Don’t forget that good two- 
edged wood scrapers can be 
made from scrap glass strips, 
measuring about two by five 
inches. First score the two op- 
posite edges of the glass with a 
file, then blow your warm breath 
over the cold glass, and across 
the notches, breaking cut with the 
knuckles. Hoboes have been 
known to shave with the idea. 
Old shoe cobblers formerly 
rounded their shoe soles with 
similar scrapers and some cabi- 
netmakers still prefer glass for 
fine scraping. 

To cut a circle with tin snips 
dry (can also be done under 
water). Take a piece of scrap 
glass, say S. S. B. 4x4. Cut the 
corners off first, then slowly 
round off the remainder of the 
glass to a circle. 

To easily remove hard putty 
from old sash, first paint alcohol 





over the hard putty, and then 
strike a match to the alcohol; the 
heat serves to soften the putty. 

To match the fresh putty to the 
color of the old sash, dust a 
matching dry color over the 
putty. The dry color will stick 
and give a quick painted result. 
The dry color also helps dry the 
putty, and any excess that falls 
on the glass helps to clean up the 
putty smear! 

Several different types of glass 
racks can easily and inexpen- 
sively be constructed to permit 
an average sized glass stock to 
be carried in a small space. If 
appearance is not a factor, glass 
boxes can be placed one on top 
of another to form a very ser- 
viceable rack. For convenience, 
it is best to have the rack ar- 
ranged so that the small sizes are 
nearest to the cutting board, 
medium-sized next, and the larg- 
est sizes further away. Several 
manufacturers and distributors 
of glass are prepared to provide 
directions and plans for racks. 





Swat the Fly-by-Night 


(Continued from page 46) 


and shall have been continuously 
engaged in the mercantile busi- 
ness in the City of Topeka, he 
shall be considered as perma- 
nently located in the City of To- 
peka and the City Treasurer 
shall upon written request, re- 
fund the said Five Hundred Dol- 
lars ($500.00) to said merchant, 
his heirs or assigns. If said mer- 
chant shall discontinue the busi- 
ness within 365 days from date 
of said license, the City Treas- 
urer shall thereupon immedi- 
ately credit the Five Hundred 
Dollars ($500.00) to the General 
Fund and it shall be distributed 
in like manner as all other mis- 
cellaneous receipts, in accord 
with the current budget per- 
centages. 





“Section 5. Any person, firm 
or corporation, violating any of 
the provisions of this ordinance, 
shall be deemed guilty of a mis- 
demeanor, and upon conviction 
thereof, shall be punished by a 
fine of not less than Five Dollars 
($5.00), nor more than Fifteen 
Hundred Dollars ($1,500.00) 
for each offense. 

“Section 6. That Ordinance 
No. 6185, approved November 
6, 1931, and all other ordinances 
and parts of ordinances in con- 
flict herewith are hereby re- 
pealed. 

“Section 7. This ordinance 
shall take effect and be in force 
from and after its passage, ap- 
proval and publication in the 
official city paper.” 
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There Are Many 
Ways To Gain 
The Women’s Trade 


ND this trade is 

well worth hav- 
ing! Do you know 
that in some sections 
49% of the customers 
are women? How 
many of your custom- 
ers are women ? 


Items such as paint, 
varnish, lacquer, 
housefurnishings, 
kitchenware, electri- 
cal supplies, etc., all 
lend: themselves to 
displays and sales 
ideas that willattract 
women to your store. 


Read the articles that 
frequently appear in 
HARDWARE AGE 
telling how mer- 
chants everywhere 
are gaining this de- 
sirable trade. 


Hardware Age 


239 West 39th St. New York City 
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written in Flake Graphite 
for more than 100 years 


This is the identifying mark of 
Dixon’s Graphite. The combina- 
tion, Dixon’s and Graphite, have 
been synonymous all over the world 
for more than 100 years. 


And, another word that is closely 
linked with these two is—lubrica- 
tion. These three are inseparably 
linked in the minds of thousands of 
mechanics, maintenance men, and 
engineers, for unquestionably 
Dixon’s Flake Graphite has its place 
in every well planned scheme of 
lubrication, and as an auxiliary 
lubricant with oils and greases it is 
generally recognized as benefiting 
the base lubricant. 


If you have never had the how, 
where, and why of Dixon’s Flake 
Graphite lubrication explained to 
you, write for it today. Or, better 
still, send us an outline of your 
lubricant sales problems and we'll 
tell you how Dixon’s can help you. 


Joseph Dixon Crucible Company 
Jersey City DON New Jersey 


Established 1827 
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NRHA CONGRESS TO MEET JUNE 13-16 IN 


WEST 


BADEN SPRINGS, INDIANA 


Herbert P. Sheets, managing‘ 

director, NRHA, has announced 
that the board of governors has 
selected West Baden Springs Ho- 
tel, West Baden Springs, Ind., for 
the 1932 congress, which will 
open proceedings Monday even- 
ing, June 13, to continue through 
the afternoon of June 16. Mr. 
Sheets stated that West Baden 
Springs was selected in response 
to a demand for a more central 
location, involving lower expendi- 
tures for railroad fares, and pro- 
viding a place where hardware 
delegates will have hotel facili- 
ties practically to themselves, 
away from all distractions. 
‘ Hotel rates include a conven- 
tion banquet, an afternoon bridge 
party and tea, golf course privi- 
leges, swimming pool, etc. Spe- 
cial summer railroad rates, round 
trip, will. apply as far west as 
Golorado and to all eastern and 
southern points. 

It had been planned to meet in 
Minneapolis, Minn. 


W. E. LAMNECK CO. TO BE 
AUCTIONED MAY 19-21 


By order of the U. S. District 
Court, Industrial Plants Corp. 
(of Ohio), Huntington Bank 
Building, Columbus, Ohio, wiil 
sell at public auction the entire 
land, buildings, merchandise, ma- 
chinery, dies, patents, furniture | 
and fixtures of the W. E. Lam- 
neck Co., 416 Dublin Avenue, 
Columbus, Ohio. The auction 
will be held May 19, 20 and 21. 

The Lamneck company is one 





of the largest manufacturers in 
the United States of furnace | 
pipe, stove pipe, registers, laun- | 





dry dryers, agricultural products, 
etc. 


THE NUTMEGGERS HOLD 
GET-TOGETHER PARTY 


The Nutmeggers held a joint | 
‘ get-together party May 11 at the 


City Club, Hartford, Conn., with 
The Connecticut Hardware Asso- 
ciation and the Connecticut 
Paint Salesmen’s Club. Morris 
S. Sherman, editor, the Hartford 
Courant, Hartford, Conn., daily 
newspaper, was the guest speaker 
on the topic “Our Present Day 
Politics.” 


W. E. PEPER ADDRESSES 
HARDWARE BOOSTERS 


Walter 


eastern 


E. Peper, - manager, 


division, Stewart-Davis 
Advertising Agency, New York 
City, the April 30 
meeting of the Hardware Boost- 
ers, held at the Hardware Club, 
New York City, on the subject 
of “Aviation.” Mr. Peper, a for- 
mer manager of accessories, Cur- 
tiss Wright Flying Service and 


addressed 


sales engineer, Bellanca Aircraft | 


Corp., discussed the economics 
of flying. 

President Roy C. Schmidt, 
Stanley Works, conducted the 
meeting. In the absence of sec- 
retary H. R. Conner. Pike Mfg. 
Co., who is recovering from an 
appendicitis operation, Fred 
Hichman, John Russell Cutlery 
Co., acted as secretary. 

The association voted to re- 
sign from active membership in 
the National Council of Travel- 
ing Salesmen’s Associations, but 
to continue its moral support. 


| - 
-| become associated 


| 





W. T. WILLIAMS JOINS 

W. T. Williams has recently 
with A. H. 
Deveney & Co, manufacturers’ 
agents of Atlanta, Ga., and will 





W. T. WILLIAMS 


assume his new duties on June |. 
He will have for his territory 
North Carolina, South Carolina, 
Virginia, West Virginia, eastern 
Kentucky and east Tennessee. 

For the past ten years Mr. 
Williams has represented Peck, 
Stowe & Wilcox Co., in the cen- 
tral southern states. He will 
continue to make headquarters 
at Burlington, N. C. 


MATERIALS HANDLING 
CONGRESS IN DETROIT 


On May 4-5 a Management- 
Maintenance-Materials Handling 
Congress was held at the Hotel 
Statler, Detroit, Mich., under the 
sponsorship of divisions of The 
American Society of Mechanical 
Engineers cooperating with The 
American Foundrymen’s Associa- 
tion and the Materials Handling 
Institute. John H. Van Deventer, 





editor, The Iron Age, affiliated 
with the United Business Pub- 
lishers of which HarpwARE AGE 
is a division, spoke on “Licking 
the Octopus of Depression.” 





ATLANTA DISTRIBUTORS 
HELD AUTOMOTIVE AND 
PARTS EXHIBITION 


Recently King Hardware (o. 
and Beck & Gregg Hardware 
Co., both of Atlanta, Ga., co- 
operated with five exclusive au- 
tomotive wholesalers in conduct- 
ing the Atlanta Jobbers 1932 
Parts and Equipment Show. The 
show lasted four days at ihe 
Palais Peachtree, Atlanta, with 
the following exclusive automo- 
tive wholesalers taking part: Al- 
exander-Seewald Co., American 
Gear Co., Automobile Piston Co., 


| Genuine Parts Co. and South- 


ern Bearings & Parts Co. At- 
tractive colored broadsides ad- 
vertised the show. 

Large crowds attended the ex- 
position to view the lines of more 
than one hundred and forty fac- 
tories having exhibits. Many 
wholesale distributors from all 
over Georgia and other south- 
eastern states visited the show. 

During the show all traveling 
representatives of the King or- 
ganization were, called to Atlanta 
to attend. Mornings were spent 
on hardware catalogs and sample 
work, while the afternoons and 
evenings were spent in studying 
exhibits and welcoming their 
customers attending the exhibi- 
tion. 

Each of the King salesmen 
was furnished with a list of the 
names of the associated factories 
whose products the company 
handles. The salesmen were re- 
quired to visit each of the fac- 
tory representatives and to have 
their sheets signed to that effect. 





A group of attendants at the Dixie Retail Hardware convention, held at Memphis, Tenn. 
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Like a fine jewel in its clear brilliance, Lustraglass has set 
a new standard for window glass far above competition... 
Look along its smooth, beautiful surface or view it at the 
edge in comparison with any other brand . . . You must admit 
that Lustraglass is obviously superior. It is the whitest of all 
glass made for windows. It transmits more daylight and a sub- 
stantial amount of the shorter ultra-violet rays of sunlight, yet 
costs no more than ordinary window glass .. . Lustraglass is 


an ornament for any building. Specify it. Send for literature. 


AMERICAN WINDOW GLASS CO. 


Farmers Bank Building Pittsburgh, Pennsylvania 





® Here’s your proof—29 days’ growth of tomato plant 
from seeds planted under (1) Lustraglass, (2) ordi- 
nary window glass... Note very marked differ- 


ence in height, spread and root development. 


USTRAGLASS 


FLAT=-DRAWN 2 
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HE IS QUICK 
ON THE TRIGGER 





HIS operator ofa power driver 

is skillful. Make no mistake 
about that. But sometimes he fails 
to pull the trigger which stops 
the power driver on the split 
second the screw is in. 


He likes to use a power driver on 
American Screws, knowing that 
their tough heads will stand 
sudden and extra strain. 


This man is a typical user. 
He can do any job better 
with American Screws. 


STOVE 
BOLTS 


AMERICAN SCREW CO 


PROVIDENCE,R.I.,U.S.A. 


WESTERN DEPOT,225 WEST RANDOLDH ST.CHICAGO, ILL. 


Put lt Together With Screws 


TIRE 
BOLTS 


MACHINE 
SCREWS 
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BASEBALL WEEK 
DISPLAY WINNERS 


First prize in the National 
Baseball Week window display 
contest for 1932 was won by J. 
F. Bronsing, display manager, 
Bry-Block Mercantile Co., Mem- 
phis, Tenn., with a window de- 
picting “Steps to Baseball 
Fame.” 

H. A. Fitzsimmons, Armstrong 
Clothing Co., Cedar Rapids, 
Iowa, captured second prize, and 
Walter Nash, A. G. Spalding & 
Bros., Los Angeles, Cal., was 
awarded third prize. Other prize 
winners were: George F. Hauber, 
Maxwell Hardware Co. (College 
Branch), Berkeley, Cal.; Loren 
Cline, Rosenthal’s, Sedalia, Mo.; 
I. Gernert, M. S. Young & Co., 
Allentown, Pa.; C. S. Donoghue, 
Carlisle Hardware Co., Spring- 
field, Mass., and W. H. Sanford, 
A. G. Spalding & Bros., San 
Francisco, Cal. 

The display contest attracted 
more entries than last year, indi- 
cating a renewed interest in 
baseball promotion by stores. 
The contest was sponsored and 
prizes were awarded by The 
Sporting Goods Dealer, a trade 
publication, St. Louis. 





ELECTRIC REFRIGERA- 
TION COMMITTEE 


With the appointment of four 
additional members to the execu- 
tive committee of the Electric 
Refrigeration Bureau, just an- 
nounced by chairman J. E. Da- 
vidson, every one of the ten man- 
ufacturers contributing to the 
maintenance of the bureau, with 
the exception of Universal 
Cooler Co., Detroit, Mich., is now 
represented on the committee. 
G. M. Johnston, president of 
Universal, declined representa- 
tion on behalf of his company en 
the ground that he felt that it 
was unnecessary in view of the 
fact that the entire industry was 
ably and sufficiently represented 
by the committee as it now 
stands, 

The new members of the ex- 
ecutive committee are: Howard 
E. Blood, president, Norge Corp., 
Detroit, Mich.; H. J. Hunt, pres- 
ident, Trupar Mfg. Co., Dayton, 
Ohio; W. G. Peirce, Jr., assistant 
to the general manager, Grigsby- 
Grunow Co., Chicago, IIl.; Frank 
E. Smith, president, Servel Sales, 
Inc., Evansville, Ind. 

The remaining manufacturers’ 
representatives on the committee 
are: Louis Ruthenburg, Copeland 
Products, Inc., Mount Clemens, 
Mich.; H. W. Newell, Frigidaire 
Corp., Dayton, Ohio; P. B. Zim- 
merman, General Electric Co., 
Cleveland, Ohio; H. W. Burritt, 
Kelvinator Corp., Detroit, Mich.; 
C. B. Graves, Westinghouse Elec- 
tric & Mfg. Co., Mansfield, Ohio. 
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In addition to the above mem- 
bers, there are twelve central 
station representatives and seven 
members-at-large. 





DALY, FINN ELECTRICAL 
MANUFACTURERS’ AGENTS 


John F. Daly and Thomas J. 
Finn have announced the estab- 
lishment of the firm of Daly & 
Finn, as electrical manufactur- 
ers’ agents, with headquarters at 
108 Chambers Street, New York 
City. The firm represents Fed- 
eral Cable, Seward Wire, Union 
Insulating Co., J. H. Parker—Por- 
celain and Majestic appliances. 





BELSTERLING, V.-PRES., 
UNITED STATES STEEL 


Charles S. Belsterling has been 
appointed vice - president in 


charge of traffic of the United 


States Steel Corp. Since 1914 
he had been general commerce 
attorney of the company. R. E. 
Zimmerman has been appointed 
assistant to the president of the 
corporation at New York City. 
Mr. Zimmerman has for many 
years been associated with the 
American Sheet & Tin Plate Co., 
Pittsburgh, Pa., occupying lat- 
terly the position of assistant to 
the vice-president and director of 
the research laboratory of that 
company, a subsidiary of United 
States Steel Corp. 





BREDEMERE RESIGNS 
FROM NATIONAL ACME 


A. O. Bredemere, who has 
been identified for the past 18 
years with the National Acme 
Co., Cleveland, Ohio, has re- 
signed as manager of the De- 
troit, Mich., office, and will de- 
vote his entire time to other in- 
terests, 


OPEN NEW BUSINESS 


The Lindley Hardware, Bath, 
N. Y., opened recently. G. E. 
Lindley, proprietor of the new 
store, had previously conducted 
stores at Dundee, N. Y., and 
Painted Post, N. Y. 
SCHAEFER IS AUTOMATIC 
HUMIDIFIER SALES PRES. 


The Automatic Humidifier 
Sales Co., Stephenson Building, 
Detroit, Mich., has been organ- 
ized to take over distribution of 
the products of the Automatic 
Humidifier Co., Cedar Falls, 
Towa. 

K. M. Schaefer, Detroit, inter- 
nationally known in_ specialty 
distribution channels, is _presi- 
dent. He was general sales man- 
ager, Norge Corp., Detroit, Mich., 
for three years following the 
start of the company. More re- 
cently he has been directing sev- 
eral national specialty develop- 
ments. 





SIDNEY ESHLEMAN WILL REPRESENT MANUFACTUR- 
ERS IN SOUTHERN TERRITORY 





Sidney St. J. Eshleman will 
operate from New Orleans, La., 
as a manufacturers’ sales repre- 
sentative, covering Texas, Arkan- 
sas, Louisiana, Mississippi, 
Georgia, 





8. ST. J. ESHLEMAN 


Tennessee. At present he is in- 
terested in two or three addi- 
tional, non-competing lines for 
this area. For the past three 
years Mr. Eshleman has been 
secretary of the Southern Hard- 
ware Jobbers Association, of 
which he was president some. 
years ago, during the 21-year 
period he was connected with 
Stauffer & Eshleman Co., New 
Orleans, La. For two years he 
was connected with Henry Diss- 
ton & Sons and for five years 
operated as a manufacturers’ 
agent. 

With a total of 37 years’ hard- 
ware experience and a very wide 
acquaintance in the southern ter- 
ritory, Mr. Eshleman expects to 
offer complete sales representa- 
tion in the south. His address 
is 2805 Carondelet Street, New 
Orleans, La. 

MISS. ASSN. TO MEET AT 
GULFPORT JULY 10 


The Mississippi Retail Hard- 
ware Association will hold its 
annual meeting July 10 and 11, 
1932, at Gulfport, Miss. At that 
time plans for the 1933 meeting 
wilt be made and announced. 
The Mississippi association par- 
ticipated in the Dixie convention 
at Memphis, April 26 to 28, at 
which time officers were elected 
for the coming year. Secretary 
Guy Nason, Starkville, Miss., an- 
nounces that there will not be an 
exhibit at the Gulfport meeting. 





McCLUNG CO. LEONARD 
REFRIGERATOR AGENTS 

The Leonard Refrigerator Co., 
Detroit, Mich., has appointed 
McClung Co., Knoxville, Tenn., 
as distributors in eastern Ten- 
nessee, 





Florida and_ western | 





LEAVES REMINGTON TO 
OPEN LAW OFFICE 


A. A. Dicke, for many years 
in charge of the patent depart- 
ment, Remington Arms Co., Inc., 
New York City, and for the last 
three years vice-president of the 
company, has resigned to enter 
upon the general practice of 
patent law, with offices in the 
Cunard Building, 25 Broadway, 
New York City. 

While his activities for Rem- 
ington did not often bring him 
into contact with the trade, he is 
known to many particularly on 
account of his activities a few 
years ago as the representative 
of the firearms manufacturers in 
tariff matters. 

Mr. Dicke, after graduating 
from the University of Michigan 
in 1914, where he studied me- 
chanical engineering, spent sev- 
eral years as an examiner in 
the patent office in Washington, 
D. C., where he also completed 
a course in law. He joined the 
Remington company in 1917. 





KINFOLKS ACQUIRE 
BALANCE OF STOCK 


Kinfolks, Inc., Little Valley, 
N. Y., cutlery manufacturers, 
have purchased all stock previ- 
ously held in it by W. R. Case 
& Sons, Bradford, Pa. The Case 
organization will no _ longer 
handle the Kinfolks line. Kin- 
folks, Inc., has announced that 
the company will continue its 
100 per cent: jobber policy. 





FADA UNITS NOW FADA 
RADIO & ELECTRIC 


Fada Radio & Electric Corp., 
24 Orchard Street, Long Island 
City, N. Y., has announced 
through President F. A. D. An- 
drea that it has acquired all of 
the business and assets of Andrea 
Mfg. Co. and all of the capital 
stock, not previously owned, of 
Fada Radio Ltd., Toronto, Can- 
ada. 

For the past eight years An- 
drea Mfg. Co. has operated as a 
manufacturing organization mak- 
ing products for sale by F. A. 
D. Andrea, Inc. Hereafter both 
manufacturing and marketing or- 
ganizations will operate as a 
single unit under the new name, 
manufacturing and selling Fada 
radio and Fada electrical prod- 
ucts. The change will not affect 
the present general policies, con- 
trol or personnel, according to 
Mr. Andrea. 
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i At least every other cutlery cus- 


vk ™ tomer demands Stainless Steel. 
This group of buyers is constantly increasing and 
for a very obvious reason. Stainless Steel is clean 
—permanently clean ... No dirt-collecting pock 
marks or blackened edges as in plated ware... No 
distasteful and expensive polishes required to 
keep it bright... “Stainless” is corrosion-resistant 
—all the way through. It is economical to buy and 
therefore profitable to sell. Remember genuine 
Stainless Steel is manufactured only under the 
patents of the American Stainless Steel Company, 
Commonwealth Building .. . Pittsburgh, 


Pennsylvania. Write for our informative 





new booklet “Forward with Stainless.’ 


STAINLESS STEEL 


MAY 12, 1932 















ee 


lpopular GRIFFIN 
ISCREEN DOOR SETS! 
















No. 1745 Screen and Storm Door Set 


M A Wrought Steel Set with No. 740Griffin Loose if 
-Joint Ornamental Hinge. Pivot pin feature 
i enables convenient use of Screen and Storm jj 
= Doors interchangeably. Four popular finishes. = 


an 


r No. 1735 Screen Door Set 
= Another Wrought Steel Set with No. 730 & 
i Griffin Loose Pin Hinge. Offers a practical, j 
il efficient Set to sell at an appealing low price. f 
Also featured in four popular finishes. 


The No.1740 and Other Fast-Selling Sets are 40 # 
Illustrated in the Latest GRIFFIN Catalog. 


ERIE, PENNSYLVANIA 














Branch Offices:- 
NEW YORK: 45 Warren Sr. BOSTON: 113 PuRCHASE ST. 
CHICAGO: 162 N. CLINTON Sr. SAN FRANCISCO: 703 Market St. 


+ 
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MacMURRAY IS PACKARD 
PAINT & VARNISH PRES. 


A. M. MacMurray is presi- 
dent of the recently reorganized 
Packard Paint & Varnish Co., 94 
Terrace Street, Boston, Mass. 
For the past six years he was 
vice-president in charge of sales; 
Norfolk Paint & Varnish Co., 
previous to which he had been 
with Wadsworth-Howland & Co. 
Harry Stone and Eugene L. 
Cornfield are _ vice - presidenis. 
Michael Stone is treasurer, while 
John O. Anderson is factory 
superintendent and H. M. Gor- 
don is sales manager. 

G. E. ANNOUNCES AIR 

CONDITIONING DEPT. 


The organization of an air con- 
ditioning department within the 
General Electric Co., Schenec- 
tady, N. Y., which will market 
various electrical devices for 
home heating, humidifying and 
temperature control, has been 
announced by President Gerard 
Swope. One of the first prod- 
ucts to be marketed by this new 
department will be a complete 
oil burning furnace. 

J. J. Donovan, Cleveland, Ohio, 
formerly in charge of apartment 
house refrigeration sales, will be 
manager. Associated with him 
will be E. D. Harrington, Sche- 
nectady, in charge of application 
engineering; J. R. Rue, Pitts- 
field, in charge of manufacturing, 
and H. S. Woodruff, Schenectady, 
in charge of design engineering. 
Headquarters will be maintained 
at General Electric’s New York 
offices, 120 Broadway. 


HAS BRANCH STORE 


Lowe - Armstrong Hardware 
Co., 13 Market Square, Knox- 
ville, Tenn., has purchased the 
former Vance-Armstrong hard- 
ware store at 30 Market Square, 
which will be operated at 22 
Market Square as a branch. A. 
M. Armstrong, president of the 
firm, is in charge of the main 
store, while secretary-treasurer 
Fred Lowe manages the branch. 


HARDWARE STORE FIRE 
Hook & Tucker Hardware Co., 


Georgetown, Ky., was recently 
damaged by a fire, which started 
in the basement of the store. 
Most of the stock loss was cov- 
ered by insurance. 


COMMISSION TO HOLD 
HEARINGS ON DUTIES 
(From Our Washington Bureau) 

Hearings have been set for 
May 19 before the Tariff Com- 
mission regarding a proposed 
change in the duty of 3c. per 
pound on upholsterers’ nails, 
chair glides and thumb tacks. 
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On May 25 the Commission 
will conduct hearings on a pro- 
posed change in the rate of 40 
per cent on folding rules. 

JOHN A. HARVIN BACK 

ON JOB AT PEDENS 

John A. Harvin is again on the 
job at the offices of Peden Co., 
Houston, Tex., as vice-president 
in charge of sales. Mr. Harvin 








JOHN A. HARVIN 


had been associated with the 
firm for more than thirty yeazs. 
He resigned four years ago to 
take a well earned rest. Cus- 
tomers and manufacturers who 
knew him best as “Uncle John” 
have welcomed him back, just as 
he has been glad to resume his 
friendly relations with them. 

B. E. Taylor has been made 
vice-president and manager of 
the oil well supply department 
and is sales manager. He was 
formerly manager of industrial 
sales. 


STORE IN NEW QUARTERS 


The Lion Hardware Co., 
Springfield, Ohio, is now located 
at 122 East Main Street. 


FRANKLIN BUYS STORE 


Fred Franklin, Des Moines, 
Iowa, has purchased the Horne 
& Gelvin Hardware store, Mar- 
shalltown, Iowa, operation of 
which will be continued under 
the management of R. L. Wat- 
son, who has been in charge of 
the store since it went into the 
hands of trustees last year. 


WHITNEY BUYS STORE 
M. S. Whitney has purchased 
the Scace & Everett hardware 
store, Wayne, Neb. 


HACKETT HARDWARE 


Edgar F. Hackett, Ogdens- 
burg, N. Y., has been elected 
president of Hackett Hardware 
Co., Ogdensburg, to succeed R. 





J. Donohue. The Hackett store 
celebrated its one hundredth an- 
niversary in 1930, having been 
operated under various names on 
the same site. The firm was in- 


| corporated in 1901. 


SELLS HARDWARE STORE 


The hardware business of John 
Nobel & Sons, 197 Barney Street, 
Dillon, S. C., has been sold to 
Norman Roderick, who will op- 
erate the business as the Rod- 
erick Hardware Co. 





CHANGES HANDS AGAIN 


The S. Hill & Son hardware 
store, Santa Ana, Cal., recently 
sold to Robert T. Scott, Hunt- 
ington Park, Cal., has been sold 
to Paul F. Seirson, owner of an 
interest in a Los Angeles hard- 
ware store. 

HOPE AGAIN PRESIDENT 

OF BALTIMORE CLUB 


At the recent annual dinner and 
election of officers of the Hard- 
ware Club of Baltimore, held at 
the Lord Baltimore Hotel, Balti- 
more, Md., all officers were re- 
elected. Daniel Hope is _presi- 
dent and Joseph A. Maguire, sec- 
retary-treasurer, 








ALLEN, V.-P. AMERICAN 
MANAGEMENT ASSN. 


C. E. Allen, vice-president, 
Westinghouse Electric & Mfg. 
Co., East Pittsburgh, Pa., who 
has charge of the company’s va- 
rious departments devoted to the 
manufacture and sale of domestic 
electrical appliances, has been 
elected a vice-president of the 
American Management Associa- 
tion and will be in charge of its 
consumer marketing division. 





FIRM QUITS BUSINESS 


After 28 years in business at 
108 West Fourth Street, Santa 
Ana, Cal., Santa Ana Hardware 
Co. has closed out its stock. C. 
S. Kendall decided to retire from 
business and enjoy a prolonged 
vacation. 


HARDWARE STORE FIRE 

Fire damaged the store of Al- 
lingtown Hardware Co., Park 
Place, West Haven, Conn., re- 
cently. 


BUILD STORE ADDITION 


The Cotati Lumber Co., Peta- 
luma, Cal., has completed an ad- 
dition to its hardware store. 





OBITUARY 


GEORGE A. KIRCHER 


George A. Kircher, 63, for the 
past two years a representative 
of Supplee-Biddle Hardware Co., 
Philadelphia, Pa., wholesale dis- 
tributors, died recently from 
pneumonia. He began his hard- 
ware career in the retail busi- 
ness in Shamokin, Pa., later be- 
coming a representative of T. 
James Fernley, Philadelphia. He 
had traveled the Cumberland 
Valley and coal regions of Penn- 
sylvania for 30 years. His son, 
Bruce B. Kircher, Stonehurst, 
Pa. also a_ representative of 
Supplee-Biddle Hardware Co., 
survives. 


INGFRED T. MADSEN 


Ingfred T. Madsen, 52, presi- 
dent, The Perth Amboy Hard- 
ware Co., Perth Amboy, N. J., 
died April 24 at his home in 
Plainfield, N. J., following a 
heart attack. His first experi- 
ence in the hardware business 
was with Peck, Stowe & Wilcox, 
Southington, Conn., in their New 
York offices. Later he became a 
manufacturers’ agent for the 
eastern states. 

In 1909 Mr. Madsen organized 
the Perth Amboy Hardware Co. 
He was active in the affairs of the 
local chamber of commerce, as 
well as in fraternal circles. 





FRANK J. MILLER 


Frank J. Miller, 58, Lockport, 
N. Y., hardware dealer for 29 
years, died recently. 





FRED ASTLING 


Fred Astling, 58, partner in 
Constantine Hardware Co., Con- 
stantine, Mich., died recently 
after an illness of several years. 





W. W. McALLISTER 


W._W. McAllister, 48, Boulder, 
Colo., hardware dealer, died <e- 
cently following a heart attack. 
He was stricken while at his desk 
in the store and died twenty 
mintues later. 





HENRY R. CLARK 
Henry R. Clark, New York 


City hardware manufacturer, died 
April 16 at his home in Brook- 
lyn, N. Y. 


OLIVER B. HINKLE 


Oliver Bruce Hinkle, 64, presi- 
dent, O. B. Hinkle & Son, Hous- 
ton, Tex., hardware firm, died re- 
cently. 

JOHN R. CLANCY 

John R. Clancy, 73, manufac- 
turer of theatrical hardware, 
died recently in Syracuse, N. Y. 
He was active in Syracuse Cham- 
ber of Commerce affairs. 
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SPARE 
SELL BEST 


beeause 


KNOWN BEST! 


Known for their reputation—known 
for their performance—known for 
their greater hack saw values—that’s 
the STAR brand. They are easy to sell 
because mechanics the world over know 


and demand them. 


Why not sell STARS?cash in on the 
half century of STAR leadership. Ask 
your jobber for complete details. 


STAR HACK SAWS 


CLEMSON BROS.,INC., MIDDLETOWN, N. Y. 
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Feature-. 
DIETZ LANTERNS 
with Garden Tools 


adie Farmers, suburbanites and those who 
maintain country homes or summer 

camps are now making purchases of needed 

hardware items for the outdoor season. 


No equipment of this character is “complete without 
Dietz Lanterns. That is why it will pay you this month 
to give them a place in your displays of garden tools, and 
in your showing of summer home and camp supplies. 


R. E. DIETZ COMPANY 


NEW YORK 


Makers of Lanterns for the World—Founded 

1840. Output Distributed Through the Job- 

bing Trade Only. We Do Not Sell Mail 
Order Houses and Chain Stores. 





x, _P36 f 
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ye DIETZ 


LANTERNS 


95 























Whats New 





for Retail 


New and Improved Merchandise— 
Display Helps—Sales Liter ature— 
Window Trims— New Packages 
—New Colors—New Deals— 


Catalogs . . 














Hardware Stores 


Steel Finger 
Weeding Gloves - 
Imported by Max Schling 
Seedsmen, Inc., 618 Madison 
Ave., New York City, list at $4 
per pair. Gloves made of Eng- 
lish cowhide are available in 
women’s and men’s sizes. Men’s 
size, 844. Women’s sizes, 7, 744 
and 8. Steel fingers are fastened 
around outside of glove, with 
rivet at very top of fingers of 
glove. 









Bridgeport 
Garden Shears 





Bridgeport 
GARDEN SHEARS 





For cutting flowers, 
trimming vines and 
pruning shrubs. H as 
an improved metal 
finger which holds the 
stem or twig while op- 
erator cuts. The 
Bridgeport Hardware 
Mfg. Corp., Bridge- 
port, Conn., states that 
only one hand is 
needed to operate 
1 shears. Made of fully 
tempered drop-forged steel, attractively 
finished in rust-proof nickel and red 
lacquer. Cutting blade, polished, nickel plated and buffed. 
Suggested retail selling price has been reduced to $1. Dealer 
cost is $8 per dozen. Attractive display, in colors, free with 
assortment No. 351, 4 shears, three in individual boxes. 
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Blu/Bak Dust Pad 


For dusting, polish- 
ing and waxing is 
washable, as yarn head 
is quickly removable. 
William D. Whitaker. 
Sedgeley and Castor 
Aves., Philadelphia, 
Pa., states that the 
mop does not lint. 
Handle is extra long, 
highly polished and finished in silver automobile lacquer. 
Attachment of dust pad to handle is made by screwing metal 
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threaded end of handle into holder. Holder made of com- 
position, slides over canvas hinge. Held in position when 
handle is inserted. Handle automatieally adjusts itself to all 
angles. Pad center is built up in layers of yarn and canvas 
firmly stitched, without metal. Under side of pad polishes 
after free ends have done cleaning. Yarn fingers radiate in a 
sweeping oval from strong center pad, for reaching even most 
remote places, says the maker. Wrapped in cellophane pack- 
age with complete directions. 





ArcticAire 
Electric Fan 


Has motor shaft mounted on 
full floating Mahanite bearings 
needing no oiling. Model 530, 
list, $3.50, 8 in. non-oscillating, 
induction type motor, for use on 
110 volt 60 cycle ac. F. A. 
Smith Mfg. Co., Rochester, N. Y. 





Remington Spring Kleanbore Display 

Features .22 rifles and Kleanbore .22’s. Center piece shows 
the wise old owl as a schoolmaster and the pupils—harum- 
scarums of the woods and field—the fox, skunk, raccoon, 





rabbit, rat and weasel. The schoolmaster has just delivered a 
health lecture, laying down Rule No. 1, reading, “Keep far 
away from hunters using Kleanbore .22’s.” Remington Arms 
Co., Inc., Bridgeport, Conn. 
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SHELBY CHECKING FLOOR HINGES 


m LINE 


No. 10 





We Have a Checking Floor Hinge That Will Meet Every Requirement Where a 
Checking Floor Hinge Can Be Used 





TORSION SPRING TYPE: COMPRESSION SPRING TYPE: 

No. 8 For Light Interior Doors, Single Acting. No. 10 For Residential Interior Doors, Double Acting. 

No. 18 po and Heavy Interior Doors, Sin- No. 11 For Light Interior Doors, Double Acting. 

No. 19 For Heavy Entrance and Vestibule Doors, No. G10 For Office and Partition Gates, Double Act- 
Single Acting. No. G11 ing. 
’For Single Acting Doors that are to be cen- 

No. C8 ter hung; used extensively on vestibule and No. 66 For Medium Interior Doors, Double Acting. 

cin, men nee doors = theaters and public halls, N . ) 

o. oors hung singly or in groups without mul- o. 1 ‘ > ‘ ‘ 

Ne. C19 lions. Shelby Door Stay and Holders are No. C13 -For Light Interior Doors, Single Acting. 
recommended to be used where it is neces- 
sary at times to have doors kept open. 

No. 22 eal ge Ppa and Vestibule Doors, For Details see Sweet's Index 

No. 23 For Heavy Entrance and Vestibule Doors, or send for No. 32 Catalog. 


Double Acting. 
MANUFACTURED BY 
THE SHELBY SPRING HINGE CO., SHELBY, OHIO 
Coast Representative: Pond Hardware Specialty Co., Los Angeles, Cal. 











PROFITS 


BURNLEY * PUSH-LESS Witten the san 


HANGERS 


The Ss oO ] d er i n 4 TO HANG UP THINGS ue oaidh Oheeine Deane 
Paste that has |__HOLDS 20 POUNDS 4 | M 
S oore 


satisfied cus- 
tomers for over 
23 years. 


Sample free. 





Push-Pins 


Push-less Hangers 
and sales will follow. 
Hold one Dozen Packets 


each. 


~OLDERING past! 
Sey 


BURNLEY BATTERY & MFG. CO. 


NORTH EAST, PENN. Ask your Jobber for Style ‘‘C’” Displays. 
MOORE PUSH-PIN CO., Philadelphia, Pa. 






























ing sizes. These cards get attention and 
increase sales. 














for 25 years. Made of best material— 
larger and heavier than other brands— 
last longer. 


Sold by Leading Jobbers. Send for 
Samples and Prices. 


STAR HEEL PLATE CO. 

















Best Sellers on CARDS 


Star Heel Plates may be had on CARDS. 
Each card contains 3 pairs of best sell- 


Star Heel Plates have outsold all others 


357-391 Wilson Ave. Newark, N. J. 
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Cosmos Electric 
Water Heater 


Of novel and attractive design, 
finished in chromium plate, is said 
by The Cunningham Products 
Corp., 153 Lafayette St., New York 
City, to deliver a stream of hot 
water, instantly from any water 
faucet. Adapter built right in the 
heater. For A.C. or D.C. current. 
Packed complete with waterproof 
rubber cord, rubber plug and di- 
rections. List price, $2.25. Dealer cost, in dozen lots, 75c. 
each. 








Closidor 


A storage compartment, for 
fastening to either side of any 
standard door, is a rigid steel 
furniture cabinet with well 
planned shelves, hooks, clips and 
racks. Available in five different 
types; bathroom, kitchen, buffet, 
wardrobe and all-shelf. The all- 
shelf type may be used for stor- 
age of shoes and hats, preserves, 
lingerie, etc., while the buffet is 
particularly for storage of bever- 
ages, smokes and smoking equip- 
ment, etc. Has folding service 
table. Fitted with a key lock. Can be installed on either 
side of door. Joints and fitting electrically welded, strong 
chromium plated spring catch, closing automatically. Folding 
metal door stop limits opening and prevents strain on Closidor 
hinges. All metal parts are stain proof and rust-proof. Fin- 
ished in ivory color baked enamel. Closidors are quickly 





attached or detached. All types 71 inches high, with varying 
The Servidor Co., 101 


widths to meet different requirements. 


Park Ave., New York City. 





Easy-Way Carrier 
For Refrigerators 


Enables two men to handle 
any domestic refrigerator, of 
any size, electric, or other 
types, says R. & R. Appliance 
Co., Inc., 208 E. Crawford St., 
Findlay, Ohio. The maker 
states that it can be attached 
to any refrigerator in less than 
a minute and that a child can 
push the unit when refrigerator is placed on it. May be at- 
tached at store or warehouse, rolled onto truck, then conveyed 
to destination and left in place, making it unnecessary to 
remove carrier in transit. The maker states that it may be 
used on outside of coverings or on uncovered refrigerator with- 
out scratching, marring or damaging surface. Built in two 
sections, one for each side. Padded steel frame is pushed 
against side of refrigerator, automatic lift lever is depressed, 
padded hooks are slipped around leg and link. Hardened 
steel chain provided to fit over posts. Automatic lift lever is 
then raised and pushed in place against frame, lifts refrigera- 
tor from floor and securely locks it between frames of carrier. 
Webbed strap is then attached across top. By tilting it may 
be moved by one man, in wheelbarrow fashion. Dealer cost, 
$26.50. Attachment for caster type and crated refrigerators 
is $5.00. 
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Viia-Vae Container 
for Milk Bottles 


Has vacuum compartments for 
three bottles. Vita-Vac Container 
Co., Inc., 19 W. 44th St., New York 
City, states that its use eliminates 
freezing, souring and entrance of 
dirt. Finished in weather-proof 
green lacquer. Fastens to kitchen 
door or porch by means of rugged 
steel brackets. Top and bottom 
Celotex insulated. Raised edge 
round each inner cylinder inceases 
safety feature. Measure, 11 in. x 9% in. x 9% in. Lock 
seamed bodies and seamed ends on interior cylinders and 
outer can, all double soldered. Vacuumized to 22 cubic in. 
Corrugated bodies with steel bracket for supporting container. 
Dealer cost, $1.50 each. Suggested retail price, $2.50 to $2.95. 








Barcol Fan 
Display 

Known as the “Sea 
Breeze,” has four 
yachts racing each 
other on a deep blue 
ocean around a pic- 
turesque island, pro- 
pelled by the breeze 
from a Barcol fan. 
Boat race effect obtained by mounting yachts on turntable 
which revolves on a glass bearing. Fan set at side of turn- 
table, with breeze directed so as to blow boats around and 
give racing appearance. Speed of boats may be adjusted by 
turning fan to give more or less wind. Display, consisting 
of base, background, island piece, turntable, yachts shipped 
in flat carton with directions for assembly. Free to dealers 
ordering twenty or more Barcol fans. Display obtained with 


smaller order of fans at a nominal charge. Barber Colman 
Co., Rockford, Ill. 





Wheeling 
Square Tub 


Has rounded cor- 
ners. Sides are deep- 
ly swedged, making 
them stiff and strong. 
Bottoms embossed 
deeply. Wheeling 
Corrugating 
Co., Wheeling, West 
Va., states that it is 
more easily handled, 
wringers fit it perfectly and that two tubs may be fitted to- 
gether closely with wringer between. Suggested not only for 
laundry use but as soiled clothes container, leaves and rub- 
bish receptacle, etc., and for display purposes in the store. 
Formed of Cop-R-Loy rolled sheets, hand dipped in pure 
molten zinc. Rounded corners facilitate emptying. Sizes: 
No. 1, 18% in. square, 11 in. high; No. 62, 20 in. square, 
11% in. high; No. 63, 2134 in. square, 1144 in. high. Cor- 
respond respectively to Nos. 1, 2 and 3 round tubs. Suggested 
retail prices: No. 61, 79c., No. 62, 89c., and No. 63, 99c. 
Respective dealer costs: $6.18, $6.75 and $7.48 per dozen. 
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Th’ “Hivinly” Hod— Fa 
—"An’ th’ good am 
father has always < 


told me, that they’ll (f \ 







be givin’ me a harp 


whin Oi go to i 
Hivin’ an’ Oi'll sit ay Saas” 
an’ play sweet y ke 


music all the day— | | aN 


But, O’im av the opinion, an’ begorrah, it will 
plaze me better, that phwat they'll be after givin’ 
ould Pat will be anither hod—a golden wan, sit 
with di’monds—that’ll carry a da-cent load with- 
out la’kin’ all over a gintlemin’s shoul-dher.” 


NEVER DRIP STEEL MORTAR HODS 


Cannot leak. Made entirely of steel with wooden 
shoulder saddle and handle. 
fork pressed from heavy gauge steel. 
only 11 Ibs. 


Edges reinforced— 
Weight 


Get a stock in. They 
sell easily with an 
excellent profit. 
Write today for 
prices. 





The Cleveland Wire Spring Co. 
CLEVELAND, OHIO 
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PELL... 
FENCE 


Tue Stewart line of Iron and Chain Link Fences are na- 
— known and accepted—distinguished by their high 
quality. 

We have a plan to offer that insures the sale of our products. 
Our message of profit for you will be sent upon request. 


3 cecks 


THE STEWART IRON WORKS CO., 


814 Stewart Block 
Cincinnati, Ohio at 


CHAIN LINK FENCE 











IRON 
Wine 

















IRON PICKET FENCE 





OU can retom- 
mend Russell 
Jennings bits with 
confidence, because every 
one is tested in tough hicko- 
ry before it leaves the factory. 
This practical test is characteris- 
tic of the thorough methods used 


at every step in making these fine tools. And there’s profit 


in selling these “hickory tested” auger bits. 
Distributed Thru Wholesalers 
THE RUSSELL JENNINGS MFG. CO., CHESTER, CONN. 




















Replace it 
with A 


KIMBALL 
ELEVATOR 


Is your elevator old 
and shaky? Why not re- 
place it with a Kimball 
machine—They are com- 
pact, powerful and safe— 
Tell us the job it has to do 
and let us submit prices and 
data on machine to do it. 








What are your requirements? 


Dail ~ 
We have an Engineering 


D,, Orme 
Dept. to aid you. Write us! 


KIMBALL BROS. co. 


1205-19 Ninth St. 


























MAY 12, 1932 





Council Bluffs, Ia. 6AA 














Robertshaw Model 
“FF? Automaticook 


Designed particularly for 
use with table top ranges, al- 
though it is also suited for use 
on low oven console type 
ranges. Full vision dial is 
much smaller than any pre- 
vious Robertshaw model and 
is easily set. Made for place- 
ment on the manifold panel, 
close to the gas cock handles. 
Compensated to reduce overshoot and valve seat is self-clean- 
ing and non-corrosive, says Robertshaw Thermostat Co., 
Youngwood, Pa. Made with patented Robertshaw non-clog 
by-pass. Adjustment conveyed from the full vision dial to 
the valve by means of a specially constructed, rustless and 
stainless heat-resisting flexible shafting. 








Wizard Revolving 
Faucet Washers 


Contain brass bushing 
with large flange on 
back of washer, said to 
eliminate friction on the 
seat of the valve, tending 
to lengthen life of wash- 
er many times. Sharp 
seat cannot cut into 
washer, says The Wizard 
Products Co., 7200 Wade 
Park Ave., Cleveland, 
Ohio. Washer made from special heat resisting composition; 
bushing machined from solid brass rod. Red composition, 
polished brass bushing. Attractive display card furnished. 
Washers packed in boxes of 50, one size to a box. Suggested 
retail selling price five cents. 





BUSHING = WASHER 
z- ia 





New Labels on 
Devoe Products 


Devoe Velour Finish, gloss and semi- 
gloss, formerly sold under the same 
label ‘as Devoe Velour Finish-Flat, with 
an imprint to indicate gloss 
or semi-gloss finish. Flat 
finish has the same label as 
in the past, red being the 
predominating color; gloss 
has a label with green pre- 
dominating and the semi- 
gloss a label with blue 
predominating. Finishes in 
eleven colors in addition to 
white and black, “Nile 
Green” being a recent addi- 
tion. Clean-All, a cleaning 
material, for use on painted 
or varnished surfaces, as 
well as at brass, copper, nickel, porcelain, linoleum, tin, steel, 
tools, faucets, cutlery, etc., is now in an attractively litho- 
graphed quart can with wide opening. Twenty-four cans to 
a carton, each carton having a lithographed piece for window 
or counter display. Also in gallon cans. Renulac auto polish 
in pint, lithographed can, the label design having the same 
general characteristics as the Clean-All package design. Car- 
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tons of 24 pints, with lithographed display material. Devoe 
& Raynolds Co., Inc., 383 Hamilton Ave., Brooklyn, N. Y. 





Lock-Hold Garage Door Holder 


Made of high-quality cold-rolled steel, cadmium plated, for 
protection against weather and rust. Lock-Hold Mfg. Co., 
19003 Chickasaw St., Cleveland, Ohio, states that it is easily 
installed, and that it will lock garage doors in open or 
closed position. Holders packed in boxes of one pair, twelve 
to the carton. Carton weight 49 lb. Suggested retail sell- 
ing price, $1 a pair. 














“Handy Hints for Making - 
Window, Door and Porch Screens” 


Is the title of a booklet recently issued by the American 
Wire Fabrics Co., Inc., 41 E. 42nd St., New York City. The 
booklet explains and illustrates construction methods for 
making screens, for various uses. It also includes informa- 
tion as to the grades of screen wire cloth offered by the 
company. Copies are available from the company. 





Bicknell 
Lawn 


Clothes 
Dryer 


Has positive 
locking device 
holding top of 
reel firmly in 
place; ends of 
arms engage 
under the col- 
lar and lock 
the reel to the pole. 
permits easy removal. 








When unit is folded, locking device 
Braided clothesline is used and holes 





through the wooden arms, for the clothesline, are made with 
rustless eye metal to protect line. Finished in aluminum. 
Posts and metal parts are hot-dip galvanized, while the 
wooden parts are dip painted with waterproof aluminum. 
Packed in corrugated carton. J. F. Bicknell Lumber Co., 
Worcester, Mass., states that ends of arms are so constructed 
as to give a maximum strength at that point. 
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TRADE 

NX 4 
CELSIO 

‘4 v7 few! ~ 
MARK 





sie /“& A Good Wall Brush 


Here is a brush that is 
good all through, good 
pure bristles—good set- 
ting—thin plug in center 
—good ferrule and a 
handle that affords a 
good, comfortable grip. 


Wherever sold EXCEL- 
SIOR Wall or Flat Paint 
Brushes are giving entire 
satisfaction and building 
a profitable brush trade 
for dealers. Style shown 
is made in 4 sizes. Many 
other popular selling 
Paint and Varnish 
Brushes. 





Write your Jobber for 
Catalog and Prices. 














Made by EDWARD E. ROBINSON 
347 West Broadway New York, N. Y. 





NEW .... 


15c. SELLER 


The New Forsberg 
“SUREGRIP” Whale 
Brand Screw Driver re- 
tails profitably at 15c. in 
the 3 in. size—20c. in the 
4 and 5 in. sizes, Other 
sizes up to 10% in. Only 
screw driver of this type 
with INSULATED Rub- 
ber Handle. Hex. guard 
prevents hand from 
slipping and touching 
blade when used on 
electrical work. 

Rubber handle 

is moulded un- 
der 75 tons 
pressure. 


and FHectricians. 


BRIDGEPORT, CONN. 
















Blade forged from 
Special Alloy Steel. 
Blade is winged—cannot 
turn in handle. Types for 
Machinists, Cabinet Makers 


Jobber cannot supply you, write 
to us and mention his name.. 


The FORSBERG MANUFACTURING CO, 


“Hack Saw Frame Specialists” 


If your 


U.S.A. 














Stock 


and Profit with 


UALITY 
Product 4 


, ous ,v BA Poe ¥ 


LOOK FOR THE “GB” LABEL-- YOUR PROTECTION AGAINST ae 


14 rs sy Mesh 
DARK 
14-16 Mesh 


PREFERENCE= ¢ sees» i mu re 
have established the name of “G & B” as a guaranty of dependability — 


The Gilbert & Bennett iim Co. 


Established 1818- America’s Oldest Woven Wire Factory-Manujacturers 


WIRE CLOTH, NETTING and FENCING 


cp eraniend Steel Wire Cloth is all Meshes and Lauses 
Georgetown, Conn. 





MAY 12, 1932 





HERES THE MARKET 





for rubber tips and humper 





ic 








JUST OUTSIDE YOUR DOOR 


Every home, school-house, 


hospital, library, hotel and municipal building in = 


community is a potential prospect for these fast selling replacement items. They 
thousands of uses on chairs, doors, desks, walls and furniture for the elimination of 


noise and the prevention of scratches. 
Check up on this enormous market, and order your requirements 


or 
Send For Catalogue No. 50 


from your wholesaler 


Complete specifications and prices on our full line of rubber tips and — 


Rubber Head Nails 


Carefully molded of unusually durable 
rubber these nails offer good protection 
wherever inexpensive rubber bumpers are 
required. Six stock sizes. 





Elastic Stem Tips 
A tip made entirely of rubber. Used 
for protecting desk top equipment 
from scratching, on desk covers, closet 
seats, and in several larger sizes for 
chair legs. Inserted without the use 
of glue, screws or nails. 


Slotted Screw Tips 
Manufactured to fill the popular de- 
mand for a lower priced bumper to 
be used on door stops, furniture and 
closet seats, and hundreds of other 
places where bumpers are required. 
Supplied in several sizes. 











HOSPITALS 





MUNICIDAL BUILDINGS 


The ELASTIC TIP COMPANY 
BOSTON 370 ATLANTIC AVE. __ MASSACHUSETTS 
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Arlington Electric 


Alarm Clock 


Is of electro-dynamic type. 
Alarm bell is operated entire- 
ly by electricity. Model illus- 
trated is custom designed and 
is individually packed in an 
attractive carton. Suggested 
retail selling price, $3.95. 
Clock, guaranteed for two 
years. Arlington Time Labora- 
tories, 8440 South Chicago Avenue, Chicago, IIl. 





Dryden DeLuxe Door Mats 


Made of cellular rubber and bristles. The Dryden Rubber 
Co., 1014 South Kildare Avenue, Chicago, IIl., states that they 
combine all the merits of the cocoa fiber mat and the ordi- 
nary solid rubber mat. Attractive in appearance, easily 





cleaned and maintained in sanitary condition. Available in 
two colors, green or maroon: in three sizes, 16 by 27 in., 
18 by 30 in. and 22 by 36 in. Minimum quantity, one dozen 
in shipping carton. Respective shipping weights per dozen, 
40 Ib., 50 Ib. and 75 Ib. 





Stanley Aluminum and 
Cherry Wood Levels 


Aluminum level No. 313 has patented Stanley truss con- 
struction and accurate solid set glasses protected by glass 
covers. The 12-in. and 
18-in. sizes have four 
glasses, while the 24 and 
28-in. sizes have six 
glasses. Grooved bottom on 12-in. size makes it adaptable 
for leveling rounded 
surfaces, says The 
Stanley Rule & Level 
Plant, New Britain, 
Conn. Suggested retail selling prices are: 12 in., $2.; 18 in., 
$1.80; 24 in., $2; and 28 in., $2.30. Cherry wood level No. 
2104 has two glasses, one plumb, the other level. Made in 
18-in. length, listing at $1. 























Gold Medal 
Folding Chairs 
No. 35GW for 


for sun parlor, sum- 
mer home, etc., 
built of seasoned 
northern rock elm, 
with canvas seats 
and backs in or- 
ange and_ green. 
Equipped with spe- 
cial built-in rubber 
feet, to prevent 
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sliding. Other patterns are 
offered in series No. 35, in ¥ 
six patterns, four frame fin- 
ishes. List, $5. Rockerless 
Rocker, No. 148AS, lists at 
$3. Does not rock on the 
floor, but has an independ- 
ent action working on the 
chair base. Improved arm 
construction and full - size 
chair. Woven-stripe ma- 
terial covering, northern rock 
elm frame, natural finish. , 
Picnic set, No. 1432, list ——— 

$6.50, comprises a No. 14 table and four stools, which may 
be packed inside table, when not in use. Chair No. 10CGM, 
list $7.25, has built-in frame seat. Foot rests of improved 
curved wood type, detachable. Canopies are detachable. 
Color, green and orange, with decoration on back rest. Other 
finishes and colors offered in Series 10. Gold Medal Folding 
Furniture Co., Racine, Wis. 








Knapp-Monarch Deal No. 99 


Consists of a minimum equal quantity of: waffle irons, elec- 
tric irons, lamp and hair dryers, double toasters, grill stoves 
and sandwich toasters. In connection with the deal, which 
is at a low average price, a complete mat ad is offered, with 
large window and store display banners, in two colors, illus- 
trating and briefly describing each of the items offered. Ban- 
ners tie up with thé suggested ad. Knapp-Monarch Co., 
Belleville, Ill. 





Two New Voss Washing Machines 


Model E-76 features: all-porcelain surface, except wringer 
and short legs, Voss corrugated porcelain enameled tub and 
porcelain enameled lid and patented metal floating agitator. 
Specially designed wringer with 214-in. Zeppelin type rolls; 
rubber insulated motor, simple power mechanism, with only 





four moving parts, inclosed and running in oil. List price, 
$79.50, higher in South and West. Model E-69 has same 
features as the E-76, except for the all-porcelain apron. 
Suggested retail selling price, $69.95. Voss Bros. Mfg. Co., 
Davenport, Iowa. 





Sealex Wall Covering 


Composed of a special composition of cork, pigments and 
linseed oil, keyed to a fabric backing. Congoleum-Nairn, Inc., 
Kearny, N. J., states that it presents a waterproof surface 
which is impervious to the entrance of dirt, which can be kept 
in spotless condition merely by cleaning with a damp cloth. 
May be used in combination with. moldings, paneling or two- 
tone effects, marbelized or other decorative schemes can also 
be carried out. 
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“I never believed that a pretty package could increase tack 
sales. But on my last order, I bought Penn Tacks to see 
- how they’d sell—and, believe me, I’m changing my entire 
tack stock to the red and blue packages with the William 
Penn picture. They cost no more, my profit is the same— 
and they sell a whole lot faster.” 


Make this trial yourself; on your next order, insist on 
Penn Tacks. 


THE PENN TACK CO. 


Norristown, Penn. 








We manufacture a complete line of 
tacks, nails, staples, rivets and glazier 
points. 


PENN TACK CO. 





‘get the point !" |Migilions 


and Millions 








Bommier 
Spring © © Hinges 





Oo eee 4 see 
are * «| | _ >Y 
the best | , rigorous 
) , test 


























of People are Pushing 
whenever they open a door 
Follow the line of least resistance 


sep BOMIMEL aiways 


They are the best 
Bommer Spring Hinge Co., Brooklyn, N. Y. 








The netting with 
the Rooster label 
—Superior Brand 
—always a qual- 
ity product—now 
goes to you made 
exclusively of 
Copper Bearing 
Steel Wire. 
Straight selvage. 
Evenly woven 
mesh. Bright, 
heavy galvaniz- 
ing. 


At Your Jobber 


C.F. Wright Steel 
& Wire Co. 


Worcester, Mass. 


SUPERIOR 
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People Are LOCKING Windows 


Burglaries, kidnappings, petty thieving everywhere. 
People are cautious—they’re LOCKING their win- 
dows. 

The “IVES” Ventilating Window Lock fastens win- 
dows securely, yet allows entrance of fresh air with- 
out danger of intrusion. 
















Easily applied—no 
mortising or cut- 
ting required. 


Selling, 
Rapidly§ 


NOW 


Priced so all can 
afford them. Order 
now while the rush 
is on. Packed in ¥/ 
two dozen lots inf 

attractive dis- (4 =a 
play carton. 


Quality 
Hardware 
Since 
1876” 





The H. B. IVES Cco., New Haven, Conn., U. S. A. 
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Sherwin-Williams 


Brush Carton Display 
PURE ere BRUSHE 

Printed in green, black enanay —_—_ae 
and silver, displays nine 
sizes of brushes most often 
used in the home. Carton 
is sturdily built, measures 
28 in. x 10 in. x 19 in., and 
is known as the “99 Re- 
peater.” The Sherwin-Williams Co., Brush Department, Cleve- 


land, Ohio. 








Pike Power 
Oilstone No. 60 


For putting an oil- 
stoned finish on a large 
variety of cutting tools, 
the edges of which are of 
such shape or so located, 
they cannot be oilstoned 
on a regular bench stone. It is not a tool grinder, its only 
purpose being to put the proper finishing touches—an oil- 
stoned finish on edge tools, says Pike Mfg. Co., Pike, N. H. 
List price, $25 each, with one coarse India oilstone, one fine 
India oilstone, two gravity oil feeds, Universal Motor, eight 
foot extension cord with plug and one can Pike oil. Extra 
equipment includes: Felt wipers, list 10c., and oilstones listing 
at $3.50 and $8, according to type. 


> em 





CP Paper for 
Dusting, Cleaning 
and Polishing 


Packed in conveni- 
ent rolls, is said by 
Kalamazoo Vegetable 
Parchment Co., Parch- 
ment, Mich., to have a 
fine, soft, linen-like 
texture, evenly spread- 
ing oil and wax needed 
for all wood finishes, sporting goods, etc. Rolls of twenty-five 
yards are packed in an attractively colored carton, illustrated. 
Carton shows some of the uses for which the paper is in- 
tended. Paper should be made into a wad for best results. 
The company has issued an attractive illustrated booklet en- 
titled, “Paper Finds Many New Uses,” describing and illus- 
trating various uses for and types of paper offered by the 
organization. 








Quinn-Kit and 
Leader Straightener 


The Quinn-Kit may be 
had, attached to the No. 
4 20 lb. special creel, 
No. 5 30 Ib. standard 
creel and No. 6 35 Ib. 
broadhead creel. Fish- 
erman’s kit includes ten 
double size dry fly com- 
partments, ample space 
for 20 separate patterns, 
two compartments for 
leaders, one dry, one 
wet, compartment for 
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tweezers, scissors, etc., compartment for dry fly solution, spin- 
ners, spinner flies, etc., space for sinkers, space for extra 
line, place for line dresser, for 3 lengths of snelled hooks 
stretched, and place for bucktails, hooks, larger flies, etc. 
List price with large No. 5 basket attached, $13.50. Larry 
Quinn & Co., 2249 N. 21st St., Milwaukee, Wis., also offers 
the Quinn Leader Straightener, listing at 25 cents. The maker 
states that it will straighten dry leaders without the necessity 


of soaking them. 





Air White Clothes 
Washer 


Weighs less than five pounds and 
has no motor or moving parts, no agi- 
tators and no vacuum cups. Agitates 
water by air, supplied by connection 
with vacuum cleaner. Unit fits in tub. Frank 
W. Morse Co., Air White Division, 301 Con- 
gress St., Boston, Mass., states the air-pressure 
continually forces air, suds and water through clothes until 
they are thoroughly cleaned. Will do a nine pound wash at 
one time. All parts touching clothes are nickel-plated brass 
or aluminum. Suggested retail selling price, $15 each. Dealer 
discount, 33 1-3 per cent. 





























Delight Fish 
Rod Case 


Made from special aluminum. alloy combining 
great strength with extremely light weight. Two 
finishes, an electrolitic process which impregnates 
metal itself with attractive bronze finish that can- 
not come off and completely protects it from even 
the corrosive action of salt water, says Turner 
Bros., Wellington, Ohio. Other finish applied by 
wrapping case with fiber cord winding which is 
then shellacked in mottled tan finish. Cases 
equipped with shoulder strap for carrying and with 
special padlock equipment for locking top of case. 
Available in two sizes, 3 in. in diameter for 3 rods 
and 5 in. in diameter for 6 to 12 rods. Available in various 
lengths from 38 in. upward. List prices vary according to 
length and diameter of cases from the 3 in. x 38 in. case, 
listing at $6. Cases made to order for any special rods. 








Speedibike Motor 
For Bicycles 


Attaches to bicycle 
frame, back of driv- 
er’s seat, in much the 
same fashion as an 
outboard motor is 
hung on the stern of 
a rowboat. Outboard 
Motors Corp., Mil- 
waukee, Wis., states that use of the motor does not interfere 
with the conventional use of the bicycle in any way. Motor 
is light in weight. The maker states that it is easily started 
and is capable of propelling bicycle with full grown rider at 
speeds up to 30 miles per hour. Speedibike is said to have a 
direct and efficient contact with the rear tire, through which 
the motor drives bicycle. Internal, integral rotary valve. En- 
gaging lever is said to shift easily. Operating controls pro- 
vided and fastened to handlebars at fingertip reach of rider. 
List price, $49.75. Dealer cost, $34.14. 
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A Big Market for 


Hardware Dealers 


With more than $20,000,000 
spent annually for sporting fire- 
arms, and $40,000,000 for am- 
munition, there is a constantly 
increasing market for 


HOPPE’S 
NITRO POWDER 
SOLVENT No. 9 


and 





Write today for a supply of 
our new Gun Cleaning Guides 
to give to your customers. 





Hoppe’s Lubricating Oil 


No. 9 removes leading, powder resi- 
due and prevents rust and pitting. 
In 2 ounce bottles only. 


HOPPE’S LUBRICATING 
OIL is best for the moving parts 
of firearms. In 1 and 3 ounce cans. 


Hardware dealers who sell firearms 
and ammunition should also display 
our Counter Cartons. Your Jobber 
will supply you. 


Frank A. Hoppe, Inc. 


2314-H North Eighth Street 
PHILADELPHIA, PA. 














Kimball 








HAND POWER ELEVATORS 








Fast and Safe 


A most inexpensive and 
simple elevator to install 
and operate where an elec- 
tric elevator is not feasible 











—comes sawed, drilled, 
fitted ready for anyone 
handy with tools to as- 
semble and install. 


Builders of 


Hand Power 
Light Electrics 
Push Button 
and All Types of 
Electric 

Elevator 
Machines 













WRITE FOR DETAILED INFORMATION ON 


KIMBALL ELEVATORS 


KIMBALL 
1205-19 Ninth St. 


BROS. CO. 


Council Bluffs, Ia. 








MAY 12, 1932 






Just display Sterling 
Non-Splitz Nails and 
watch your Nail 
business increase. 
Each carton’ con- 
tains 5 pounds — 
easier and quicker 
to sell. No wrap- 
ping or weighing. 
Accurately measured 
cartons insure full 
profit. 


Sterling Non-Splitz 
is the better Nail— 
eliminates split 
wood—high carbon 
content stock pre- 
vents bending when 
driven—chisel point 
—50 to 70% more holding power—more Nails per 
pound. Oval shank fits the grip. 


Write today for full information and how to get 
FREE Display Stand. 
NORTHWESTERN BARB WIRE COMPANY 


SINCE 1879 


STERLING, ILLINOIS 


Patented No. 1846709 





* 
We Built Our Business 
on this Cot... 


LET IT HELP TO BUILD YOURS! 


Twenty-five years ago, we started to manufacture this 
cot, the beginning of the famed PEERLESS line of camp 
and other folding furniture. Today, we sell more than 
100,000 of these cots each year. PEERLESS cots are 
strong and well built, with wooden frame and canvas 
They adjust themselves to uneven ground and 


cover. 
may be folded into a light, compact bundle. Ideal for 
camper, tourist and for summer home. Priced to appeal 
to the thrifty, without sacrificing your profit. We also 


make cot pads—sell one with each cot! 

Write for prices and sample of this cot. Address Dept. 
D-12. (No free samples. May be returned or kept as 
part of order.) 


Other Tucker Profit-Makers! 


Our complete line of tents, folding canvas or all-wood chairs, 
stools, golf bags, tables, etc., is priced right, and sells on sight. 
Write Dept. D-12 for our 1932 catalog and price list. 

Tucker-made furniture pads and paulins protect your 
deliveries and minimize your losses on marred furni- 
ture. Write for details. 


TUCKER DUCK & RUBBER CO. 
Fort Smith, Ark. 


Dept. D-12 


* Q 
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Watchman, What of the Night? 


(Continued from page 51) 


of hardware of good rating in the United States. By the 
end of 1931, this number had been decreased to 486, due 
chiefly to the specialization of many manufacturers on 
items that took them out of the hardware list and auto- 
matically threw them into electrical supplies, radios, sport- 
ing goods, farm equipment, and other classifications. 
Among the articles produced by manufacturers included in 
the hardware division are: Building hardware, casket 
hardware, furniture and cabinet hardware, locks, saddlery 
and harness hardware, truck and suitcase hardware, air- 
plane and motor vehicle hardware, and articles for the 
radio and electrical trades. 

Of the annual output of these 486 manufacturers, which 
is valued roughly at $230,000,000, 49.5 per cent was sold 
direct to manufacturers of automobiles, furniture, electrical] 
supplies and kindred lines. To the wholesalers was 
shipped 33 per cent of the output, while the retailers re- 
ceived 13.2 per cent of it. The balance of 4.3 per cent 
was retained by the manufacturers for their own wholesale 
branches. In addition, there were 250 establishments 
manufacturing cutlery and edge tools, with a total annual 
value of around $82,000,000, much of which found its way 
into the hardware trade. Also, a large percentage of the 
$112,000,000 worth of stoves turned out each year by 250 
manufacturers is sold by the hardware trade. 

Originally the hardware store was a store for men. It 
has been invaded, as have so many other fields, by the 
woman shopper, whose increasing purchases have widened 
the stocks carried, made the arrangement of the stores 
more elaborate, and improved the general methods of dis- 
tribution. In fact, women have become so numerous in 
the buying of hardware that they constitute 49 per cent of 
the customers of retail hardware stores. 

Retail sales in 1931 dropped about 23 per cent below 
the record of .1930. Fully one-half of this decline was 
due to the recession in prices, which brings the decline in 
unit sales to a little more than 12 per cent. In many in- 
stances, tonnage moved was nearly on a par with the 
record of 1930. As the decline in sales for all types of 
business has been given as 25 per cent, the hardware trade 
fared better in 1931 than many others. 

The Eastern States made the best showing, with Connec- 
ticut, Massachusetts, New Jersey and New York doing rela- 
tively well. The revival in textiles, shoes and other indus- 
tries helped the consumption of hardware in those dis- 
tricts. In the South, Kentucky and Virginia had the 
smallest sales decline. This favorable comparison was 
due to the unusually poor year in 1930, because of the 
drought. 

Alabama, Oklahoma and Texas were hit by the collapse 
in cotton prices. Northern California did well, its record 
being better than that of the remaining States of the Far 
West. Small crops and low prices in the Dakotas hurt 
sales, the drop in these two States being among the most 
severe encountered by any section of the country. 

It is a curious fact that the Pacific Coast has been better 
than the Central and Southern parts of the country. The 
best business in the hardware lines in 1931 was on the 
Atlantic Coast and on the Pacific Coast. The Middle 


Western States were quite unfavorable in the extent of their 
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decline, with Indiana, Minnesota and Illinois, particularly 
Chicago, the least affected. 


Changes in Senders Business 


Momentous changes have been taking place in the sale 
of hardware. New lines have been added, such as elec- 
trical devices, electric refrigerators, radios, vacuum clean- 
ers, automobile accessories, tires, sporting goods, farm im- 
plements, etc., while other lines such as tools have been 
very seriously affected by the increasing use of steel and 
concrete in place of wood, also because of the fact that 
more finishing work on house trimmings is being done in 
the mills and less on the job by carpenters. 

A curious evolution in the past few years has been the 
large increase in the use and sale of sporting goods in the 
United States. The sporting goods department in many 
hardware stores is one of their most profitable investments. 

Many hardware stores carry a stock of as many as 
12,000 items. 

Nearly 50 per cent of the total sales of packaged paints 
are made through retail hardware stores. The sales of 
electrical appliances and supplies through hardware stores 
are in excess of $150,000,000 a year. In the South and 
West, in contrast to the North and East, most hardware 
dealers sell farm-operating equipment. There are few ex- 
clusive farm implement dealers to be found in the South. 
Despite a season of slack sales, some dealers have built up 
profits by featuring aviation hardware supplies. Sales- 
men visit the local airports daily and solicit business for 
needed supplies. Being in apposition to give immediate 
service, these dealers have the preference, as ordering the 
articles through distant cities would cause too much delay. 

The cost of doing business by the average retail hard- 
ware dealer is estimated at 23.73 per cent of net sales. 
The common annual rate of turnover is 2.20 based on net 
sales. The average net profit on investment is 8.21 per 
cent, and annual average gross margin 26.01 per cent. 
Hardware stocks, of course, do not deteriorate the same 
as some other lines, and aside from a few seasonal items 
have a year-round demand. The invasion of the chain 
stores has touched the hardware trade but lightly, as only 
about 14.6 per cent of the stores are operated by chains, 
which account for 9.2 per cent of the total volume of 
business. 

Failures 

Failures among retailers of hardware, stoves and tools 
in 1931 again were heavy, 110 more insolvencies being 
recorded than during 1930. In the latter year, there was a 
gain of 101 failures from the total set down for 1929. 
The liabilities also were larger, as the 753 firms that 
failed in 1931 had liabilities of $11,494,617, while for the 
643 firms that failed in 1930 liabilities of $9,531,060 were 
set down. The failures in hardware stores, I regret to say, 
for the years 1927 to 1931 inclusive show a steady increase 
both in number and in liability. 

Although prices upon the average this year are 15 per 
cent under last year, there is a tendency for prices to 
strengthen at the present time. In general no further 
drastic changes in price are anticipated, and the feeling 
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An 
Improved 
Coffee 
Mill 





Have You Tasted the Very 
Best Coffee? 


If you have, you know it was freshly ground just a few 
minutes before it was served to you. You know that the 
sweet aroma was blended into the flavor only because the 
coffee bean was ground just before brewing. @ Emphasize 
this salient fact to your customers. They are easily con- 
vinced when it is the flavor of their coffee that is concerned. 


ARCADE “APOWARE 


IRON 


ARCADE MANUFACTURING CO. 
FREEPORT, ILLINOIS 












Outstanding Products 
The S. S. President Coolidge and Columbian Rope with which 


she is equipped, are recognized as the last word in construc- 
tion in their respective fields. 
Columbian Tape-Marked Rope leads because it is completely 
Guaranteed, thoroughly waterproofed and contains successful 
improvements on every feature necessary to modern rope. 
Ask for Columbian. 

COLUMBIAN ROPE COMPANY, Auburn “The Cordage City”, N. Y. 


COLUMBIAN Tape- Marked Pure Manila ROPE 








Cultivate Cutlery 


The keen dealer realizes clean-cut 
profits from his cutlery stock. A pleas- 
ing portion of his income is cut from his 
knife sales. 


Whet your knowledge on the Harp- 
waRE AGE grindstone. Profit by the cut- 
lery articles. 





Spring Hinges of Quality 


~~(CHICAGO)— 
SPRING HINGES 
There Is No Substitute for Quality 








That is why the Chicago 
Spring Hinge Company, 
by correct design, quality 
of materials used and 
workmanship, aims to 
make “Triplex” Lavatory 
Door Spring Hinges the 
best on the market. 


For the same _ reason 
Owners, Architects and 
Contractors, who strive 
to build with credit to 
their name or profession, 
select Chicago Spring 
Hinges for buildings which they plan and erect. 
Hardware Dealers will find “Spring Hinges of 
Quality” easier to sell. 


Send for New Catalog No. H47 


Type 2242 


Chicago Spring Hinge Company, 
CHICAGO nae NEW YORK 
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Every home and building owner 
is a prospect— 


e e 
Display Pipe Tools 
Running water, steam heat, oil burners and 
rigid conduit have made every building 
owner a prospect for pipe tools. There is 
a volume of pipe tool business in every 
community that logically belongs to the 
local hardware stores that is now going 


CHAIN VISE 
(Patented) 


to mail order houses, large department Light; Compact; 
stores and to manufacturers who “sell Strong. Extra selling 
direct,” just because hardware dealers are 7 oa —— 
not going after this business aggressively. ° forged jaw that 


Display, advertise and talk pipe tools. You 
will find ARMSTRONG BROS. Better Pipe 
Tools (those distinguished by the ARM- 
and-HAMMER ‘Trade Mark) have more 
selling points, give satisfaction and build 
repeat business. . Hardened steel nut. 
The most complete line of tools made. 6. Proof-tested chain. 


Write for ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People’’ 
Catalog P-10 314 N. Francisco Ave., Chicago, U. S. A. 


gives full support 
to smallest pipe. 
. Drop forged base. 
. Alloy steel screw. 
. Drop forged handle. 


MO) 
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When a customer asks for a 
“Marshalltown”—be sure you carry 
what he wants in stock. If you do 
he will come back to buy again. 


MARSHALLTOWN TROWEL CO. 


Marshalltown, lowa 


PIKE G-WHIZ 


Motor GRINDER 


Retains all the utility of 
hand-powered machines with 
¥ added compactness, attrac- 
9 tiveness, electric power—all 
at a price within reach of 
the multitude. 


Outstanding Points 


No handles to turn. No 
gears to clash. No clamps 
to tighten. No more one- 
handed grinding. No more 
slow speed. Two wheels in- 
stead of one—one Coarse and one Fine. Universal 
Motor. Extra Power. Safety Guards. 


PIKE MANUFACTURING CO., Pike, New Hamp., U.S.A. 

















in the best informed circles is that the bottom has been 
reached. In a few instances, price gains are already in 
evidence. 

Strange to say, under present conditions, taking the 
country as a whole, both wholesale and retail collections 
on current sales are well up to the record of the correspond- 
ing period of 1931. This is due largely to the fact that 
all concerns are watching credits more closely. In agri- 


-cultural districts, collections are more than ordinarily slow 


and difficult, because of the continued unsatisfactory con- 
ditions in the prices of farm products. 

Inventories of both hardware jobbers and retailers at the 
present time are 10 to 15 per cent lower than they were a 
year ago. Buying has been from hand to mouth. The 
placing of future orders has been backward. Prices are 
lower by about 10 per cent, accounting in part for the de- 
crease in the yearly sales comparison. 


Government Expenditures 


Ordinary expenditures estimated by the Treasury for the 
year 1931-32 amount to $4,482,000,000. Government ex- 
penditures increased in 1930 over 1929 3.8 per cent, in 
1931 over 1930 9.7 per cent, and the estimated increase 
for 1932 over 1931 is 16.5 per cent. 

The Treasury deficit for 1931-32 is $2,122,700. 


Decline in Industrial Production 


December, 1929 to December, 1930.......... 18.4% 
December, 1930 to December, 1931.......... 11.9% 
December, 1929 to February, 1932.......... 32.0% 


Wholesale Commodity Prices 
Base, 1926—100 








DIAMALLOY 














One-Third The new Diamalloy Featherweight Adjustable 
Wrench is twice as strong yet a third a 

THINNER than the standard pattern. le of newly de- 
veloped alloy hy of remarkable strength. 
Fits where other wrenches will not. Withstands 


wai. 


DIAMOND CALK HORSESHOE CO. 
4622 Grand Avenue, Duluth, Minnesota 


MORE SOLD 


More Good Luck Jar Rub- 
bers are sold than any other 
kind. Used by experts and 
home canners for 20 years. 
Highest quality jar rubber 
made. Nationally adver- 











tised. Excellent profit. Big 


repeats. 10c a doz. Two 
gross (24 cartons) in full 
color display container. 


GOOD LUCK Jar Rubbers 
With the BIG handy lip 


BOSTON WOVEN HOSE & RUBBER CO., Cambridge, Mass. 
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December, 1929.... 83.3 Percentage Decline 
D ber, 1930.... 79.6 December, 1929 to December, 1930..... 14.7 
D ber, 1931. 68.6 December, 1930 to December, 1931..... 13.8 
February, 1932. 66.3 December, 1929 to February, 1932..... 28.9 
Cost of Living 
Base, 1923—100 
December, 1929.... 100.1 Percentage Decline 
December, 1930.... 92.6 December, 1929 to December, 1930..... 7.5 
December, 1931.... 83.1 December, 1930 to December, 1931..... 10.3 
February, 1932.... 80.1 December, 1929 to February, 1932..... 20.0 


Average Weekly Earnings in Manufacturing Industries 


December, 1929... .$27.73 Percentage Decline 

December, 1930.... 24.03 December, 1929 to December, 1930..... 13.3 
December, 1931.... 20.74 December, 1930 to December, 1931..... 13.7 
February, 1932.... 19.51 December, 1929 to February, 1932..... 29.6 


It is clearly evident from the brief government figures 
given above that drastic economy must be the order of the 
day. Unnecessary departments must be cut down. Gov- 
ernment drones must be cut out. The centralization of 
government in Washington must be stopped. Today one 
person out of every eleven in the United States is working 
for the Federal and State government. The increase in the 
number of government bureaus and government expenses, 
and the interference with private business by the govern- 
ment agencies has become a serious menace to the stability 
of the government. 

With conditions such as they are, the only wise policy 
to pursue is first of all, rigid economy in every department, 
cutting out all unnecessary motions, cutting down positions 
that are ornamental and interesting but unproductive. This 
job of course is a painful one. It is hard for all of us to 
give up the luxuries that have almost become necessities. 
Many of these luxuries in which we have indulged, how- 
ever, are actually harmful to us. 

With the return of a more sane, simple and reasonable 
life we will all be better off spiritually, mentally and 
physically. 
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The symbol of 


quality in chain 


There is an ACCO Chain for every 
industrial, farm and home purpose 
—in bulk or made into specialties, 
Concentrate on this profitable 
quality line. Made by the world’s 
largest manufacturer of welded ana 
weldless chain. 


AMERICAN CHAIN CO., Inc. 
Bridgeport, Conn. 
Makers of the Famous Weed Tire 
Chains 








PRODUCTS 
BIG SELLERS 


COBBLER OUTFITS and Shoe 
Lasts and Stands are in big 
demand right now. Shoes are 
worn longer—men are “half- 
soling their own.” Display Ply- 
mouth Cobbler sets on your 
counter and in your window 
and watch them sell. 
Products also i 
“Little Giant,” 
and “R & H” Corn Shellers and 
“Rapid” and ‘Korn’ King” 
Grist Mills. Write for catalog 
and low prices. 
gor GENER ay 
Boom Sora THE FATE-ROOT-HEATH CO. 
1322-1358 High St., 
Plymouth, Ohio 


Cope.er 


REPAIRING 














p Sheffivid 


NEW 10¢ SIZE 


POSTER and 
SHOWCARD COLORS 


12 popular colors. Unusual depth, 
strength, purity and mileage 
Non-hardening. 


50% Profit! 


Write for details of Dealer’s Assortment 


The Sheffield Bronze Powder & Stencil Co. 


5817 Kinsman Road - Cleveland, Ohio 
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SAMSON TRADE MARK 


SAMSON CORDAGE WORKS 


BOSTON, MASS. 


Note) 5 OO.) 20D. 


SAMSON SPOT, PHOENIX and SACHEM brands 


each the standard of quality for its particular use. 
“There IS a Difference in Sash Cord’”’ 
OTHER BRAIDED CORDS+ COTTON TWINES 


Send for catalogue, samples and selling information 
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U.S. HAME COMPANY 
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Try the new and improved 
USHCO Lawson Wrench! 
It out-performs any other 
wrench on the market. Its 
patented principle and the 
angle handle make it defi- 
nitely a better wrench. 


BUFFALO, N.Y. 


Our folder gives the details and specifications on these 
wrenches. It is Free. Write for it now. 











Scythes 





Are Famous for mae Edge and Endurance 


Made from best Swedish mild steel, with 
inserted crucible steel bit. 


BANKO Scythes are guaranteed against 
manufacturing defects. 


BANKO Scythes are the best and most reliable made 
in Sweden and have Been sold in U. S. A. since 1889. 


Beware of imitations, Demand the Genuine BANKO. 
From your jobber or write Factory office: 


SANDVIK SAW & TOOL CORPORATION 


107-109 Lafayette St. 740 Washington Ave., North 
New York, N. Y. Minneapolis, Minn. 

















HIGH SPEED 


DRILLS 


ed Shield” 


The Red Shield j 
in actual red 


color is stamped 
on each drill. 





Tae STANDARD TOOL (0. 


CLEVELAND 


New York Chicago 
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Manufacturers— 

for Nearly Half a 
Century — of the Highest 
Grade Steel and Woven Tapes, 
Wood and Metal Rules. 





Our Precision Tools are Accurate, and 
Embody Striking Improvements in Design. 
Every Article Fully Guaranteed. 


/UFKIN TAPES 
RULES 
TOOLS 


Distributed thru Jobbers—Send for Catalog. 





THE [UFKIN fouLe £0. 
SAGINAW, MICH. 


106 Lafayette St., New York City 

















Trow & Holden presents above a newly developed trade 
mark. To those who have used Trow & Holden tools this 
trade mark will represent a symbol of quality and service long 
since proven to be one of excellence. To those who have 
never used them we trust it will signal a mark of quality that 
will not be overlooked by discriminating buyers. 


TROW & HOLDEN CO. 


Barre, Vermont 

























SCREEN WIRE CLOTH 
POULTRY NETTING 
GALVANIZED 
HARDWARE CLOTH 
BRADS AND NAILS 







CORTLAND, N. Y. 
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A Bargain 


in Luxury 





@ Now you can enjoy the luxury and convenience of the Book- 
Cadillac Hotel in Detroit at prices that fit 1932 budgets. 

@ Many of the 1200 rooms of this famous hotel now are priced 
as low as $3 a day for one person, $5 for two. And every 
room has bath, circulating ice water, and other modern 
conveniences. 

@ Restaurant prices have been scaled down to thrifty new 
levels, too. The five restaurants include a cafeteria and 
coffee shop with quick service and popular priced menus. 

@ Try the Book-Cadillac the next time you visit Detroit. 


inde decim ~EOOKSCyadillac 


of Ralph Hitz DETROIT 
E. T. LAWLESS 
Manager 











HOTEL NEW YORKER, NEW YORK, ALSO UNDER RALPH HITZ DIRECTION 
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Sell Them 
by the set 








Sets of 9, 11, 17 bits are fur- 
nished in compact cases for 
the convenience of the users. 


It isn’t hard. Every mechanic needs the entire set in his work, and it 
resolves itself to a question of selling him once or seventeen times. 
out the value of the case, its use in keeping the bits in order and near at 
hand, preventing loss, etc. Try it. 

Forstner Bits are the only bits that are not dependent on a center or 8 
level to guide them. They cut from the outer rim. The entire surface is 
at work all the time, no jagged ends; every part of the work is smooth and 
polished. They bore their way through hard, knotty, cross grained wood, 
leaving a smooth hole and clean, polished surface. 

Let us send you catalogues. Order through your jobber or direct. 


The Progressive Manufacturing Co. 
TORRINGTON, CONN., U. S. A. 
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THE ADVERTISERS INDEX is 


published as a convenience and not as a part of 
made for errers 


‘o allowance will be 





ing contract. Every 


th pal adver 
ra to insert. 





care will be taken to index correctly. 
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CLASSIFIED ADVERTISING 
RATES 





Positions Wanted and Help 
Wanted Advertisements at Spe- 
cial Rate of one cent a word, 
minimum fifty cents per in- 
sertion. 





Manufacturers’ Agents, Jobbers, 





Use the “Classified Opportunities Section” to Reach Hardware Manufacturers 
Jobbers’ Salesmen, Retailers and Retail Salesmen 


THE FOLLOWING RATES 


apply to “Business Opportunities,” “Sales 
Accounts Wanted” and “Sales Representa- 
tives Wanted” advertisements. 
ee 


Set Solid, Minimum of 50 words... .$3.00 


Each additional word........--- 06 
All Capitals, Minimum of 50 words.. 4.00 
Each additional word.......-+-+- .08 


Allow Seven Words for Keyed Address 
Remittance Must Accompany Order 


Samples of merchandise, literature, catalogs, etc., will 





BOXED DISPLAY RATES 


ecceesecccceseeseeeeesees 





Discounts for Classified Advertising 
4 insertions, 10% off, 8 insertions, 15% off. 
Due to the special rate, these discounts do 
not apply on Position Wanted or Help 
Wanted Advertisements. 
HARDWARE AGE is published every other 
Thursday. Forms close Nine Days previous 
to date of publication. 
Address your advertisements and replies to 
HARDWARE AGE, Classified Opportunities, 
239 West 39th St., New York City 


not be reforwarded 














HELP WANTED 


ACTIVE SALESMAN WANTED with estab- 
lished following among Hardware and Paint 
Stores to handle the famous Tom Thumb 10c 
and 25c line of Paints and Enamels. Address 
TOM THUMB LABORATORIES, 72 Warren 
St., New York City. 








SALES REPRESENTATIVES 
WANTED 





SALESMEN WANTED calling on Wholesale 
and Retail Hardware, and Mill Supply houses, 
to sell Manila Rope, Sash Cord, Clothes Lines, 
Cotton Twines, Cotton Rope, Binder Twine and 
Wire Rope, at competitive prices, on a commis- 
sion basis. References required. Application by 
letter, stating territory covered, also experience 
in the sale of Cordage. Address Box J-776, care 
of Harpware Ace, New York City. 





SALESMEN with car to sell line of specialties 
to Department Stores, wholesale and retail hard- 
ware trade and plumbing supply jobbers. Straight 
commission, protected territory. State age, ex- 
perience, territory you want and what lines you 
are now handling. Address THE HAS. 
FISCHER SPRING CO., 240 Keni Avenue, 
Brooklyn, N. Y. 





DISTRIBUTORS for new_no-friction faucet 
washer with brass bushing. High quality article. 
Nothing like it on the market. Commission from 
= a agen from your territory. Sells on sight. 

ample on request. Address WIZARD PROD- 
UCTS COMPANY, 7200 Wade Park Avenue, 
Cleveland, Ohio. 





SALESMEN WANTED—To handle manufac- 
turers line—staple, best in its field and priced 
right. Explain experience, territory, lines now 
handled. Address Box 7457-A, care of Harp- 
WARE AGE, 802 Otis Bldg., Chicago, Ill. 





SALES REPRESENTATIVES 
WANTED 





SALESMAN to travel New York State ex- 
clusive of New York City territory. Applicant 
should be man who has called on Hardware job- 
bers, retailers, department stores and merchandise 
syndicates. Should live in state and have his 
own car. Write, giving full record of employ- 
ment during last five years) MANUFACTUR- 
ER P. O. Box 739, Terre Haute, Indiana. 





WANTED—Salesman to sell a special on a 
10% commission basis to Hardware Stores; ter- 
ritories now open. Salesman will be given credit 
for reorders in their territory. Write stating 
references and territory covered to HOYT 
a TANNING CORP., HAVERHILL, 





ROPE SALESMEN wanted for New Jersey, 
Delaware, Pennsylvania, New York, Michigan. 
Indiana. Sideline 5% commission. Address 
UNITED FIBRE COMPANY, 82 South Street, 
New York City. 


SALES ACCOUNTS WANTED 


I AM A YOUNG MAN, twenty-five years of 
age, well acquainted with the general hardware 
trade, both wholesale and retail, as well as large 
and small manufacturers in St. Louis and vicin- 
ity. Am at present selling electric lamp bulbs 
and can handle one or two more good lines. If 
interested, please address Box J-784, care of 
Harpware Ace, New York City. 








MANUFACTURERS’ REPRESENTATIVE 
wishes additional factory lines for Chicago and 
Milwaukee territory. Call on wholesale hard- 
ware, factory, mill supply, woodenware, paint 
and housefurnishing goods trade. Twenty years’ 
acquaintance. First class imported lines also 
considered. Address Box J-766, care of HaArgp- 
wARE AGE, New York City. 





EXPERIENCED HARDWARE SALESMAN 
wants hardware line or lines to sell from factory 
to retail dealers in central and western Texas 
territory. Address Box J-769, care of HARDWARE 
Ace, New York City. 








BUSINESS OPPORTUNITIES 


A COMBINATION SALT-AND-PEPPER 
SHAKER, just out. Chromium finish for top, 
glass in four colors, top closed. cannot leak, O.K. 
for damp climate, salt always drv. good for home, 
auto. dinner pail, and tourist. Sells $.50 for one, 
$1.00 for two. or $6.50 for 24, which will in- 
clude a handsome counter display. Address 
COMBINATION SALT AND PEPPER 
SHAKER COMPANY, 706 N. Main St., Los 
Angeles. Calif. 


HARDWARE STORE FOR SALE—Western 
Nebraska, near Colorado line: best located hard- 
ware business in county seat town. Buildings 
leased. Will sell merchandise and fixtures. 
Clean stock. Attractive modern store. Good 
reason for selling. Address Box J-770, care of 
Harpware Ace, New York City. 











Sales Representatives Wanted 


SALESMEN now calling on the Whole- 
~ and Retail —— and Paint trade, 
o carry a complete line of DUO BLADE 
SCRAPERS, for floors, wood, paint and 
boats. Our line is being bought freely by 
some of the most prominent accounts in 
the country and we need the services of 
several hard-hitting specialty men who 
know how to do missionary work with the 
dealers and who can launch a line and 
deliver, in order to round out our sales 
organization. The following territories are 
open: Connecticut, N. Y. State, except 
N. Y. City, Carolinas, Georgia, Florida, 
Alabama, _Tennessee, Kentucky, Michigan, 
Mississippi, Illinois, except Chicago, 
Arkansas, Texas, Oklahoma, Nebraska, 
Iowa, Dakotas, Montana, Wyoming Colo- 
rado, N. Mexico, Arizona, Utah, Nevada, 
etc. Patented products, little or no com- 
petition, a straight 10 and 15 per cent 
contract and full credit on repeat business is 
offered to men who will work and plug a 
line. We are one of the few factories who 
are behind on deliveries in these times. 
Tell us about yourself and whether vou 
can cover this class of trade and get results. 


VOSCO TOOL COMPANY 
1625 N. Hancock St., Philadelphia, Pa. 
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HARDWARE AND SPORTING GOODS 
STORE, in splendid location with low rent, 
between two large factories, on main street of 
an Ohio city of 200,000 people. Clean, salable 
stock and modern fixtures. A bargain at $4,500. 
Address Box J-788, care of Harpware AGF, 
New York City. 





FOR SALE: _ Established Hardware. Mill 
Supply, House Furnishing business with fine 
location in prosperous town of 10,000. New 


York State. Up to date fixtures and clean 
stock. Other interests reason for selling. Ad- 
dress Box J-778, care of Harpware Ace, New 
York City. 





FOR SALE—Old established hardware _busi- 
ness, iobbing and retail, middlewestern city of 
two million, splendidly located. Owner very old, 
wants to retire. Great bargain to right parties. 
Tnvestment required. $40,000.00. Address Box 
J-780, care of Harpware Ace, New York City. 





SALES ACCOUNTS WANTED 





SALES EXECUTIVE, American training. 
returning to England, open to represent additional 
reputable lines—Great Britain and Continent. 
Address Box J-789, care of Harpware Ace, New 
York City. 





Are You Satisfied 
with Your Present West 
Coast Representation? 


One or possibly two manufacturers 
of merchandise sold in Hardware 
and similar stores may now secure 
the services of a well established 
organization composed of three 
thoroughly~experienced sales execu- 
tives who are well acquainted with 
past and present business conditions 
on the coast. 


We are now handling the business 
of this territory for a manufacturer 
of a large and widely known line, 
but can offer efficient representation 
for one or two other Hardware lines. 


We are fully qualified to make sur- 
veys in this section and advise you 
as to proper methods and outlets to 
secure increased sales volume at re- 
duced selling costs. 


Write for complete information 


without obligation. 


Address Box No. J-779, care 
Hardware Age, New York City 











HARDWARE AGE 











CLASSIFIED OPPORTUNITIES 


Samples of merchandise, literature, catalogs, etc., requiring more than ordinary reforwarding postage should not be addressed to box numbers. 





SALES ACCOUNTS WANTED 


POSITIONS WANTED 


POSITIONS WANTED 





SALES ORGANIZATION would like to add 
one or two more reputable lines, on a commission 
basis. Territory covered, Pennsylvania, New 
Jersey, Delaware, Maryland, and District of 
Columbia. Address Box J-777, care of Harp- 
wArE AGE, New York City. 





WILL REPRESENT OR JOB reliable lines 
of household and hardware specialties, brushes 
or items pertaining to the paint line covering 


California. Highest references. Address D. 
— 227 East 7th St., Los Angeles, 
alif. 





WANTED—Line of Builders Hardware for 
Pennsylvania, New Jersey, Delaware and Mary- 
land. Sixteen years with Champion Hardware 
Company. Address Box J-783, care of HARDWARE 
AcE, New York City. 


THOROUGHLY EXPERIENCED SALES- 
MAN, thirty-seven years of age, married, with 
family, would like to hear from a manufacturer 
who wants first-class representation in the middle 
west. I am well and favorably known to the 
hardware jobbers and chain stores in Missouri, 
Iowa, Nebraska and Kansas, also Oklahoma and 
Texas. Would consider a territory anywhere. 
At present in the East. Address Box J-786, care 
HaArpwareE AGE, New York City. 

. 





T. H. BARRITT—Formerly with E. C. Atkins 
& Company, Inc., with 6 years’ experience as 
Specialty and Missionary Salesman (now unem- 
ployed) well-known to all retail and wholesale 
trade in all New England territory, also Virginia 
and E. North Carolina, wishes to secure position 
with manufacturer or jobber. Any territory con- 
sidered. Can furnish the best of references. Ad- 
dress Box J-782, care of HarpwAre AGE, New 
York City. 





POSITIONS WANTED 


EXPERIENCED HARDWARE MAN, 41 
years of age, married, desires responsible position 
with reliable retail concern. Thirteen years’ ex- 
perience all capacities retail business. Also 
twelve years on the road. Handled all classes 
general hardware, stoves and furnaces. Am 
clean-cut with good moral character. Reasonable 
salary expected. Preference Pennsylvania or 
Ohio. Best references. Address Box J-785, 
care of HARpwARE AGE, New York City. 








HARDWARE SALESMAN and sales man- 
ager, age 34, educated, energetic, successful, with 
thirteen years’ experience in wholesale hardware 
business, desires connection with Southern jobber 
who is anxious to build up sales organization. 
Capable of sales oe both by mail and per- 

contact. est references. Address Box 
J-759, care of Harpware AcE, New York City 





RETAIL HARDWARE MAN with twenty 
years’ experience in both retail and wholesale 
hardware business, sporting goods, paint and 
household supplies. Forty years of age, sober 
and industrious. Capable of taking charge and 
handling men. Can furnish first class references. 
Free to go anywhere. Middle West or South 








preferred. Address Box J-603, care of Harp- 
wArE AGE, New York City. 
THOROUGHLY EXPERIENCED 


SALESMAN, tools or builders’ hardware, 
former Sales Manager, now available on 
salary or commission. Well acquainted 
with the trade from Maine to Texas. Ad- 
dress Box J-771, care of HARDWARE AGE, 
New York City. 











EXPERIENCED TRAVELING SPECIALTY 
SALESMAN with initiative and real selling abil- 
ity, clean-cut and convincing, desires connection 
with manufacturer who sells to Wholesale Hard- 





ware, Auto, Factory, Sporting Goods or Seed 
Jobbers, Large Dealers, Railroads, Industrial 
Plants. Pleasing personality, convincing, excel- 
lent references. Address Box J-773, care of 
Harpware AGE, New York City. 

SALESMAN, middle-aged, married, reliable 


and of neat appearance, well acquainted with the 
Hardware, Furniture and Department Store trade 
in Illinois and Eastern Iowa, desires connection 
with reliable manufacturer or large jobber. Have 
sold this trade for past eight years. Can furnish 
best of references and car for use on territory. 
Address Box J-781, care of HARDWARE AGE, New 
York City. 





EXPERIENCED HARDWARE MAN, 44 
years old, married, wants responsible position 
with retail store. Eleven years’ experience hard- 
ware, paint, housefurnishing, sporting goods and 
three years wall paper. Understands merchan- 





dising. Can dress windows. Can give best ot 
references. Preference, Connecticut. Address 
Box J-767, care of HAarpware Ace, New York 
City. 

POSITION WANTED by experienced hard- 
ware man. Age 32; married; three years’ retail 
experience; seven years traveling for one of 


the larger jobbers and two years for a large 
manufacturer. Prefer New York State territory. 
Excellent references. Address Box J-790, care 
of HarpwarE AGE, New York City. 





SITUATION WANTED—Stenographer with 
over ten years’ experience, wishes position three 
or four evenings a week, either in Brooklyn or 
New York City. Address giving full informa- 
tion as to class of business. Address Box J-772, 
care of Harpware AGE, New York City. 











Boys Everywhere Want Daisy Air Rifles 


The new improved Daisy Pump Gun, the leader in 
this famous line of air rifles. The finest, most accu- 
rate boys’ gun ever made. Nationally advertised 
for over a quarter of a century and priced within the 
reach of every one. Sure profit makers for the live 
retailer. Other models priced from $5.00 to $1.00. 
Substantially made, and beautifully finished. Your 
jobber can supply you. For full information write 


DAISY MANUFACTURING COMPANY 


Plymouth, Michigan 
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TELL YOUR NEEDS TO THE WHOLE 
WORLD OF HARDWARE 


Secure a Position, Locate a Salesman or Representative, Hire 
an Employee, Choose a Partner, Sell a Business, Rent a Store, 
or Profit to the Fullest by your share of Business Opportunities 


Make your wants known in the 
CLASSIFIED ADVERTISING SECTION 


HARDWARE AGE 
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Appreciated 
by All Motorists 


The quick adjustment of the B. & C. “S” Wrench, abil- 
ity to fit nuts of many sizes, unfailing grip and sturdy 
construction make it a steady, profitable seller to Motor- 
ists who demand quality tools. 


Ask your Jobber. 


hx) BEMIS & CALL CO. 


Springfield Mass. 








NOW — Lighter, Better, Stronger 


The New Peerless waist (0 Sunees 
Handcuff is two SWIVELED. ~ /Swivereo 
ounces lighter \ : 

than the former 
pattern, better be- 
cause of an im- 
proved lock and 
stronger by ac- 
tual tensile test. 
The 


10 Ounce PEERLESS Handcuff 
is easily carried in the pocket and the rapidly swiveled 
and instant locking features make it an absolutely SAFE 
handcuff for every officer to use. The leading seller. 


Send for Felder and Prices. 
PEERLESS HANDCUFF CO. Springfield, Mass. 


Pacific Coast Representatives: 
McDonald & Linforth, Call Building, San Francisco, Cal. 




















3 Good items 
for Quick Profit 


After a thorough survey, we selected these leaders from 
the Hammond line of Insecticides and Fungicides— 

SLUG SHOT, Time-Tested Dust Insecticides. 

GRAPE & ROSE DUST, Fungicide. 

HAMMOND’S WEED KILLER, for Weeds, Poison Ivy, etc. 

We have placed behind these three Hammond Products 
the full force of our Magazine 
and Radio Advertising, assur- 4 
ing prompt turnover of dealers’ HAMMONDS 
stocks. 

These three items can be de- . 
pended upon for quick profits. 
It will pay you to stock them. 
Write for prices and details of 
our Sales Promotion Program. 


HAMMOND 
Paint & Chemical Co. 
9 Beekman St., Beacon, N. Y. 











A Sanitary Fountain 
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Poultrymen know the health of their 
flocks demands cleanliness, particularly 
in feed, and drinking water. Moe Poul- 
try equipment has been time tried and 
tested. That’s why Dealers find Moe’s 
Line favored by successful poultry raisers 
—and naturally a profitable line to handle. 


HoEFT & COMPAN 


2305 Davis Street; ~ North Chicago, Ill. 


Write for Our Catalog 














3211 Carroll Avenue 


PROFIT THE YEAR ’ROUND 
with SAFETY ROLL JR.! 


Seasons come and go but merchants everywhere 
find Vaughan’s Safety Roll Jr. Can Opener 
pulls sales the whole year ’round, and there’s 
a reason. Safety Roll Jr. is the smallest and 
most durable can opener made. It opens round, 
square or oval cans with ease. Leaves a 
smooth safety-rolled edge that saves the juices, 
and prevents cut fingers. An attractive item 
—all metal parts nickel-plated—it sells on sight. 
Display the popular Safety Roll Jr. and watch 
your sales pick up. It will pay you, also, to 
ask about the larger safety roll can openers. 


Sample and prices aa —_ Roll Jr. sent to 
rated firms. 
VAUGHAN NOVELTY MFG. CO., Inc. 


World’s Largest Manufacturers of Can Openers 
Chicago, Ill., U. 8S. A. 








No dealer can sell a better Soldering 
and Tinning Flux than Rubyfluid. I 
has been used successfully by plumbers 
electricians, and metal workers for 25 
years. 


Rubyfiuid fluxes perfectly with ALL 
metals. Never corrodes metal. No 
poisonous fumes. Not affected by age, 
temperature or exposure. Sizes: % 
pt. to 10 gal. tin cans, also half-barrels 
and barrels. Send for FREE sample 
and prices. - 











THE RUBY CHEMICAL CO. 
68-70 McDowell St., Columbus, Ohio 
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Brass Head Rustless 
Numeral Thumb Tacks 


For use on Windows, 
Screens, Storm 
Doors, Furniture, 
Shelves, Bins, etc. 
Numbers run from 1 





25 Numbers on each 
block, 12 blocks in 
a box, 12 boxes in a 
carton. Retail at 10¢ 
for 25 numbers. De- 
mand them from 
your jobber—if he 
cannot supply you 
write us. 


Robt. E. Miller, Inc. 
35 Pearl Street 
New York, N. Y. 








REVOLVERS 
SHOTGUNS 


TRADE 


5 
co. 
MARK 


Send for catalog 


Harrington & Richardson Arms Company 
Worcester, Mass., U. S. A. 
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‘We also manufacture 


AMERICAN Products are well made in every particular, with 


Wess close adherence to uniform quality standards— the kind that 


makes friends and keeps them. Supplied in Black and Galva- 





STAINLESS nized Sheets, Special Sheets, Tin and Terne Plates forall known 
Sanu aaueen purposes; also Krysronge Copper Steel Products for uses requir- 
AND LIGHT PLATES ing maximum resistance to corrosion. Send for literature. 








American Sheet and Tin Plate Company 


GENERAL OFFICES; Frick Building, PITTSBURGH, PA. 





i" 
| SUBSIDIARY OF UNITED STATES STEEL CORPORATION 

1 
AMERICAN BRIDGE COMPANY PRINCIPAL SUBSIDIARY MANUFACTURING COMPANIES: On WELL SupPLy COMPANY 
AMERICAN SHEET AND TIN PLATE COMPANY COLUMBIA STEEL COMPANY ILLINOIS STEEL COMPANY THe LoRAIN STEEL COMPANY i 
AMERICAN STEEL & Wirz COMPANY Cyctonge Fence COMPANY MINNESOTA STEEL COMPANY TENNESSEE COAL, IRON & R.R.COMPANY | 

CARNEGIE STEEL COMPANY FEDERAL SHiPB’ Lac. & Dry Dock Co, NATIONAL TUBE COMPANY UNIVERSAL ATLAS CEMENT COMPANY 
Pacific Coast Distributors—Columbia Steel Company, San Francisco, Calif. Export Distrioutors—United States Steel Products Company, New York, N. Y. | 
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